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DETROIT, MARCH 7, 1955 


Vhile Dealers Score in State Legislatures... 


; NADA Law Push Near 


By William Ullman 
Washington Correspondent 
E 1955 “action program” of 
NADA was set into motion last 
ek on the national front, while 
everal state associations already 
e chalked up legislative achieve- 
ents designed to clear up new-car 
er problems. 
| NADA’s National Affairs Com- 
tee, under the chairmanship of 
alter B. Cooper, met in Wash- 
igton and framed tentative recom- 
sendations to be placed before the 
ecutive Committee’s session in 
e weeks. 
| By then, association strategists 
ope that many of the more 
urgent matters now before Con- 
ress will have been cleared 
ay and the car dealers given 
Meantime, Frederick Bell, execu- 
lve vice-president of NADA, who 
d the recent national convention 
at he would make one last effort 
work out dealer problems with 
ufacturers on a _ cooperative 


Vealers Support 
AMC Volume 


Bonus Program 


By Joseph M. Callahan 
Staff Writer 
VERWHELMINGLY enthusias- 
tic dealer support for American 
ptors’ “Dealer Volume Investment 
d” was indicated last week in 
survey of almost a score of big- 
y and rural Nash and Hudson 
utlets. 
' The plan is fundamentally a 
‘program of year-end dealer bon- 
P ranging from $30 to $130 a 
, depending on the number of 
AMC produces in the 1955 
' models year. 
Like any plan of this nature, it 
las several minor flaws, say deal- 
who have given it study. 
~ * * 


PUT even these dealers strongly 
favor the plan because, as one 
aler expressed it, “The dealer 

a ’ is hooked to the factory ‘en- 

gine,’ just as it should be. The 

rogress of the factory is directly 
fiected in the progress of the 
dealer.” 

' Dealers in general feel the AMC 

| Program is an ingenious, yet simple 

olution to the current auto retail- 
fing situation in which the dealers 
nerally make less money as the 

Manufacturers make more. 


.. Many dealers have complained 

that, while their sales are good, 
their profit isn’t. 

- The AMC plan, available to all 

i (Continued on Page 10, Col. 1) 


GM Slap Hints 
Rebuff of GAW 


_ ae slap on the wrist it received 
from General Motors last week 
is quite unlikely to deter the UAW- 
CIO in its quest for a guaranteed 
‘Annual wage. 

But GM’s reproachful comment 
Called attention to the fact that 
‘ramparts are being thrown up 
(.0n a dozen fronts in Detroit as 
‘the time nears for negotiations 

on a new laber contract after 
_five years of unaccustomed peace 
in the auto industry. 
' The GM statement was mild. It 
not intended, spokesmen said, 
convey the idea that the cor- 
(Continued on Page 11, Col. 1) 


basis, was in Detroit last week, 
visiting the factories. 
* * + 
F DEALER concern in the 
Congressional hopper are the 
Williams “voluntary” anti-bootleg- 
ging bill, the Hinshaw bill banning 
“phantom freight” and the Whitten 
bill calling for outlawry of “one- 
way” contracts between manufac- 
turers and retailers. 

Rep. Shepard Crumpacker jr., 
meanwhile, announced he would 
again introduce an anti-bootlegging 
bill, but this time requiring facto- 
ries to write such restrictions into 
their dealer sales agreements. 


Charging that some factories 
currently are encouraging bootleg- 
ging, the Indiana Republican con- 
tended that mere permissive legis- 
lation of the type he sponsored last 
year was insufficient. 


Meantime, state dealer associa- 
tions were enjoying a high de- 
gree of success in enactment of 
mandatory-type legislation. 

Tennessee became the 10th state 
to adopt a factory-dealer licensing 
law when Gov. Frank Clement 
signed a bill endorsed by the Ten- 
nessee Automotive Assn. The meas- 
ure got landslide votes in both 
houses of the Tennessee Legisla- 
ture. 

TAA directors will meet March 
14 in Nashville to select nominees 
for the State Motor Vehicle Com- 
mission created by the act. Gov. 
Clement has 60 days to name the 
commission members. 

- * am 


1 ree states with factory-dealer 
licensing laws are Florida, 
Louisiana, Mississippi, Nebraska, 
Oklahoma, Rhode Island, South 
Dakota, Virginia and Wisconsin. 


A proposal to license new- and 
used-car dealers advanced from 
committee to floor consideration in 
both Texas chambers. The Texas 
Automotive Dealers Assn. reported, 
however, that the House commit- 
tee had added several “objection- 
able” amendments against which 
a floor fight was planned. 


According to Tom Blundell, 


1 





general manager of the Texas 
Independent Automobile Dealers 
Assn., the main change deletes 
the requirement that a dealer 
must show a factory franchise to 
qualify for a new-car dealer’s 
license. 

Rep. Frank H. Carpenter, who 
sponsored the amendment, said 
that the auto industry is trying to 
shove off on the legislature a prob- 
lem which it could solve. 

“The only way a used-car dealer 
can get new cars is from a fran- 
chised dealer,” said Carpenter. 
“The manufacturer could stop it if 
he would.” 

* * + 

IHE Arkansas Automobile Deal- 

ers Assn. hailed enactment of 
a bill rigidly defining new and used 
vehicles and requiring that a “cer- 
tificate of origin” accompany a 
new-car’s application for license 
and title. 

AADA Executive Secretary 
George Benjamin said a statewide 
campaign was planned to educate 
buyers to demand “birth certifi- 
cates” for new cars. He pointed 
out that success of the new law 

(Continued on Page 51, Col. 1) 


Curtice Sees Possibility 


Of ?55 Car Record 


LOS ANGELES.—On the basis 
of demand in the first two 
months, Harlow H. Curtice, pres- 
ident of General Motors, said last 
Thursday at the opening of the 
Motorama here that the indus- 
try “may well produce and the 
domestic market absorb 7,500,000 
cars and trucks in 1955.” 

This revises upward the esti- 
mate of 6,800,000 units he made 
in January. He also asserted that 
1955 car production could be the 
highest in history, topping the 
record 6,658,510 turned out in 
1950. Car and truck production, 
including Canada and for export, 
may hit 8,300,000, he said. A qual- 
ification: “Provided we continue 
to enjoy labor peace.” 


SS 
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Crowds Bury Cars at Rock Island Show— 

Exhibits at the Quad-City Automobile Show, sponsored by dealers in Davenport, 
la., Rock Island, Moline, East Moline and Milan, Ill., were lost in a sea of spectators 
as an attendance record was set. This photo was taken during the performance of 
the McGuire Sisters, one of the entertainment features. 


Car Production Opens Bid 
For Greatest Month Yet 


By Martin L. Whitmyer 
Staff Writer 
Ameneatre lines appeared geared 
last week for the biggest 
monthly car production in the his- 
tory of the industry. 

Completions in the opening 
March week totaled 171,588 cars, 
second only to the 173,457 alltime 
record set during the week ended 
Feb. 19. 

Ford was stepping up its sched- 
ules to the fastest pace since its 
peak year of 1923 last week, while 
Chrysler Corp. and American Mo- 
tors were on a gradual incline. 
General Motors was “coasting” at 
a slightly lower level. 

* = . 

HE total last week amounted to 

168 percent of AUToMoTivE News’ 
three-year index, compared with 
the previous week’s 167 percent. 

Last week’s output topped by 
1,084 the 170,504 cars produced 
during the week ended Feb. 26, 


09 Sales Boom Tops 21,800 Cars a Day 


yAace came in like a lion, as| vour old records, and the high- 


far as new-car sales were con- 
cerned, according to field reports 
reaching Automotive News last 
week. 

New-car sales continue to de- 


est first quarter in history ap- 
pears a virtual certainty. 

On the basis of early reports, 
new-car sales are running at the 
rate of 21,800 daily, according to 


There’s Profit in Trucks .. . 


There is, indeed, but many truck dealers aren’t get- 
ting their share. In a hard-hitting series of articles that 
begins in this issue on Page 21, Truck Editor Jack 
Weed will discuss proven ways to extract dollars from 
truck retailing. Today he tells: 


@ How a truck dealer undermines his own sales staff 
if he permits it to accept gifts and extra commis- 
sions from body and equipment distributors or 


makers. 


@ Why several top-line truck body manufacturers 
have put their own salesmen into the field. 


@ Why many field representatives don’t work with 


some dealers. 


Truck highlights, Page 21. New-car and truck registrations, 
Page 40. Used-car auctions, Pages 4, 38. 
Production by makes, Page 53. 





Automotive News estimates. A year 
ago, the daily new-car rate was 
running below 18,000. 

” * * 


-* THE present rate continues, 
sales for March will fall just 
short of 600,000, an incredible total 
when it is recalled that the record 
for the month, set in 1951, is 512,- 
599 units. 

Monumental proportions of the 
early spring market have, in some 
quarters, nearly overshadowed in- 
terest in the official outcome of 
the 1954 registration struggle. 

Announcement of the final 1954 
standing, as compiled by R. L. Polk 
& Co. and accepted by the indus- 
try, was imminent as AUTOMOTIVE 
News went to press. 

With reports from three states 
— Alabama, California and New 
York—still to be counted, Chev- 
rolet had a margin of nearly 12,000 
units. 

A spokesman for Polk said his 
firm had instituted extraordinary 
security measures to protect final 
figures. When tabulations are com- 
pleted in Polk’s Cincinnati office, he 
said, a special messenger would 
personally deliver the tally sheets 
to Detroit. He hinted that not even 

(Continued on Page 4, Col. 1) 


and helped establish a new Feb- 
ruary output record of 675,646 
cars. That not only edged Janu- 
ary’s 659,705, but also marked the 
third largest monthly output on 
record and resulted in the fourth 
straight month of banner volume. 

With 22 working days remaining 
in March, builders were operating 
at a rate of 770,000 cars a month. 
That rate, if sustained, would 
dwarf the previous record month 
of June, 1950, by 7.3 percent. 

* s s 


RODUCTION of 330,966 cars 

during February erased the old 
record of 327,495 set by GM in Jan- 
uary, while Pontiac, with an output 
of 49,602 last month, surpassed the 
48,517 cars produced in January. 


Oldsmobile, with a production of 
50,257, and Buick, with a February 
output of 64,117, also erased rec- 
ords established in January. Olds- 
mobile’s former record was 48,416, 
and Buick’s 62,427. 


Ford Motor Co. established a 
new one-day record Feb. 23 when 
it built Fords, Mercurys, Lin- 
colns, Ford trucks and tractors 
totaling 9,569, but the record was 

(Continued on Page 53, Col. 3) 


Top Cars 


New-car registrations for 11 
months, plus 46 states for De- 
cember: 
1954 Pos. 

1—1,392,385 

2—1,380,447 

3— 504,499 

4— 400,794 

5— 373,414 

6— 350,930 

I— 266,814 

8— 151,452 

9— 107,473 
10— 99,473 
1ll— 94,460 
12— 82,018 
13— 75,258 
14— 38,296 
15— 35,869 
16— 35,191 
1i— = 17,518 
18— 9,091 


1953 Pos. 
1,330,397— 1 
1,101L,578— 2 
Buick 450,293— 4 
Olds. 301,673— 6 
Plym. 592,758— 3 
Pontiac 3381,388— 5 
Merc. 282,189— 8 
Dodge 285,399— 7 
Cadillac 96,743—13 
Chrysler 151,305—10 
Stude. 159,238— 9 
Nash 136,058—11 
DeSoto 120,054—12 
Packard 70,477—14 
Lincoln 38,585—17 
Hudson 66,110—15 
Willys 41,999—16 
Kaiser 22,690—18 
19— 1,174 Henry J 10,667—19 

26,774 Misc. 30,339 

Total All Makes 
5,443,330 5,669,940 
Further details on Page 40. 


Make 
Chev. 
Ford 
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SAE Told of Competitive Motivation ... 


‘Dream Cars’ Protect Market 


actual application of proposed |holds the key to the “success or| 


ETROIT. — Widespread show- 

ings of “dream cars” serve 
three obvious purposes and @ 
fourth less apparent one—guaran- 
teeing the exhibitor a “design 
copyright” on popular styling inno- 
vations—according to D. C. Woods, 
of Ford central engineering. 

He spoke in a frank discussion 
before a Society of Automotive 
Engineers meeting here on “dream 
cars” and their translation into 
production models. 

Marsden Thompson of General 
Motors customer research, and J. 
W. Shank, Chrysler Corp. body 
engineer, joined Woods in a high- 
light program of the golden anni- 
versary passenger-car, body and 
materials meeting of the Society. 

“When 10 or 12 experimental 

models are gotten together by 
experienced and intelligent styl- 
ists,” the Ford representative 
said, “there can be enough iden- 
tifying features on those cars to 
cover the market for many years 
to come. 

“Thus, this design copyrighting 
makes it very difficult for the com- 
peting manufacturers to put any- 
thing on the market which hasn’t 
been done before by their com- 
petitor.” 

* * * 
OODS indicated that he was 
referring to the “dream car” 
exploitation used at GM’s Motor- 
amas. The three more evident 
functions of such showings he de- 
scribed as follows: 

1. Market research to determine 
public acceptance. 

2. “A very necessary exercise for 
the stylist,” so he can “really stim- 
ulate himself for future work on 
production cars.” 

3. Management conditioning, 
letting cautious executives see 


Purdy Piemoted 
To Chrysler Staff; 
Dodge Ups Deacon 


DETROIT.—Appointment of L. 
J. Purdy as special assistant on 
the staff of C. J. Snyder, operating 


K. ©. Deacon L. J. Purdy 


manager of Chrysler Corp., and of 
K. C. Deacon as truck general man- 
ager of Dodge was announced last 
week by L. L. Colbert, president 
of Chrysler Corp. 

Purdy, who joined Chrysler Corp. 
in 1931, has been Dodge vice-presi- 
dent since 1945 and general truck 
manager since 1951. 

Deacon formerly served on the 
general manager’s staff at Dodge 
truck as coordinator of sales, man- 
ufacturing and engineering. He 
joined Dodge in 1926 and became 
planning manager in 1942. 





Sales Gallery— 


Clem Atwater, of 
(DeSoto-Plymouth), Hollywood, Calif., shows 
Madelyn Darrow his collection of carica- 
tures depicting the firm's top retail sales- 
men, 


Atwater & Fish 











new features. 


Postwar “dream cars” from which 
later production features were bor- 


rowed, Woods recalled, included| business,” Shank told of the 


GM’s LeSabre, Chrysler’s K-310, 
Ford’s X-100 and Lincolin-Mercury’s 
X-500. The 1940 Chrysler Thunder- 


bolt and Buick “Roller Skate” and | explained, “for this is where the 
Edsel Ford’s Continental were pre- | customer literally comes most into 


war “idea” showcases, he added. 
* ok * 


HOMPSOWN stated that, in 


observing public reaction to 
“dream cars,” GM has noticed a 


high frequency of complaints | teriors, 


against impractical or non-func- 
tional features. 


Trained interviewers who sound 
out public opinion at new-car 
showings, Thompson said, report 
that average car owners have 
strong likes and dislikes. Mr. Public 


Chamberlain Out, 
Kiplinger Made 
NADA Show Boss 


WASHINGTON.—Ray E. Cham- 





berlain resigned last week as di-| Packard, said that, from initial 
rector of conventions and exhibi- | design concepts, the new Packard 
tions for NADA. His responsibilities | V-8 has 





R. E. Chamberlain W. Kiplinger 


will be taken over by Walter Kip- 
linger, former public relations di- 
rector, who has been named director 
of promotions. 

Kiplinger said that Leroy J. 
Smith would continue to handle the 
NADA exhibitions. 

Chamberlain served during the 
war years as executive vice-presi- 
dent of NADA. He entered the auto 


business in 1906 at Wilcox Motor | y 


Car Co., and at one time was a 
Packard sales executive. 


| 


| 





|ably develops his most powerful 


| 1955-model 
|signed with an eye to the future. 


| had in mind the demands of motor- 





1! 


failure of our projected design.” 


Affirming that “the driver and | 


his passengers are royalty in this 


exhaustive testing applied in the 
areas of seating and comfort. 
“We must be correct here,” he 


contact with his car. If he is like 
most of us, here is where he prob- 


and lasting impression of our 
efforts to please him. 

“He may love our beautiful ex- 
but if the illusions of 
beauty, power and grace are not 
expressed inside with equal ar- 
tistry, he’ll never be really happy 
with our car, and we can’t expect 
to number him among our friends.” 

& * « 
AE MEMBERS were informed 
that the new V-8 engines of 
autos have been de-| 


Also, engineers said, designers have 


ists for smooth and efficient opera- 
tion, and for greater power and 
fuel economy. 

W. E. Schwieder, of Studebaker- 


incorporated sufficient 
capacity to take advantage of 
expected new fuels and increased 
|compression ratios. He said the 
|engine has been given a large bore 
;and short stroke for increased 
mechanical and thermal efficiencies, 
|and adequate structural rigidity to 
maintain smoothness and durability. 

H. L. Welch, of Chrysler, re- 
ported that design objectives of 
the new Plymouth V-8 engine 
included good adaptability for 
future requirements, effortless 
smoothness and quietness at all 
speeds, accessibility and simplic- 
ity for servicing ease and low 
manufacturing costs. 

Evaluation of design characteris- 
tics recommended the V-6, in-line 
6 and V-8 engine types, but the 





significantly smoother, a require- 
ment which seems to be demanded 
increasingly by motorists, he said. 


V-8 with five main bearings was | 





Studies of factors affecting the 
ear life of automotive camshafts 


and tappets were reported by M. F. 
«Continued on Page 50, Col. 1) 


1955 


Lined Up for Speed Week F. 


Me ahage cd 


inale— 








With the rolling Atlantic Ocean for a backdrop, 60 late-model stock cars line up 
for start of 160-mile feature race of Speed Week, promoted at Daytona Beach, Fia., 


by the National Assn. of Stock Car Auto 


Racing. Starting in first row, in Chrysler 


300s, are Lee Petty and Tim Flock. Flock won the race at an average of 92.05 m.p.h., 
with Petty second. Flock qualified for pole position at over 130 m.p.h. (Story, Page 11.) 


GM Profit of $806 Million 


Second Only to 1950 


NEW YORK. — General Motors | 
earnings of nearly $806 million in | 
1954 topped any previous year ex- | 
cept 1950, Harlow H. Curtice, pres- | 
ident, and Alfred P. Sloan jr., 
chairman, said last week. 

Net sales in 1954 were within 
2 percent of the alltime record 
set in 1953, they added. Their 
annual report soon will be dis- 

tributed to GM’s 488,000 share- 

holders. 

Sales apparently would have set 
a record had it not been for a 29 
percent decline in defense business. 
As it was, sales in 1954 amounted 
to $9,823,526,291, compared with 
the record $10,027,985,482 of 1953. 

Civilian sales in 1954, in round 


|numbers, amounted to $8,453 mil- 


lion, compared with $8,090 million 
in the previous year. Defense sales, 
however, which had totaled $1,938 
million in 1953, fell back to $1,371 
million in 1954. 

Net income of $805,973,897 in 
1954 was substantially higher 
than the 1953 net of $598,119,478 





Studebaker Launches Big Sales Drive 


SOUTH BEND. — Studebaker’s 
“going places” sales campaign for 
the balance of 1955 was outlined 
here last week in a two-day meet- 
ing for divisional, zone and assist- 
ant zone managers. The maker also 





F. W. Noble 


W. A. Keller 


announced realignment of the sales 
organization. 

William A. Keller, general sales 
manager, said the overall pro- 
gram includes the largest adver- 
tising budget in the company’s 
history, stepped-up dealer finan- 
cing arrangements, intensified 
used-car merchandising, a new- 
car and truck projection program 
and a revised order-taking pro- 
cedure. 

The advertising program will 


| 


M. E. Farrell, assistant general 
sales manager; Frank W. Noble, | 
advertising manager; Lorne R. 
Moodie, director of sales promo- 
tion and training; Paul J. Hust- | 
ing, national used-car manager; | 
L. F. Van Nortwick, general | 
manager of the truck division | 
and Theodore A. Zenzinger, man- 
ager of car distribution. | 
During the conference, the of- | 
ficials previewed the spring color | 
display of seven new two-tone | 
combinations. 
Several of the officials guiding | 
the conference were acting in new | 
capacities, following appointments | 
by Keller. 


Farrell was formerly eastern 


had been with Ford Motor Co. as | 





utilize television, radio, newspapers, | 


national magazines and trade pa- 
pers, Keller said. Special campaigns 


also will include coverage in sports | 


and farm publications and in lead- | 
ing truck-user magazines, he said. | 


The used-car program, Keller 
said, is the most comprehensive in 


the company’s history. It will in- | 


clude specialized training cam-| 


paigns, new and expanded retail 
promotion plans and unprecedented 


national advertising support, he| 


said. 
Among those presenting partic- 
ular parts of the program were 


Auto Production — 186,757 cars, 
trucks in week vs. 129,672 year ago. 

Bankruptcies — 178 in week vs. 
204 year ago. 

Business Volume — 108.4 percent 
of 1935-39 index vs. 101.9 year ago. 

Department Store Sales—5 per- 
cent ahead of like week last year. 

Freight Loadings — 655,035 cars 
vs. 618,623 year ago. 

New-Car Sales—5,443,330 in lat- 
est 1954 report vs. 5,669,940 in like 
1953 period. 

New-Truck Sales — 827,603 in 
latest 1954 report vs. 926,590 in like 
1953 period. 

Oil Stocks — 259,053,000 barrels, 
a decrease of 1,872,000 in week. 





an advertising specialist. Moodie | 


previously was with the Bendix 





L. R. Moodie M. E. Farrell 


home appliances division of Avco 
Mfg. Corp. 
Husting had been with Chevro- 


| Sales manager for Packard. Noble| let, Lincoln-Mercury and other 


(Seo STUDEBAKER, Page 51, Col. 1) 


Business Barometer 


Steel Output — 90 percent of ca- 
pacity vs. 89.2 percent last week. 

Used-Car Prices — $872 average 
for March to date vs. $875 in Febru- 
ary. 

Wholesale Prices—110.3 percent 
of 1947-49 index, unchanged from 
week before. 

ee @ 


Common Stocks 

Mar. Feb. 1955 

2 23. High 
1% 14% 
69 74%, 
93% 107% 
4% 
15% 


Low 
9% 
56%, 
58%, 
1% 
10% 


Am. Motors 11% 
Chrysler 71% 
GM 95% 
Kaiser 3% $3 


ifirst time in 





S-P 12% 12% 


Average 38.80 37.80 


because GM paid no excess 
profits tax in 1954. 

The total tax provision in 1954, 
in round numbers, was $1,035 mil- 
lion, compared with $1,237 million 
in 1953. 

Net income in 1954 was 8 percent 
of sales and was equivalent to 
$9.08 per share. This compares with 
1953 figures of 6 percent and $6.71 
per share. 

Sloan and Curtice said U.S. and 
Canadian factory sales of cars and 
trucks in 1954 approximated 1953 
volume, while factory sales of ve- 
hicles produced in overseas plants 
set records. 

Income other than sales pushed 
the total gross income for 1954 
to $9,905,869,297, compared with 
$10,116,572,529 in 1953. 

This $9,906 million was dispersed 

(Continued on Page 4, Col. 5) 


Packard Calls In 
Entire Sales Force 
To Outline Plans 


DETROIT. — Packard’s factory 
and field sales representatives will 
meet here March 10-11 for a na- 
tional sales man- 
agement’ confer- 
ence. 

It will be the 


Packard’s history 
that the com- 
pany’s entire 
sales force has 
been brought to- 
gether for a 
single business 
meeting. At the oe 
two-day sessions, J. J. Nance 
to be held in the Whittier Hotel 
and the Players Theater, top Pack- 
ard factory sales executives will 
outline sales, advertising, mer- 
chandising and promotion pro- 
grams planned by Packard through 
the balance of the year. 

Packard advertising for 1955 calls 
for an increase of 25 percent over 
last year, with particular emphasis 
on newspapers and local radio and 
television to support merchandis- 
ing plans built around the torsion 
suspension system and new styling. 

James J. Nance, president of 
Studebaker - Packard Corp., will 
brief the conference on Studebaker- 
Packard’s business philosophy at 4 
closing session. 

Acting as chairman of the Pack- 
ard national sales management 
conference will be Dan O’Madigan, 
Packard division sales manager. 
Making presentations on various 
areas of Packard marketing activi- 
ties will be William E. Macke, ¢i- 
rector of merchandising; Albert ©. 
Remington, advertising manager 
for Packard and Clipper cars; 
John A. Connor, sales promoticn 
manager, and other Packard divi- 
sion marketing executives. 

In addition to discussions on 
marketing phases, the conference 
will include presentations on f- 
nancing, business management an‘ 
manpower training. 
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Dealers tell me 


By John 0. Munn 


Ww have been emphasizing the 
last few weeks that something 
will break in this trade. Something 
is going to break within the next 
18 months. What happens will de- 
pend entirely upon what organized 
dealers do in the meantime. Dealers 
must get together. They must over- 
come the influence of thousands of 
factory travelers who are talking 
with dealers every day. 


Dealers must stick together if 
they are to obtain equal oppor- 
tunity. They must stand together 
if they are to overcome the 
present factory influence that 
forces acts and methods that are 
unworthy of the high standards 
and ethics always employed in 
this wonderful industry. 

Dealers must not be liquidated or 
driven down to the depths of 
despair and disgrace and lose not 
only respect for themselves but 
what is more, the respect of the 
public. 

A change would be in the public 
interest. The dealers’ job, profit and 
future isn’t in breaking registra- 
tion records. The end product of 
the entire industry is satisfactory 


use of the product in the hands of | 
the owner. This use of the car is | 
important to our national economy. | 


Consideration of the owner is 
where the future lies for the entire 
industry. 


* * * 


New Contract Needed 


I HAVE been talking to you about 
a performance contract. It is 
the only way out. Bootlegging, 
cross-selling, phantom freight are 
the results of the present contract. 
Dealers must not disperse their 
efforts, but concentrate on one 
thing—a contract that meets the 
modern needs and it must be 
obtained, if not through negotia- 
tions, through legislation. 


Dealers don’t need legislation 
to control anything but their 
relationship with manufacturers 
and that would only require a 
two or three-paragraph bill—an 
enabling act. That is what put 
the power behind the unions. 

In a recent column I explained 
how a performance contract would 


NADA Spotlights 
Young Leaders 


WASHINGTON. — NADA has 
launched its Young Executive Pro- 
gram here and has urged dealers 
to enlist sons, sons-in-law and 
young executives in the project. 

A committee of four met with 
Frank Yarnall, president; Freder- 
ick J. Bell, executive vice-president, 
and Horace E. Henderson, associa- 
tigns coordinator, to chart plans. 

Al Norman jr., Evanston, IIL; 
Malcolm Milks, Lansing; Stewart 
Johnson and L. A. Henson, both of 
Syracuse, N. Y., are serving on the 





committee. 
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automatically eliminate bootlegging. 
In this column I want to tell how 
a performance contract would 
|make the question of territory 
security academic. 


But first, let me say that no 
dealer need worry about a perfor- 
mance contract because perfor- 
mance would not be arbitrarily set 
by the factory. The quota would 
vary each year for each dealer in 
accordance with national and local 
registrations. 

* * + 


Registrations Are Best 


EGISTRATIONS are a better 

index for performance than any 
other index. For instance, per 
capita wealth, tax duplicate, bank 
clearances — all these indexes are 
reflected in each community by 
automobile registrations. 


Registrations are a safe guide- 
post for determining potential. So 
local auto registrations, as influ- 
enced by national registrations, 
would be used in setting each 
dealer’s quota. No one wants a 
contract that would automatically 
assure profit to a dealer. Good 
management is the keystone to 
the success of any enterprise. 
But this trade is now being cru- 
cified and hundreds of millions of 
dollars of dealer capital are being 
liquidated in the battle for price- 
class leadership, which means 
|nothing to the public nor to the 
dealer. In the long run it means 
nothing to the factories, all of 
whom do such a wonderful job 
designing and building cars. 

* o* * 


A Perpetual Contract 
PERFORMANCE contract 
would be good forever as long 

as the quota was met. This means 

the dealer could sell out and 
include good will in the sales price 

—something an auto dealer has 

been deprived of since the incep- 

tion of the industry. 

He could also will it to anyone 
and the factory would have no 
rights as long as performance was 
maintained. This would eventually 
restore equality of opportunity for 
profit and respect. 

Car retailing, as a trade, would 
no longer be helpless in prevent- 
ing the loss of dignity and re- 
spect which is now forced in the 
process of selling cars at retail. 

With a performance contract 
dealers would only have credited 
to their performance quota the 
cars sold in their trading area. To 
sell outside of one’s territory would 
jeopardize one’s future. He would 
not only lose the credit against his 
quota but what he would stand to 
lose in a retroactive discount would 
be more than any profit wnholesal- 
ing cars. 

In brief, a performance contract 
would bring territory security auto- 
matically and not run counter to 
the Federal Trade Commission or 
to the Justice Department. 

Owners would get a better break. 
Dealers could finance expansion to 
better take care of owners because 
they would then have a bankable 
contract. The factories would be 
ahead in the long run because each 
territory would be worked to the 
maximum degree not only from the 
standpoint of sales but also in 
service to owners. The industry 
would develop and expand orderly. 
Dealers should act, now, on that 
contract before it is too late and 
more dealer capital is sacrified. 

* * * 


New Followup Plan 


‘FSERe has recently come to my 
attention a prospect-locating and 
followup system that is simple, 
requires a minimum of work and 
has the additional advantage of 
rewarding salesmen in a ratio com- 
mensurate with their efforts. 

It might be a good idea for you 
to investigate this plan, which 
costs little to install, by writing 
Sales Accomplishment Co., 121 
Circle Road, Syracuse 10, N. Y. 


















Dealers Explain 
Franchise Value 


To Walla Walla 


| 


Regulation 






WALLA WALLA, Wash. — The 
importance of doing business with 
franchised dealers was stressed in | 
a half-page ad in the “1955 Progress 


By Gordon Hebert 
Staff Correspondent 
NEW ORLEANS.—The Louisi- 
ana Automobile Dealers Assn. last 
week in its 18th convention heard 
speakers rap any proposed Govern- 
ment regulation of the industry. 

Senator Russell B. Long, Louisi- 

ana Democrat, speaking via a 
telephone hookup from Washing- 
ton, said he was “most reluctant 
to support any legislation regu- 
lating industry.” 

And A. G. Rude, Universal C.I.T. 
Credit vice-president, used stronger 
|language. “I’m tired of hearing so 
|many state associations adopting 
| resolutions for Government legisla- 
tion,” he said. 

The Government can’t legislate 
| you into business, but it can leg- 


a - * * * 


Edition” of the Walla Walla 
Union-Bulletin by the Walla Walla 
Automobile Dealers Assn. 

“If the dealer is right, the car 
can’t be wrong,” said the ad, an 
excellent example of dealer public | 
relations. 

Newspaper readers were re- 
minded that when a franchised 
dealer sells a new car, he also sells 
his name, his reputation and his 
local service facilities. 

“Your local automobile dealers 
hire locally — spend locally — serve 
locally .. .” the ad said. 

The ad was individually signed 
by the 13 members of the dealer 
association. 








Louisiana Dealers Elect Officers— 
From left: J. Alfred Begnaud, newly elected secretary of the Louisiana Automobile] NADA public relations director, 


Dealers Assn.; A. Dupre Vaeth, president, and Glenn Huff, vice-president. 


Boston Turnout Sets Record 
For Holiday Open Houses 


BOSTON.—Over 20,000 thronged |ton’s Birthday fete to a week long 
Automobile Row on Commonwealth | event, from Feb. 21 to 26. 

Ave. in what has now become a/ william A. Plunkett, executive 
New England tradition—an “open | vice-president of the Massachusetts 
house” on Washington’s Birthday. | aAytomobile Dealers Assn., said the 

From 8:30 a.m. to 9 p.m., long | Boston dealers all reported “great 
lines of traffic congested the | satisfaction” with the event. The 
avenue. A clear, mild day with no | association’s other 1955 officers in- 
snow brought extra thousands (clude Charles M. Maykel, Worces- 
from outlying districts. ter, president; Edward L. Wolfe, 

More than 600 autos were shown | Allison, first vice-president; Roman 
in what dealers declared was the | J. os See a nee 
biggest mass turnout in the history | Vice-President, William S. Mlitzner, 
of the event. The Washington ee ee ae Victor J. 
Birthday open house had its origin - , hs 

60 years ago when former Gov. 
Alvan T. Fuller invited his friends 
to an “open house” at his small 
bicycle shop, which has grown to 
the present Cadillac Auto Co. 

This year, the former governor | 
and his son, Peter, president and 
general manager, played hosts to} 
thousands during the open house. 
The firm this year celebrates its | 
51st year as a Cadillac distributor. 

Dealers gave orchids to lady vis- 
itors, balloons and advertising nov- 
elties to the kiddies. Disc jockeys 
greeted visitors and conducted in- 
terviews and $50 was deducted by 
some dealers from the price of any | 
ear sold during the day. 

Dealers said that interest in 
the new cars reached an alltime 
high, and reported brisk sales. 
Guest books and cards were kept 
during the day, to be converted | 
into customer lists. 

The open house idea has spread 
from Boston and suburbs to Wor- 
cester and Springfield, Mass. In 
Rhode Island this year, the Rhode 
Island Automobile Dealers Assn. | 
expanded its previous Washing- | 





Wemhoff 


headquarters ... 


Luray this week . . 


and Long Island dealers will stage 
City Hotel. 





Vehicle Inspection Endorsed . . . 


of Industry 


Ripped at La. Parley 


islate you into bankruptcy,” Rude 
stated. 

He urged the dealers to “get away 
from the $1 down sales and give- 
away programs and rely on sound 
sales policies.” Rude said dealers 
now faced an “expanding automo- 
bile market for several years.” 

Long blamed what he called over- 
production and pressure by manu- 
facturers for the major rise of 
“bootlegging.” 

“I do not know at what point, if 
any, Federal legislation can stop 
the practice, but I will continue to 
study the problem,” he said, then 
| added that he was “most reluctant” 
| to support regulatory legislation. 

None of the three resolutions 
passed by the convention sup- 
ported Government regulation. 
The LADA endorsed the Louisi- 
ana highway program; endorsed 
legislation for motor vehicle in- 
spection and supported a promo- 
tion plan to create a more favor- 
able attitude toward the high- 
way program. 

A. Dupre Vaeth (Chevrolet), Hou- 
ma, La. was elected president. 
Other officers included Glen Huff 
(DeSoto - Plymouth), Shreveport, 
La., vice-president and J. Alfred 
Begnaud (Oldsmobile), Lafayette, 
La., secretary. William J. Cleveland 





annual meeting to March 17-18 at Fairmont Hotel .. . 


(Ford), Crowley, La., was president 
in 1954. 


Promotion Kits 
For Auto Week 
Sent to 3,000 


WASHINGTON. — Supplied with 
the most extensive promotion blue- 
print in the history of auto retail 
promotions, state and local associa- 
tions affiliated with NADA com- 
menced their planning last week 
for Spotlight on Automobiles Week 
Apr. 11-16. 

The staff of Walter M. Kiplinger, 


blanketed the field in an advisory 
kit sent to 2,900 area chairmen, 378 
local associations, 72 association 
managers and every NADA direc- 
tor, state chairman, state publicity 
chairman and state public relations 
council member. 

Included in the kit were “fill-in” 
press releases, suggested feature 
stories and editorials, radio and TV 
program scripts and two speeches. 

There were bumper-strip signs, 
“local” ad proofs and mats of the 
“Spotlight” posters, all of which 
may be ordered in greater numbers 
from NADA headquarters here. 

Plans for main-street parades 
and dealership open houses, with 
mayors’ proclamations, were out- 
lined. Tieins were suggested with 
schools, department store displays, 
civic club programs and_ safety 
essay contests. 

Strongly advised was a local “au- 


‘eames queen” contest. 


On the House. . . 


President Frank Yarnall certainly hit a nail on 
the head in his first address as NADA chief, assail- 
ing “a new philosophy of business: That inventory 
is bad.” His theory that this falacious philosophy 
leads many dealers to sell without regard for profit, 
after acquiring a few days’ supply of new cars, 
appears to be well founded . . . Washington State 
association is asking cooperation of dealers in a 
confidential survey on dealer finances, taxes, etc., 
for use in restoring dealers’ public esteem .. . 


Used-car volume in February showed an in- 
crease of 3 percent over January among Chicago- 
area Ford dealers. Customer repair orders and 
| parts sales also climbed . 
|| Woolsey and other Dodge officials were plenty proud of their 1955 
truck models, shown to the press last week. And they should be 
|| ...NADA’s new Young Executive Program is off to a flying start; 
if you have a son, son-in-law or a young executive in your deal- 
|| ership who should be in this group, send his name to NADA 


. Sales Chief Bill 


Virginia association is planning another management clinic at 
. San Francisco dealer group has changed its 


Brooklyn 
annual session March 22 at Garden 


—Pete Wemuorr, Editor, 
Automotive News 
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New Monthly Record Due... 


55 Sales Boom Hits 
21,800 Daily Pace 


(Continued from Page 1) 


the U.S. Mail was safe for such an 
important document. 
e * * 
ORD’S assault on first place, 
however, has not been dulled or 
thrust aside. According to the first 
reports for January registrations, 
Ford has jumped off to an early 
lead in the 1955 race, which some 
observers expect to be even more 
gruelling than the 1954 marathon. 
With 13 states counted for Janu- 
ary, here is the first 1955 list of 
Top Cars (Henry J has been drop- 
ped from tabulations): 


1955 Pos. Make 1954 Pos. 
1—12,194 Ford 12,646— 2 
2—10,387 Chevrolet 13,159— 1 
38— 7,696 Plymouth 5,868— 3 
4— 7,543 Buick 3,676— 5 
5— 6,109 Oldsmobile 2,280— 7 
6— 5,503 Pontiac 8,854— 4 
I— 3,076 Dodge 2,010— 8 
8— 2,962 Mercury 3,561— 6 
9— 2,051 Chrysler 1,664— 9 

10— 1,925 Cadillac 599—15 
11— 1,315 DeSoto 1,117—12 
12— 995 Studebaker  1,285—10 
13— 759 Nash 1,158—11 
14— 546 Hudson 610—14 
15— 325 Lincoln 393—16 
16— 268 Packard 7196—138 
1i— 99 Willys 250—17 
18— 23 Kaiser 94—18 

246 Misc. 186 

Total All Makes 
64,017 55,206 


On the basis of these figures, 
sales were 15.96 percent greater 
than a year ago. The tempo, how- 
ever, has picked up since then and 
the margin is greater. 

Chrysler division, for example, 
last week announced that retail 
sales of Chrysler and Imperial cars 
in the second 10 days of February 
were up 51 percent over a year 
earlier. 

e* ¢ ¢@ 


ppeetanes delivered 4,612 cars in 
the period, and 9,196 cars in the 
first 20 days of February, a Chrys- 
ler spokesman said, an increase of 
50.3 percent over 1953 for the 20- 
day period of the month. 

Mercury said last week that 
sales for the second 10 days of 
February were the highest of any 
similar period in Mercury his- 
tory. Total, it said, was 8,306 new 
cars. 

Mercury sales from Jan. 1 through 
Feb. 20 exceeded 44,000 and were 
more than 2,000 higher than for 
the same period of last year, Mer- 
cury said. 

Alltime records were shattered 
in the first 20 days of February by 
General Motors, too, that maker 
said. The five divisions — Buick, 
Cadillac, Chevrolet, Oldsmobile and 
Pontiac—sold 193,217 cars in the 
20-day period, GM said, or 126.4 
percent of the previous high set in 
1950 and 137.7 percent of the same 
period of last year. 

Ford car sales during January 


and February broke all records in 
Ford car history, the division said 
last week. The previous record for 
the first two months of any years 
was set in 1924, when 203,023 units 
were sold. 

Claims of records were not con- 
fined to performances accom- 
plished. 

* * * 

25 PERCENT increase in Nash 

and Hudson unit sales for this 
fiscal year was predicted last week 
by American Motors Corp. AMC, 
which has been handicapped so far 
in the 1955 sales race by a late in- 
troduction of new models, expects 
to score later in the year. 

Dealers in all lines, generally, 
believe the outlook is good for at 
least three or more months ahead. 
Happy with the mounting sales 
curve, they none-the-less scan 
the business horizons and are 
frankly asking themselves: 
What’s causing the registration 
rush? Will sales slump during 
the last six months? 

Dealers can offer a number of 
reasons for the increasing sales. 
Among them are: 

1. Increased business activity in 
all retail lines—a general business 
expansion. 

2. Increased employment in the 
construction and manufacturing in- 
dustries. 

3. Increased population — new 
homes and new business firms. 

© + * 
PRODUCTS themselves. New 

* cars have fresh styling and ap- 
pealing new features. 

5. An early showing of new 
models — creating heavy demand 
earlier than usual. 

6. War scares and strike scares. 

7. The general nature of the auto 
business—heavy production, battles 
for position on registrations and 
increased emphasis by dealers on 
sales tactics. 

8. Provisions of the new income- 
tax law, which give businessmen a 
break if they buy new equipment 
in the first quarter of the year. 

o * * 


Actress last week continued 
heavy in the used-car arenas. 
However, according to AUTOMOTIVE 
News’ index, the overall average 
price of used cars sold at whole- 
sale auction thus far in March de- 
clined $3 to $872 from the Febru- 
ary average of $875. 

Individual gains on the index 
were: ’55s, up $33 to $2,253; °49s, 
up $19 to $289; ’50s, up $7 to $389, 
and ’51s, up $6 to $543. The price 
of ’52s remained unchanged at 
$736. 

Declines on the index were: ’48s, 
down $17 to $173; ’54s, down $34 to 
$1,561, and ’53s, down $41 to $1,032. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): ’55 to 54, $692 ($625); ’54 
to '53, $529 ($522); ’53 to ’52, $296 
($337); ’52 to ’51, $193 ($199); ’51 to 
50, $154 ($155); °50 to °49, $100 
($112), and ’49 to ’48, $116 ($80). 





Economy Champs Ready fo Defend Title— 


Drivers of the title-defending Studebaker in the Mobilgas Economy Run starting 
next Monday (March 14) are, from left, Richard Johnson, Oscar Allfie, Robert Donkin 
and Paul Shooll. Of 28 Studebakers which competed in the 11 economy runs held 
since 1936, a total of 21 finished first in their classes, 16 led the field in ton-miles 
per gallon and three were sweepstakes winners. Studebaker's sweepstakes mileage 
last year was 28.1046 miles per gallon. 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


March 2 
(Fine weather today and a very 

fast sale. Soild 121 cars out of 160 
entered.) 

BUICK—’55 RM 4-dr., $2,875* (ps). '54 
Special Riviera coupe, $1,825. '53 Su- 
per 4-dr., $1,205*. ‘52 Super 4-dr., 
$925, $830*. '51 RM 4-dr., $575*; 
Special 4-dr., $550*. '50 Super Rivi- 
era coupe, $440*; 4-dr., $405*; Spe- 
cial 4-dr., $440*, $400, $380*. '49 RM 
Riviera coupe, $300*; Super 2-dr., 
$180. 

CADILLAC—’52 (62) 4-dr., $1,775*. '51 
(62) 4-dr., $1,135*. '48 (62) 4-dr., 
$400*. 

CHEVROLET — '54 Two-ten station 
wagon, $1,460; 2-dr., $1,105. ’53 Bel 
Air Sport coupe, $1,280*; 2-dr., 2 at 
$1,055*; 4-dr., $1,015*; Two-ten sta- 
tion wagon, $1,090; 2-dr., $900, $880, 
$835; 4-dr., $870. '52 SL Deluxe 2- 
dr., $615*, £615; SL Special 2-dr., 
$415*, $350. ‘51 SL Deluxe 2-dr., 
$490. ’50 SL Deluxe Bel Air, $435; 
2-dr., $440. °49 SL Deluxe 2-dr., $385; 
Business couze, $110. '48 %-ton pick- 
up, $260. 

CHRYSLER—’52 Windsor 4-dr., $560*. 
’51 Windsor 4-dr., $400*. ‘50 Wind- 
sor t-dr., $290*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,- 
050* (ps). "52 Custom 4-dr., $635. '51 
Custom Sport coupe, $580*. ‘50 Cus- 
tom 4-dr., $385. 

DODGE—'54 Coronet (8) 4-dr., $1,475*. 
’53 Coronet (8) 4-dr., $960*, $895*, 
$810; club coupe, $915, $890*; Cor- 
onet (6) 2-dr., $865. '52 Wayfarer 4- 
dr., $525. ’48 club coupe, $165. 


FORD—’54 Custom (8) 4-dr., $1,350, 
$1,300; 2-dr., $1,220. '53 Crest (8) 
Victoria, $1,025; 4-dr., $985*; $980*; 
2-dr., $975*; Custom (8) 4-dr., $950; 
Main (8) 2-dr., $735. '52 Custom (8) 
2-dr., $625. °51 Custom (8) 2-dr., 
$540; Deluxe (6) 2-dr., $445, $390. 
’50 Deluxe (6) 2-dr., $220. '49 De- 
luxe (6) 2-dr., $115. 


HUDSON—’51 club coupe, 


LINCOLN—’51 4-dr., $500*. 
MERCURY—’54 Custom 2-dr., $1,610*. 


$500°. 


’53 Monterey club coupe, $1,245*, $1,- 
180*; 4-dr., $1,185. '52 Custom 4-dr., 
$880*; club coupe, $860; Monterey 
club coupe, $825*. °51 Custom club 

; 4-dr., $510. °49 4-dr., 


NASH—’53 Ambassador 2-dr., $965; 
Rambler 4-dr., $625; club coupe, $605. 

OLDSMOBILE—’53 (98) 4-dr., $1,585* 
(ps); (88) 4-dr., $1,450*, ’52 (88) 2- 
dr., $990*. °51 (98) Holiday, $785*; 
(88) 2-dr., $675*. 

PLYMOUTH—’54 Savoy 4-dr., $1,030, 
$1,000, $975. °53 Cambridge 4-dr., 2 
at $750. ’52 Cambridge club coupe, 
$595; 2-dr., $530. '51 Cranbrook club 
coupe, $470; 4-dr., $435, $415; Cam- 
bridge club coupe, $360, $350; 4-dr., 
$340; Concord 2-dr., $315. 50 Deluxe 
4-dr., $310, $250; club coupe, $280. 
’49 Deluxe 2-dr., $180. 

PONTIAC — ’55 Star Chief (8) Cata- 
lina, $2,625* (ps). '54 Chieftain (8) 
Catalina, $1,800*; station wagon, $1,- 
775*. ’53 Chieftain (8) conv., $1,185*; 
Chieftain (6) 2-dr., $590*. '52 Chief- 
tain (8) 4-dr., $540*. ’50 Silver Streak 
(8) 2-dr., $380; 4-dr., $330*. 

STUDEBAKER—’51 Commander coupe, 
$370*, $355, $305. 





Feb. 23 
(Sale very fast and prices were up 
$25 to $50, Sold 135 cars out of 168 
entered.) 
BUICK—’54 Super Riviera, $2,150°. ’53 
Special Riviera, $1,400°, $1,190. °52 
RM Riviera, $850°; Super 4-dr., 


$810*; Special 4-dr., $720°. '51 RM 
Riviera, $700*. '50 RM Riviera, $530*; 


$325. 
CADILLAC—’52 (62) coupe, $1,800°. 
CHEVROLET—’53 Bel Air coupe, $1,- 
220°, $1,125*; 2-dr., $1,125*, $1,115, 


Special 2-dr., 49 RM 2-dr., 


$1,055*, $1,010*%; 4-dr., $965°; Two- 
ten 4-dr., $1,075, $910, $800, $860; 
2-dr., $860; One-fifty 2-dr., $720, 
$715, $680, $670, $625. '52 SL De- 
luxe Bel Air, $830; 4-dr., $655°, $650, 
$640; 2-dr., 2 at $650; SL Special 
2-dr., $560. ’51 SL Deluxe 4-dr., 2 
at $555°, $495; 2-dr., $535, $515, 
$470; conv., $530*. °50 SL Deluxe 
2-dr., $420; club coupe, $260; SL 
Special 4-dr., $150. 

CHRYSLER—’48 NY 4-dr., $120. 

DeSOTO—’54 Powermaster club coupe, 
$1,335*. °53 Fire Dome (8) club 
coupe, $1,135*; 4-dr., $1,070°; Pow- 
ermaster 4-dr., $900°. '52 Fire Dome 
(8) 4-dr., $650°. '51 4-dr., $430. '50 
4-dr., $410. 

DODGE—’54 Royal club coupe, $2,400°*. 
’53 Coronet (8) 4-dr., $1,005*%, $960°; 
Coronet (6) club coupe, $885*. °52 
Coronet 4-dr., $645°, ‘51 Coronet 
4-dr., $475°, $450. 

FORD—’54 Custom (8) 4-dr., $1,425*; 
2-dr., $1,350°; club coupe, $1,290°; 
Main (8) 4-dr., $1,125; Main (6) 
2-dr., $995. °53 Crest (8) Victoria, 
$1,250; 2-dr., $1,025, $985°, $955, 
$910; 4-dr., $1,015*, '52 Custom (8) 
2-dr., $725; Main (8) 2-dr., $640; 
conv., $550. °51 Custom (8) 2-dr., 
$575; Deluxe (6) 2-dr., $350. °50 
Custom (8) 2-dr., $425; Custom (6) 
2-dr., $360, $235. °49 Custom (8) 
2-dr., $230. 

HUDSON—’51 club coupe, $300. 

KAISER—’52 2-dr., $360. °51 2-dr., 
$355°. 

LINCOLN—’51 4-dr., $500°. 

MERCURY—’53 Monterey club coupe, 
$1,410*, $1,365°. °52 club coupe, $975; 
4-dr., $835. ’51 club coupe, $555; 4- 
dr., $535. '50 club coupe, $475; 4-dr., 

60. 


$360. 

NASH —’'53 Rambler station wagon, 
$815, $790; 4-dr., $825. ’'52 Rambler 
2-dr., $635. 

OLDSMOBILE—’54 (88) Holiday, $2,- 
150.* ’53 (98) 4-dr., $1,610°, ’51 (88) 
4-dr., $790*; (98) Holiday, $755*. 

PACKARD — ’53 (200) 4-dr., $1,125°*. 
"49 4-dr., $180°. 

PLYMOUTH—’54 Savoy station wagon, 
$1,210; club coupe, $1,105. '53 Cran- 
brook club coupe, $720; 4-dr., $765, 
$655, $600. '52 Cranbrook club coupe, 
$580; 4-dr., $500. °51 Cranbrook, 
$590; club coupe, $415. 

PONTIAC—’55 Chieftain (8) Catalina, 
$2,675* (ps). ’53 Chieftain (8) Cata- 
lina ,$1,200*, $1,155; 2-dr., $1,125°. 
"52 Chieftain (8) Catalina, $810*; 
4-dr., $810*, $770*, $750°. °51 Silver 
Streak (8) conv., $625; 4-dr., $540*; 
2-dr., $515*. °50 Silver Streak (8) 
2-dr., $340, $260. °47 Torpedo (6) 
2-dr., $105. 

— Commander 4-dr., 

WILLYS—’50 (4) station wagon, $415. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 38, 39, 48, 49 


Charlotte Dealers Adopt 
Code for Sales and Ads 


CHARLOTTE, N. C.—A majority 
of Charlotte’s auto and truck deal- 
ers have pledged adherence to a 
set of selling and advertising 
standards. 

The program is in cooperation 
with the Better Business Bureau. 

BBB Manager Clarence Griffin 
called the program “a voluntary, 
collective effort by the local auto- 

motive industry to protect the 
best interests of its customers. 

We commend the subscribing 
dealers’ efforts to insure the rela- 
tively high character of automo- 
tive selling in Charlotte.” 

The comprehensive standards in- 
clude requirements that used-car 
dealers not imply a factory war- 
ranty on current model cars; that 
superlatives such as “World’s Best 
Deals” not be used; that finance 
charges be separately stated on a 
purchaser's bill of sale, and that 
advertisements and sales tactics be 
free of any misleading device, such 
as “would-you-take” cards left on 
owners’ windshields. 


Subscribing franchised dealers 
include Atkinson Motors, City 
Chevrolet, Daniels Motor, Lee A. 
Folger, Gathings Motors, Hearn 
Motor, Hoppe Motors, Langston 
Motors, Pyramid Motor, Schwam 
Motors, Thomas Cadillac-Oldsmo- 
bile, Young Motors and Frank 
Woods. 


Used-car dealers include A & P 








Motor, Auto Brokers, Ballentine 
Motors, Brown's, C. T. Byrd, D&S 
Motors, Ollie Deaton, Walter Ed- 
wards, Andy Foppe, Frank Grubb, 
Queen City Motors and E. M. Staf- 
ford. 

Truck dealers include General 
Truck, Reo Motors and Stockton 
Motors. 





German Runabout— 


This light car is being offered by Willy 
Messerschmitt, famed German aeronauti- 
cal designer. Called the Cruisette, it will 
be distributed in the U.S. by Craighead- 
Koontz, Inc., South Bend. The car will 
cost “far less than $1,000," and is said 
to give 100 miles per gallon. 





—_— 





$806 Million Net 
2nd High for GYi 


°50 Profit, °53 Sales 
Only Higher Marks 


(Continued from Page 2) 


as follows: 51 percent or $5,061 
million was paid to suppliers; 28 
percent or $2,771 million went to 
employes (including an estimated 
$75 million set aside for bonuses); 
10% percent or $1,035 million went 
for Federal, state and local taxes; 
2% percent or $233 million was set 
aside for depreciation; 4% percent 
or $449 million was distributed to 
shareholders, and 3% percent or 
$357 million was retained in the 
business. 

The accounts of Vauxhall Motors, 
Ltd. (Great Britain), and Adam 
Opel, A. G. (West Germany), for- 
merly treated as. nonconsolidated 
subsidiaries, were included in the 
consolidated financial statement for 
the first time in 1954, thus increas- 
ing net sales by $225 million. 

Unremitted earnings for 1954 of 
these two operations, as well as 
those of certain consolidated foreign 
operations previously excluded 
from net income, were included in 
1954 consolidated net income in the 
amount of approximately $27 mil- 
lion. 

Net income in 1953 was in- 
creased by about $15 million by 
the inclusion of General Motors- 
Holden’s Ltd.’s (Australia) unre- 
mitted profits earned in the years 
1940 through 1952. 


The report said factory sales of 
cars by the U. S. automobile indus- 
try for 1954 exceeded 5,500,000 units 
—only 9 percent under 1953 and the 
third largest volume in automobile 
history. 

GM, Curtice and Sloan admitted, 

did relatively better than the indus- 
try. Sales of cars from its U. S. 
plants of 2,884,027 units were 3 per- 
cent above 1953 and the second 
largest passenger car volume in GM 
history. They were only 5 percent 
below the alltime record volume in 
1950. 

The total truck market declined 
about 14 percent from the 1953 level. 

GM sales of trucks from its U. S. ’ 
factories dropped by the same per- 
centage, the report said. 

GM factory sales of car and 
truck units from all its manu- 
facturing sources in 1954 totaled 
3,799,628, a small increase over 
1953. Sales of vehicles produced 
in GM overseas manufacturing 
plants in 1954 reached a new high 
of 349,364 units, 32 percent above 
the record set in 1953. 

“The market abroad has shown 
remarkable growth in the past few 
years and offers a promising poten- 
tial,” the report commented. 

Automotive products accounted 
for 90 percent of GM commercial 
business in 1954. 

Defense production declined to 14 
percent of GM’s total sales during 
1954 as against 19 percent in 1953 
and 1952. Net unfilled defense or- 
ders, which amounted to $2.2 bil- 
lion at the end of 1953, totaled $1.1 
billion at the end of 1954. 

Net working capital increased 
$114 million during 1954. GM re- 
ceived $298.5 million on Jan. 5, 

1954, from the sale of its issue of 
debentures. In addition, $357 mil- 
lion of earnings were retained 
for investment in the business 
during 1954. 

Expenditures for plant and tools 
during 1954, however, exceeded ac- 
cruals for depreciation and amorti- 
zation by $574 million. To help meet 
increased plant and working capital 
requirements, General Motors in 
February, 1955, made an offer of 
4,380,683 newly-issued common 
shares to shareholders to raise in 
the area of $325 million. 

Other facts brought out by the 
report: 

GM does business with more than 
21,000 prime suppliers—more than 
at any other time in its history, 
whether peacetime or wartime. 

Some 20,000 GM engineers, metal- 
lurgists, chemists, physicists and 
other technicians are assigned to 
engineering, design and research. 

The Technical Center, started in 
1949 in suburban Detroit, is now 
nearing completion. Before the end 
of 1955 all of GM’s central engi- 
neering, research, styling and proc- 
ess development staffs will be 
housed there. 
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AUTO-LITE 
SALUTES FIRST PLACE WINNERS 


IN THE ANNUAL NATIONAL SPEED TRIAL CHAMPIONSHIP 
OVER THE MEASURED MILE AT DAYTONA BEACH, FLA. 


Chrysler - First Place, Class IV 





De Soto - First Place, Class Ill 


Plymouth -First Place, Class Il 


(Class I—No Entries) 


+All Three Were Auto-Lite Equipped! « 


In the annual NASCAR-Sponsored Auto-Lite Spark Plugs were used in establishing 


races held February 22 at Daytona 
Beach, Florida, all three of the 
winning cars were equipped with 
Auto-Lite Spark Plugs, Batteries 
and Electrical Systems. 


These races are limited to strictly 
stock cars, with no modifications 
- permitted under NASCAR rules. 


EQUIPPED WITH 


these 196 AAA Stock Records 


All Closed Stock Car Records up to 48 hours. 
All Open Stock Car Records up to 96 hours. 


All Acceleration Records from Standing Start to 10 Miles. 
Stephens Trophy for 24-Hour Continuous Run at Indianapolis. 


All 196 of the above AAA official stock records are held by cars equipped 
with Auto-Lite Ignition Engineered Spark Plugs . . . the spark plugs specified 
as original equipment on many leading makes of our finest cars, trucks 
and tractors. 








SPARK PLUGS 
BATTERIES 


AND 


ELECTRICAL SYSTEMS 
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CBS oes 


Africa--Few Cars, Big Demand 


Enrror’s Note: This is the third 
of a series of reports on automo- 
tive markets around the world 
by Mrs. George M. Slocum, chair- 
man of the board of AUTOMOTIVE 
News, who is on a world tour: 

* * + 


By Mrs. George M. Slocum 


APE TOWN, South Africa.—If | 

truckers and dealers in the 
U.S. think they have troubles, they 
ought to pay a brief visit to the 
Union of South Africa, which is 
caught in a fairly complete web of | 
government controls. 

Truckers, particularly, should 
be glad they don’t have to try 
to do business here. 

I know that competition with 
railroads is stiff in the U.S., but 
the situation is worse here because 
there is no competition at all. 

Does that sound odd? Well, there | 
is no competition here for the 


does not permit it, automotive 
sources tell me. 
* + * 

= government owns the rail- 

ways, and to make sure that 
the rails get all the business pos- 
sible, the government simply for- 
bids trucks to haul goods (except 
milk and furniture) outside a 
radius of 35 miles of the major 
towns. 

New-car dealers should be just 
as happy that they aren’t trying 
to do business in this dominion 
of the British Commonwealth. 
Government restrictions and red 
tape surround, hamper and tie up 
even the simplest transactions, 
and the government strictly lim- 


its the number of new vehicles | 


that can be sold, I learned. 
Some of the American dealers 


who are inclined to support gov-| 


ernment aid in clearing up dealer 
difficulties at home should see what 
has happened here, where the gov- 
ernment’s finger is in nearly every 
pie. 





simple reason that the government 


Actually, the new-car market 


It’s always 


@ An open-vision Pittsburgh Store Front 
turns your entire showroom into one big 
showcase that puts your automobiles and 
accessories right out where the passer-by 
can see them. Such a display stimulates 
the public’s desire for the products shown 
. .. often brings the “looker” inside. Even 


after closing time, the open-visi 
‘room keeps on winning custome 
fluencing future purchases. 


Store Fronts 
and Interiors 
by Pittsburgh 


PAINTS 


eae oy 


IN CANADA: 


on show- 
rs and in- 


TN 
store 


GLASS + CHEMICALS - 


UR GH 





In the eye-catching showroom good use 
was made of several Pittsburgh Store 
Front Products. The unusual tilted front 
is Pittsburgh Polished Plate Glass and 
Twindow insulating units, set in sturdy, 
lustrous Pittco Store Front Metal. The en- 
tranceway features two Tubelite Doors. 

The pulling power of open-vision store 
fronts has been proved—with increased 
sales—by merchants all over the country. 


BRUSHES 


ries. & 


CANADIAN PITTSBURGH 


here seems to be somewhat simi- 
lar to that which characterized the 
U. S. in 1946. Remember that situ- 
ation?« 


* * 


— of government con- 

trols, there aren’t enough new 
cars to go around, so the demand 
is excellent and the sales outlook 
—for the limited number of cars 
available—is bright. 


* 


The market for trucks is | 
| slightly different — because of 


government limitations on their 
use and because import licenses 
have been issued more freely for 
commercial vehicles. 


The general economy of the 
towns—particularly the large ones 
which I visited, first Cape Town 
and then Durban—appears to be 
largely dependent on automotive 
transport. 


In the smaller towns, there is 
relatively little transport within the 


om 


Rodway, Ltd. ; 


| settlements and, of course, intercity 
transport is limited to railroads. 
x * + 
ASseeeete transport also is 
localized because of the great 
distances involved. Except for 





...With a Pittsburgh 
Open-Vision Store Front! 


Architects: Herman L. Feer & William E. Nast, Boston, Mass. 


Pittsburgh Plate Glass Company 


Room 5184, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


Without obligation on my part, please send me a FREE copy of your 
modernization booklet, ‘How To Give Your Store The Look That 


Sells.” 


PLASTICS FIBER 


ee ee 


INDUSTRIES 


Why not find out how some of these other 
merchants have used Pittsburgh Store 
Fronts to good advantage in their busi- 
ness ... and also get complete information 
on Pittsburgh Store Front Products? 

It’s easy . . . just send for a free copy of 
our illustrated booklet “How To Give 
Your Store The Look That Sells.” There is 
no obligation, of course. Just fill in and 
mail the convenient coupon. 


| 


GLASS 


COMPAN Y 


LIMITED 


| South African Version of Detroit— 

Assembly plant for Chrysler, Nuffield and Standard vehicles covers five-acre site 
near Durban, capital of Natal, an east-cost province of South Africa. Motor Assemblies, 
Ltd., is capable of producing 10,000 units per year. It is partly owned by McCarthy 


| Johannesburg (locally termed, with 
affection, Jo-burg) and Pretoria, 
the larger towns are more than 500 
miles apart. Even the smaller 
towns are separated by 25 to 30 
|miles, and I’m told it can get 
| pretty wild in between. 
| It’s too bad there isn’t more 
intercity travel, since the high- 
| ways that I have seen here ap- 
pear to be among the best any- 

where. There is, for example, a 

very beautiful road which thrusts 
through the mountains outside 

Cape Town and leads to “Jo- 
burg.” 

I’ve talked to several dealers and 
distributors in Cape Town and 
Durban, and their showrooms are 
much like the ones back home. One 
difference I noted is that many 
dealers handle a wide selection of 
makes. I suppose this may partly 
be necessitated by restrictions on 
sales volume. 

In Durban, for example, Mc- 
Carthy Rodway, Ltd. handles 
Dodge, Packard, White, MG, Riley, 
Wolseley, Morris and Dennis. This 
distributor also has an interest in 
Motor Assemblies, Ltd., which is 
an assembly plant with an annual 
capacity of 10,000 units per year. 

* * * 


7 GET back to the dealers, they 
say that full freedom in sales 
would do much to bolster the 
economy of their area. J. B. Mc- 
Carthy, of Durban, told me imports 
would have to be increased at least 
50 percent, just to fill orders now 
on the books. 

Despite this, I see a great 
many cars in relation to the pop- 
ulation. Cape Town has a popu- 
lation of about 453,000, and all 
South Africa has only about 12,- 
600,000 residents, of which 10 
million are non-white. 

So you see, all South Africa has 
only twice as many residents as 
does Michigan, alone. 

Dealers here find that obsoles- 
cence plays but a small part in 
the new-car market. Cars in South 
Africa, as a rule, are driven until 
they fall apart, and the average 
age of the car population exceeds 


10 years. 


* * * 


CFS again, if government re- 
strictions were lifted, dealers 
would doubtless change this situa- 
tion. In advertising, for instance, 
newspapers, radio, magazines and 
direct mail were used extensively 
in competitive times. Now, there is 
little advertising because, as one 
dealer said, “it only embarrasses 
our position.” 

Used cars do not loom large in 
South African dealer operations 
at present. For one thing, I was 
told at Carson & Co., Cape Town, 
there is almost never a tradein 
because the new-car buyer can 
make more money disposing of 
his old car privately. Used cars 
are in great demand and carry 
high price tags. 

In competitive times, however, 
the used-car situation was de- 
scribed in terms that had a famil- 
jar ring. A Durban dealer said: 
“Only successful used-car operators 
can be successful new-car dealers.” 

Where have I heard that before? 





Butte Motor Burns 


BUTTE, Mont.—(UTPS)—A fire 
of undetermined origin that swept 
Butte Motor Co. (Ford) last week 
destroyed six new cars and a new 
tractor. The blaze also damaged 
five used cars and two trucks. 
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STEP 
FORWARD 
WITH 
PLYMOUTH! 





site 


Plymouth’s new Customer Relations Forum 
increases over-all dealer 


business almost automatically ! 


Take all your departments, Mr. Plymouth Dealer—new car, 
used car, service, parts— get them working together 
through this new Customer Relations Forum, and you'll 
increase traffic, sales and profits in each department. 


That’s what makes the Plymouth Customer Relations Forum 
the sales news of the year! 





Your Customer Relations Forum is composed of people— 
your people, helping each other. It puts everyone in 
your dealership on the selling team—in the interest 
of selling all the products and services you have for sale! 


ley 


- For details of how to put the Plymouth Customer 


Relations Forum to work for you—in your dealership— 
discuss this common-sense plan with your 


" Plymouth District Manager today ... and Step FORWARD WITH PLYMouTH! 
. 


Easiest car to sell... best car to buy 


PLYMOUTH 
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News to Note... 


Auto World in Brief | 
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ANDERSON, Ind. — Plans for 
construction of a plant in Olathe, 
Kans., have been announced by the 
Delco-Remy division of General 
Motors. It will be the fourth bat- 
tery plant of Delco. 


Batteries produced in Olathe will | 


supply the Buick - Oldsmobile - 
Pontiac assembly plants in Kansas 


City and Arlington, Tex., as well as | 


the Chevrolet plant in Kansas City. 
* * x 


Chrysler to Expand 


PowerFlite Capacity 

DETROIT. — Chrysler Corp. 
has announced plans to build a 
new automatic transmission 
manufacturing plant this year 
near Kokomo, Ind. It virtually 
will double the company’s ca- 
pacity for producing Power-Flite 
transmissions. 

L. L. Colbert, president, said 
customer demand for PowerFlite 


was so great the firm had to ex- 
pand to keep pace. About 3,500 
will be employed in the new plant 
with a potential payroll of $15,- 
000,000. 


* * * 


Aid for Handicapped 





NEW YORK.—A 32-page booklet 
published by the National Assn. of | 
Manufacturers urgés elimination of | 
barriers to the employment of | 
| handicapped persons and describes | 
| procedures to fit them into jobs | 
which they can do well. Copies are | 
| available at 50 cents each, from the 
association, 2 E. Forty-eighth St. | 
New York 17, N.Y. 


* * 


Battery Makers to Meet 


In Las Vegas Apr. 26-28 


AKRON.—The Assn. of American 
Battery Manufacturers will hold its 


* 





annual meeting Apr. 26-28 at the 


Sands and Flamingo Hotels in Las 
Vegas, N. M., according to Walton 
R. Smith, president. 


Earle C. Anthony Ups 


Johnson and Oster 


L. H. Johnson, formerly retail 
sales manager of Earle C. An- 
thony, Inc., Packard distributor- 
ship, has been appointed whole- 
sale sales manager for northern 
California. 

At the same time it was an- 


* 


| nounced that A. William Oster, 


Los Angeles resident manager, 
has been promoted to general 
sales manager for California. 

* * * 


GM Analyst to Governor 

CONCORD, N. H. —- (UTPS) — 
Lane Dwinell, New Hampshire’s 
new governor, served as a finan- 
cial analyst for General Motors 
from 1929 to 1936. He later became 
a sportswear manufacturer. 

- * * 


S. D. License Progress 


DEADWOOD, S. D.— Lawrence 
County Treasurer Milton Williams 


|has reported that the county is- 


sued 9,199 driver’s licenses in 1954. 
This was close to the State esti- 
mate of 10,000 licenses. Last year 











38th Anniversary— 


March marks the 38th anniversary of 
Kaiser Bros. Oldsmobile, Los Angeles. Cut- 
ting the cake are (from left), Robert E. 
Auth; assistant general manager; Arthur 
Cartwright, general manager, and Harold 
Kaiser, co-founder of the firm. 


was the first that South Dakota 
had a law requiring a driver’s 
license. One of the oldest drivers 
licensed was 81-year-old William 
Rickert. 


Pennington County licensed 


Discover todays BIG_PROFIT 


in brake fluid service with... 


New DU PONT No.7 
BRAKE FLUID KIT! 


N° 7 BRAKE FLUID 
DISPENSER 


Filler tube \ 


¢ Dispenser 


© Shut-off clamp 2 


. 


@ Bleeder plug 
connection 


& 
BLEEDER 


MAN 


ee. 


ONE-MAN OPERATION. You can now fill master cyl- 
inders and bleed brakes faster—easier than ever before! 
It does the TWO jobs . . . but at only a fraction of the cost 
of expensive brake bleeders. It’s portable, no air connec- 
tion needed . . . no aeration or fluid contamination possible. 
Patented 4-way bleeder plug fits most master cylinders. 
Turn out more profitable brake jobs per day. Ask your 


wholesaler today. 


PLUS = 200 Customer Mailers 
1 Wall Chart——lilustrating Effect of Substandard Fluid [ie 
é 
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1 Window Poster 


Fluid. Get your kit today! 


ASSORTMENT “A” 


SPECIAL INTRODUCTORY OFFER 
ASSORTMENT “B” 


SPECIAL INTRODUCTORY OFFER 


DU PONT NC“7” PRODUCTS 


FROM CHEMICAL RESEARCH ... FOR EASIER CAR CARE 


Ea Rome 
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SPECIAL OFFER! 


2—Galions Du Pont No.‘‘7"’ Heavy Duty Fluid. .$8.40 
1—Dispenser-Bleeder, incl. Pressure Tank . 
Regular Dealer Price. .$20.35 | 


1—5-Galion Du Pont No.‘'7"’ Heavy Duty Fluid. $20.00 
1—Dispenser-Bleeder, incl. Pressure Tank 
Regular Dealer Price. $31.95 


Your customer's life is constantly at the mercy of de- 
pendable brakes. Yet a recent survey found over 70% 
of all cars in need of brake fluid. And 44% of brake 
fluids sold were below S.A.E. standards! 

To help you meet today’s big need for dependable 
brake fluid service, Du Pont makes this special offer 
of an amazing new one-man-operation dispenser- 
bleeder, your choice of Du Pont Brake Fluids, and 
business-getting mailers, stickers, posters—everything 
you need to build up a profitable brake fluid service. 

The customers are already on your drive—and they’ll 
be repeaters. Brake Fluid requires annual flushing and 
refilling, plus regular checking. It’s a cinch to sell de- 
pendable stopping power with Du Pont No. “7” Brake 





11.95 


$13.35 


11.95 
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BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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No T"rusade for Brake Safety... by ading Brake Fluid Servic 
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James Kibbens to drive, yet he 





13 
totally blind. On one occasio. 
Kibbens drove his car around the 
block, brought it back and parked 
it in his own garage. 

x 


Lima Electric Expands 


LIMA, O.—Lima Electric Mo- 
tor Co. is expanding its produc 
tion facilities, according to H. E 
Reeder, president. The company’s 
major products are industria! 
electric motors, selective speec 
machine tool drives and speed 
reducers. 


Goodrich-Gulf to Buy 


PITTSBURGH. — Goodrich-Guilf 
Chemicals, Inc., successful bidder 
for the Port Neches (Tex.) syn- 
thetic rubber plant has announced 
agreement to purchase its pro-rata 
share of GR-S rubber stocks on 
hand April 30, 1955, from the Fed- 
eral Facilities Corp. It will be of- 
fered for resale at the acquired 


price. 


* * * 


Farina Honored 

LONDON.—Pinin Farina, styling 
consultant to American Motors 
Corp., has been invited to become 
a member of the select Royal So- 
ciety of Arts of London in the ca- 
pacity of “royal designer for indus- 
try.” Only 10 other non - British 
artists have been so honored. 

~ + 


Alas, Come and Get It 
SWEETWATER, Tex. — A note, 
;found in an abandoned car here, 
| read: 

“This car is the property of the 
Anglo California National Bank, 
1731 Chester Ave., Bakersfield, Calif. 
Please notify them to come after it. 
|\I can’t bring it back. Out of 
| money.” 


* * * 


| Wolverine Tube Adds Depot 


| MIAMI, Fla.—A new mill depot 
has been opened here by Wolver- 
|ine Tube, a division of Calumet & 
Hecla, Inc. The depot will stock 
| Wolverine seamless nonferrous 
| copper water tube, automotive tube 
| and refrigeration tube and will in- 
| crease speed of shipment to cus- 
| tomers in the southeast. 
* + . 

| Signal-Stat Aids Students 

BROOKLYN. — Signal-Stat Corp. 
| has established an annual scholar- 
| ship at the William Hood Dunwoody 
Industrial Institute, Minneapolis. 
The scholarship reimburses the 
school for a large part of the cost 


of training one student for a school 
year. 


= * e 
$100,000 Fire at Gardner 
ITASCA, Tex. — Fire has de- 
stroyed the building of Gardner 
Truck & Tractor Co. here, with a 
loss estimated at $100,000. 
* = s 


Canada Executives Prosper 


NEW YORK.—Salaries of execu- 
tives of Canadian companies aver- 
aged 6.6 percent higher in 1953 than 
in 1952, according to a survey by 
the American Management Assn. 
In the same year three out of five 
Canadian executives received 
bonuses averaging more than one- 
third of their salaries. 

7 . 





” 

Supersite Appoints Reps 

NEW YORK.—Supersite Corp., 
manufacturers of automotive mir- 
rors and safety devices, has ap- 
pointed Phil Meyers Co., Toledo, 
and Sid H. Rubin, New York, as 
representatives. 

* 


a & 
More Storage Space 
WELLSTON, O. — “How to 
Double Your Warehouse Capacity” 
is the title of a new 16-page bro- 
chure just released by Frick-Gal- 
lagher Mfg. Co. here. Catalog is 
No. 700. 
+ * * 


Creative Selling Course 


SCRANTON, Pa.—A new course, 
“Creative Salesmanship,” has been 
developed by International Corre- 
spondence Schools, Scranton, ac- 
cording to John C. Villaume, dean 
of the ICS faculty. The course is 
designed for those actually en- 
gaged in selling and those just be- 
ginning careers in salesmanship. 

+ * * 


Lunn Acquires Ueber 
NEW YORK. — Ueber Tool & 
Mfg. Co., Detroit, hag been ac 
quired by Lunn Laminates, Inc. 
The purchase of this modern facil- 
ity marks the entry of Lunn into 
the tool and die industry as « 

(Continued on Page 51, Col. 2) 
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TIMKEN 


There are Man ° 
Bearings the things about Ax] 
Owner should that every automobile 





First in the Post 


Broken axles and “runaway” wheels were everyday 
hazards back in 1912, when the first roller-bearing 
ad (right) appeared in The Saturday Evening Post. 
Since then, automotive engineers have solved many 
early-day problems. And every step of the way, the 
Post has been chosen first place to spread the news, 
pointing the way toward the dealer’s showroom, 
where he makes the sale. It has proved itself so suc- 
cessful in doing this job that today, as in the past, 
when it comes to automotive advertising... 


The Post is first oan 
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THE AUTO ILLUSTRATED IS A 1905 LOZIER. FOR A REPRINT OF THIS DRAWING SUITABLE FOR FRAMING, 
WRITE TO HAMILTON COCHRAN, AUTOMOTIVE MANAGER, THE SATURDAY EVENING POST, PHILA., PA 
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Called Cure for Lagging Profits... 


AMC Dealers Hail Output Bonus | 


(Continued from Page 1) 
Nash and Hudson dealers, is prob- 
ably the frankest admission yet by 
a factory of the importance of a 
dealer organization to an auto 
manufacturer’s welfare. 


The plan is obviously a prime 
AMC tool for retaining its present 
dealers and acquiring new dealers. 

+ . * 


— plan for a Nash dealer 
works in this fashion: 

At the end of the model year, 
each dealer will receive an In- 
vestment Fund bonus of $50 for 
each Statesman or Ambassador 
he receives of the first 12,500 55 
Statesmen and Ambassadors 
manufactured. 

When the factory makes 12,501 
of these cars and until 25,000 are 
made, every dealer will receive $60 
bonus per car for each unit in this 

group he accepts. 

In a similar fashion, the bonuses 
keep climbing—to $75 per car in the 
25,001-37,500 category; to $90 in the 
37,501 - 50,000 category; to $110 in 
the 50,001-62,500 category, and to 
$130 for 62,501 and above. 

The same bonuses and produc- 
tion categories apply to Hudson 
dealers as they take delivery on 
Hornets and Wasps. 

The Investment Fund bonus for 
the Rambler is identical for Hud- 
son and Nash dealers. Also, the 
production quota is based on the 
combined Rambler production ac- 
cepted by dealers in both lines. In 
other words, a Rambler sold by a 
Hudson dealer could benefit a Nash 
dealer and vice versa. 

The Rambler Investment Fund 
bonus is as follows: A $30 bonus 
per car for every unit manufac- 
tured up to 25,000, $40 per unit 
for 25,001 to 50,000, $55 for 50,001 
to 75,000, $75 for 75,001 to 100,000 
and $100 for 100,000 and above. 

In addition, Nash and Hudson 
dealers will receive their regular 
retroactive bonuses. These amount 
to $20 per unit for a Nash dealer 
and $17.50 for a Hudson dealer on 
the Rambler and $30 for a Hudson 
dealer on the Wasps and Hornets. 

Obviously, the AMC plan is a 
frank admission that the auto in- 
dustry ‘is a volume industry. By 
its terms, dealers are given incen- 


tives to help the factory raise its | 


volume. 
od - 


* 
SOMEWHAT curious out- 
growth of the plan is that the 
dealers appear to be strongly be- 
hind the factory’s drive to enlarge 
its dealer organization. 

In a series of meetings, some 
already held and some yet to be 
held, Roy Abernethy, Nash’s new 
sales vice-president, and N. K. 
VanDerzee, Hudson’s vice-presi- 
dent, have outlined the volume 
bonus plan. 

Factory officials have told the 
dealers that they will keep them 
quickly informed as the factory 
passes from production category to 
production category. 

The plan may put considerable 
pressure on the manufacturing de- 


partments at AMC. Dealers are al- |. 


ready mildly protesting that they 
are not getting cars fast enough. 

However, generally, the dealers 
felt that the AMC manufacturing 
departments had done a miraculous 
job thus far, in view of the tre- 
mendous problems which had to be 
surmounted. 

: * * * 
ue factory reports that the 
plan has these objectives: 

1. To encourage dealers to seek 
profitable higher volume sales. 

2. To build working capital which 
dealers will leave in their business 
in order to seek additional volume 
sales next year. 

3. To strengthen dealers finan- 
cially so that financing institutions 
encourage them to stock a. com- 
plete line of cars, to increase their 
retail business and to provide fi- 
nancing institutions more retail 
paper. 

4. To encourage lenders to 
grant capital loans to established 
dealers, using part of the Dealer 
Volume Investment Fund reserve 
as added security, when neces- 
sary. 

5. To make the Nash and Hudson 
franchises the best in the industry, 
thereby attracting more and better 
dealers to further increase Nash 





and Hudson percentage of sales. 

Dealers expressed these rather 
mild criticisms of the plan: 

1. Some of the dealers are bound 
to start giving away their $130 
bonuses to the customers early in 
the model year, while they are still 
in the $50-bonus category. 

2. The 1955 model run will be so 
short that it will be almost impos- 
sible to reach the higher produc- 
tion categories. These dealers com- 
mented that it’s going to be March 
before there is any substantial pro- 
duction and predicted that the 
1956s will be out earlier than ever 

—probably in September or Octo- 
ber. 

8. By having the same produc- 
tion categories for the Ambassa- 
dor and Statesmen as for the 
Hornet and Wasp, the Hudson 
dealers will suffer because in 1954 
the Nash production was more 
than twice that of Hudson. How- 
ever, in 1954 the Nash figure in- 
cluded Rambler production and 
it won’t in 1955. 


very favorable attention. We're get- 
ting some people in here we don’t 
normally see.” 


deal because it starts from car No. 
4. The plan will definitely favor | 1 and the little dealer gets as much 


the dealer who takes it easy at the 
start of the model year and makes | 
a big push at the end of the year. 
cd + * 
UESTIONED about the real | 
value of the Investment Fund | 
plan, a Nash dealer declared, “It’s | 
a positively fabulous offer. It’s one | 
of the best, most far-reaching steps | 
taken by a manufacturer, in a long, | 
long time. 
“They recognize that without a | 
good dealer organization they’re 
lost. In the other lines, those four | 
sales races (Ford-Chevrolet, Bui- | 
ick-Plymouth, Oldsmobile-Pontiac 
and Mercury-Dodge) are really 
costing the dealers money, with 
the factories being the only real 
winners. 
“Our 1955 line is attracting some 





Said a Hudson dealer, “I like the 
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Guaranteed beauty protection 


for cars of 
every make and model 


Automobile dealers and owners alike will be amazed and 
thrilled with the long-lasting brilliance obtained with 
Super Liquid Glaze—greatest advance in car appearance 


treatments in the last decade. 


Super Liquid Glaze is vastly superior to waxes and polishes 
primarily because of Glasite—an exclusive ingredient de- 


veloped secretly by our Research Chemists. 


Super Liquid Glaze lays down a glass-hard coating of 
protective beauty which lasts for months and months and 
months. In fact, actual tests show it to be more lustrous 


after each repeated washing. 


What’s more, Super Liquid Glaze stands up under tough- 
est weather and road conditions. Dust, dirt and grit do not 
mar its beauty. Even road scum and salt spray do not 


impair its glass-like lustre. 
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GLAZE 





Automotive News Sets 
Apr. 25 for ’55 Almanac 


DETROIT. — Automotive News 
announced this week that its 
annual Almanac will be published 
Apr. 25. 


This 260-page edition contains 
complete registration and pro- 
duction figures on cars and 
trucks, plus many other statistics 
on the automotive industry. In 
addition, there will be photo- 
graphs and biographical sketches 
of industry leaders, complete 
product and personnel listings of 


| more than 2,000 automotive con- 


cerns and a product index. The 


| Almanac also includes the com- 
| plete sales standing of all cars 


and trucks for 1954. 

Copies will be available from 
Automotive News, 2666 Penobscot 
bldg., Detroit 26, Mich. Price, 
$2.50 per copy. 





as the big operator. All we got to 
do now is sell. 
“However, our sales have really 


been hurt by the dribbling supply 
and the dragging introduction. 


Another Hudson dealer said, 











































Naturally, for best results, Super 


Liquid Glaze must be applied to a thoroughly 
clean car. Brand new cars need only to be washed 
before Super Liquid Glaze is applied. The Super 

Liquid Cleaner is for cars having mild cases of oxidation 
and road scum. The Super Paste Cleaner is for cars which 
have been subject to oxidation or road scum to a greater degree. 





“It’s the best thing we’ve ever 
had. And it’s a much better deal 
than the regular retroactive dis- 
count. If a guy gets any kind of 
volume at all, he’s going to be 
sitting pretty by the end of the 
year. We’re going to be in good 
shape if we merely sell as well 
as Wwe did last year, and I’m fig- 
uring on at least twice the busi- 
ness. 





Expressing a note of caution, a 
Nash dealer asserted, “Sure, it’s a 
wonderful deal. But I just hope that 
not too many dealers give it a!l 
away right from the start. I hope 





iT’ 


they'll show some restrain and con- 
centrate on making a profit on their 
month-to-month sales, then we’! 
all have a beautiful cushion at the 
end of the year. 
+ * * 

NOTHER dealer declared, “I’m 

crazy about this plan. It’s a 
real incentive, and there’s nothing 
more important than incentive in a 
business like this. 

“If the dealers stay on the ball 
and do a good job during the year, 
they’re going to have a nice check 
to warm up themselves at Christ- 
mas time. 


FOR "'DO-IT-YOURSELF”’ SALES, TOO! 
_ Super Liquid Glaze and Super Liquid Cleaner are also available in 
retail containers—the glaze in an easy to use Aerosol bomb, and the 
cleaner in a non-spillable, non-breakable plastic bottle. 
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Hint of Flat Rejection? ... 


GM Takes Mild Slap 


At Guaranteed Wage 


(Continued from Page 1) 


poration would oppose the union’s 
wage proposal. 
* * * 


‘M TOLD of “outstanding prog- 

ress” that had been made over 
the years in its efforts to stabilize 
employment. 

The company said: 

“Public discussion of various 
types of so-called wage-guarantee 
plans have tended to obscure 
progress already made in stabiliz- 
ing employment and also have 
tended to divert attention from 
the fact that there are already 
in existence employer - financed 
unemployment compensation sys- 
tems regulated and administered 
by state governments.” 

*s * «* 


HE Bureau of Labor Statistics 
announced last week that its 




























































blaze 


Spray it on in 5 minutes—wipe it off in 10 
for the world’s 


cost-of-living index had held steady 
jin January at 114.3. 

Because of insufficient change in 
the index, there will be no upward 
or downward wage adjustment for 
auto workers covered by “escala- 


| tor” clauses. 


Taking note of the situation, 
the UAW called for lower con- 
sumer prices and reaffirmed its 
demand for an escalator arrange- 
ment in 1955 negotiations—with 
an “enlarged improvement fac- 
tor.” 

But the union, which doesn’t 
want to be tied down to any more 
five-year pacts, left the door open 
also for abandonment of the esca- 
lator deal. 

* * * 

T REITERATED that it would 

accept a two-year contract if 
ithe auto factories met its pro- 





Auto-Lite Poster— 


L. B. O'Loughlin, sales manager of the 
Auto-Lite Spark Plug division, examines 
a reproduction of a poster which will 
make its appearance in April. 


posals for a revised escalator and | 


improvement - factor package. But 
it indicated that it would jettison | 
these proposals in return for an 
agreement running just one year. 


Thus the UAW appeared will- 





ing, if not eager, to scrap the 
main provisions of the history- 
making long-range contract it 
signed with GM in 1950. 


At the time, the contract was a 
source of tremendous prestige for 
the union and its president, Wal- 
ter P. Reuther, in all but labor 
circles. 


Reuther basked in the glow of 
compliments from business, gov- 
ernment and civic leaders, but the 
chiefs of other powerful unions re- 
fused to ride the five-year esca- 
lator. 

* * * 

iF REUTHER lost any face 
among his colleagues by this 
long period of truce in the indus- 
try, he now has a chance to regain 
it by propounding what has been 
described as the most important 
| issue ever presented in collective 

| bargaining. 


That label was hung on the 
guaranteed annual wage at the 
midwinter personnel conference 
of the American Management 
Assn. by William L. Dennis, pro- 
fessor of law at New York Uni- 
versity. 

Secretary of Labor James P. 
| Mitchell, at the same meeting in 
| Chicago, asserted that inadequacy 
of unemployment compensation 


IT’S SENSATIONAL! 


wir AMAZING NEW 


GLASITS 


finest finish 


Just think of the time and labor you’ll save by using Super 
Liquid Glaze. It can be wiped or sprayed on a clean car in 5 min- 
utes—wiped off in 10—absolutely no polishing or buffing required. 
And just think of the increased satisfaction and good will that 
Super Liquid Glaze will build with customers. New Car buyers 
will take delivery with added pleasure. Used Car buyers will 
get the best-looking cars in town. And Service customers will 
be sold on giving you repeat business. 


Don’t delay sending in the coupon below. The “Dollars and 
Sense” booklet will give you complete information on— 


Liquid Glaze needs 20 top flight 
District Managers in protected 
territories. Write or Wire. 


How you can install an Appearance Department with complete 
new equipment at no cost! How the Super Liquid Glaze program 
can make money for you! How we train your men and supervise 
your department! How we help advertise and merchandise 
your dealership at no cost to you! 


For a limited time, this Booklet is free of charge with an initial 
order of these fine products, sold on a money-back guarantee. 


LIQUID GLAZE, Inc., Department A 
704 Sheridan Street, Lansing 6, Mich. 
(Introductory Offer— Prepaid Delivery) 
Please enter my order for the following Super Liquid Glaze 
materials, including Dollars and Sense Booklet at no cost. 


DEALER NAM 


ADDRESS. CITY 


OPEN ACCOUNT. c.o.D. 


—SUPER LIQUID CLEANER 
———______ SUPER PASTE CLEANER 
SUPER LIQUID GLAZE 


STATE 


CHECK ATTACHED 
32 OZ. 
4 GAL. 
32 OZ. 


$2.00 EACH 
$2.50 EACH 
$5.00 EACH 


RETAIL SIZE PACKAGES 


SUPER LIQUID GLAZE (AEROSOL BOMB) 
SUPER LIQUID CLEANER (PLASTIC BOTTLE) 





$1.65 EACH 
$.75 EACH 
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benefits in most states was one of 
the principal reasons for the revo- 
lutionary wage demand. 


“I believe it is clear,” he said, 
“that at present maximum pay- 
ments are too low.” 

* * oa 


M’S criticism of talk about a 

guaranteed wage came in a 
statement by President Harlow H. 
Curtice and Chairman Alfred P. 
Sloan jr. preliminary to their an- 
nual report. 


Discussing GM’s accomplishments 
toward eliminating sharp dropoffs 
in employment, Curtice and Sloan 
said: 

“While automobile customers, 
exercising their free choice, tra- 
ditionally buy a large percentage 
of the year’s production in the 
spring and early summer months, 
General Motors has been able to 
minimize the impact of this sea- 
sonal customer preference upon 





employment stability by operat- 
ing on an overtime basis during 
these periods of peak customer ° 
demands.” 


Other steps taken, the GM ex- 
ecutives said, included moving 
ahead the period of the annual 
model changeover and shortening 
the duration of the changeover 
shutdown. 

* + * 

5 pict reference to the guaran- 

teed wage, it was stated that 
through 1954 payments by Ameri- 
can employers to state unemploy- 
ment compensation funds totaled 
nearly $19.7 billion, of which more 
than $263 million was contributed 
by GM. 

Curtice and Sloan also reported 
that: 

Last year GM employed an av- 
erage of 576,667 persons through- 
out the world and paid them 
$2,610 million, compared with 
585,602 employes and payrolls of 
$2,676 million in 1953. 

Hourly-rate employes in U. S. 
plants worked an average of 40.4 
hours a week for which they re- 
ceived $91.44, as against 41.9 hours 
and $92.27 the previous year. 

Average hourly pay of hourly- 
rate GM employes was $2.27, com- 
pared with $1.81 for all manufac- 
turing. 


Speed Week Title 
To Chrysler 300; 
Buick Ruled Out 


DAYTONA BEACH, Fla. — A 
week-long devotional to speed, per- 
formed against a background of 
salt, sand and spray and sponsored 
by the National Assn. for Stock 
Car Auto Racing, was climaxed 
when Chrysler 300s were awarded 
the top two places in the featured 
160-mile race. 

Chrysler was named the win- 
| ner only after a 1955 Buick Cen- 
| tury had been disqualified. It was 
the second year in a row that the 
| winner of the feature race was 
| set down when engineers de- 

tected illegal power-plant modifi- 
cations. 

The disqualifications made Tim 
Flock, Atlanta stock-car veteran, 
the winner this year. They had 
booted him out of top spot last 
year. Flock drove the winning 
Chrysler 300 over the distance at 
lan average speed of 92.056 miles 
|per hour. Record for the course 
j|had been 89.5 m.p.h. 

Close behind Flock in the other 
|300 was Lee Petty, Randleman, 
| N.C. 

Driver of the Buick, which was 
disqualified for shortened push 
|rods, was Glenn Roberts, Daytona 
Beach. His average had been 93.158 
j}miles per hour. 

Earlier, Chrysler 300s won first 
j}and second place in the National 
Speed Trial Championship. A 300 
driven by Warren Koechling, South 
Miami, Fla., hit 127.580 m.p.h., and 
one handled by Brewster Shaw, 
Daytona Beach Chrysler-Plymouth 
dealer, was closed at 126.542 m.p.h. 

Koechling and Shaw also ran 
first and second in oneway runs 
over a measured mile. Koechling’s 
mark was 123.54 m.p.h., breaking 
the old record of 117.065 m.p.h. 

In two-way straightaway runs 
for U. S. production sports cars, 
Ford Thunderbirds swept the top 
three places, followed by a Chevro- 
let Corvette. The winning Thunder- 
bird posted 118.575 m.p.h. and was 
driven by Joe Littlejohn, Spartan- 
burg, N. C. 








eee ep apenenten Sarena eae 


eet 


ee 


OO OO EES ee 


12 AUTOMOTIVE NEWS, MARCH 7, 1955 


* %& - The Newspaper of the Industry 





(Established in 1925) 


Member Published Every Monday by Member 
~ SLOCUM PUBLISHING COMPANY, INC, @ 
@: DETROIT 26, MICH. 
ra Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bidg. 360.N. Michigan Ave, 2506 W. 8th St. 
Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 


Publisher—George M. Slocum (1889-1949) 
Chairman of the Board—Mrs. George M. Slocum 


Business Manager—8. 8. Crighton 
Advertising Manager—Edward Kruspak 
Eastern Adv. Rep.—Ray Billingham 
Midwest Adv. Mgr.—J. Goldstein 
Mich. Adv. Mgr.—Richard Webber 
Mich. Adv. Rep.—William R. Maas 


Editor—Pete Wemhoft 

Managing Editor—Robert M. Finlay 

Service and Truck Editor—J. C. Weed 

Washington—William Uliman 

Advisory Editor—John O. Munn 

News Editor—Maynard M. Gordon 

Associate Editors—Bob Sheldon, R. M. Lienert Pacific Coast Mgr.—R. H. Deibler 

Engineering Editor—John T. Benedict Adv. Production—Carol LeVeaue 
Editorial Associates—Gerhardt Neumann, Martin L. Whitmyer, Joseph M. Callahan, 

Eleanore Whalen, W. C. Lockwood 


a ai eclectic ace 
RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlante 
E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore—Kai< 
Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo 
G@. E. Toles; Charlotte, N. C.—Bob Page; Chicago—Gale Spalding; Cincinnati—Auggie 
Langefeld; Cleveland—Sanford Markey; Columbus—Bert Strang; Dallas—C. K. Cates; Denver 
—Iira Alexander; Des Moines—F. W. Lazell; Harrisburg—George Shelley; Houston—Run, 
Fenoglio; Indianapolis—C. L. Kern; Jefferson City—L. H. Houck; Little Rock—Inez McDu". | 
Les Angeles—Slim Barnard; Louisville—A. W. Williams; Lowell, Mass.—Charies Sampes 
Madison—John Wyngeard; Manchester, N. H.—Guy Langley; Marthaville, La.—E£. E. Gentry: 
Memphis—Emmett Meum; Miami—G. S. Connell; Milwaukee—John E, Hubel; Minneapolis- 
Denald Lyons; Montgomery, Ala.—William Lynn; New Jersey—Bethune Jones; New Orleans-- 
Gordon Hebert; New York City—Ed Brown; Oakland, Calif.—Steve Still; Oklahoma City—M. 
L. Risen; Omaha—A. R. Oleson; Pawtucket, R. 1.—T. L. Forbes; Philadelphia—Norm Shigon: 
Phoenix—Sheldon A. Engel; Pittsburgh—L. M. Leffingwell; Portland, Ore.—E. W. Peterson; 
Providence—Ruth M. Eddy; Richmond, Va.—T. D. Eaton; Salt Lake City—M. S. Harmer; 
San Francisco—Leon Pinkson; Seattle—Martin Trepp; South Bend—L. E. Dunkin; Spartanburg. 
$.C.—L. D. Bray; Springfield, 111.—C. C. Hall; St. Louis—Sam X. Hurst; Tacoma—Robert E 
Sconce: Toledo—Paul Hayes; Wamego, Kans.—G. M. Hunholz. 
FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- | 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—A. E. Jones; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottawa—M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 

Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 


Subscription: United States and Canada, one year $8, two years, $/4. 
All other countries one year $12, two years $20. No Free List. 
Copyright 1955, Slocum Publishing Co., Inc. All Rights Reserved. 








Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulation and the Associated Business Papers. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


AvTomorTive AUTOMOTIVE NEWS PLATFORM 


” 4 !. Fair and equitable contracts between manufacturers and dealers in | 
A motor vehicles, parts and accessories; 

¥ 2. Every dollar of 7 and oil taxes, collected by state and federal 
ec governments, applied to the building and maintenance of highways; 
® ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 








aarrag 





Capsule Comment 


Aroused by complaints from dealer associations, at least 
eight state legislatures are considering measures to crack 
down on alleged factory abuses and bootlegging. 


Where there’s smoke, there’s usually fire. 


* *® * 

With deliveries estimated to have reached one million in| 
January and February, new-car sales records continue to | 
topple one after another. 

Someone must be making money on these deals. 
* * * 

The Federal Reserve Board is deeply concerned over | 
“crazy credit” terms which appear to be flooding the coun- | 
try. 

Some of the terms are tying up a customer for as long | 
as five years—not good business practice. 
* * * 

According to NADA President Yarnall, many dealers— 
and some manufacturers—have developed a new philosophy 
of business: That inventory is bad. | 

Which leads, Yarnall says, to selling new cars quickly 
without regard to profit. 
* * - 

Both AMA and NADA have made their perennial assault 

on auto excise taxes, but Congress appears not interested. 
This is no time to give up on a most unjustified levy on 
motorists. 


| 





| 


* . * 

Significant improvements that promise new standards of | 
performance in car brake systems are forecast in a survey 
by John T. Benedict, AUTOMOTIVE NEwS engineering editor. | 

Looks like we'll soon get a brake for high horsepower. 
ee = & 

Over 50 percent of motorists and pedestrians killed in| 
Monmouth County, N. J., during 1954 were found to be in- 
toxicated at the time. 

This is a sad commentary on our drunk-driving laws. 








Events 


Dealer Conventions 


March 17-18—Northern California Motor 
Car Dealers Association, Fairmont 
Hotel, San Francisco, Calif. 

March 22—Brooklyn and Long Island Au- 
tomobile Dealers Association, Garden 
City Hotel, Brooklyn, N. Y. 

March 30 — Rhode Island Automobile 
Dealers' Association Annual Banquet, 
a - Biltmore Hotel, Providence, 


June 19-2i—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan. 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, brier Hotel, White Sul- 
phur Springs, West Virginia. 

Sept. 16—24th Annual State Convention, 

M Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 

Sept. 16-17 — New Mexico Automotive 
ealers Assn., Nickson Hotel, Roswell, 


N. M. 
Sept. 18-20 — 32nd Annual Convention, 
lew York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 
Sept. 19— Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


lis. 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 25-27 — Texas Automotive Dealers 
Cuoanen, Shamrock Hotel, Houston, 


exes. 

Sept. 28-30—37th Annual Convention, New 
Fee f Automotive Trede Association, 
cae saemerietien Hall, Atlantic 

ity, -d 

Oct, 9-10—Georgia Automobile Dealers 

Association, Bon Air Hotel, Augusta, 


Ga. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Oct. 23-25—Florida Automobile Dealers 
Assn., Sans Souci Hotel, Miami Beach, 
Florida. 

Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn, 

Nov. 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham, 


Ala. 

Jan. 28-Feb. |—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Washington, é 


Dealer Auto Shows 


March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March 4-9—Spokane Automobile Show, 
Spokane Coliseum, Spokane, Washing- 


ton. 

March 15-20 — Flint Auto Show, Flint, 
Michigan. 

= a ee io Sovaty Leteme- 

ile Show, ory, Rockfor inois. 

March 18-1%—Uniontown Auto Show Fay- 
ette St. Dealers' Showrooms, Union- 
town, Pennsylvania, 

March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia, 

March 30-April 2—Bangor Auto Show, 
New Municipal Auditorium, Bangor, 
Maine. 

April 1-3—Tacoma Auto Show, Tacoma, 
Washington. 

April 1-3—Danville Auto Show, Armory, 
Danville, Illinois. 

Agee 20-23—Danviile Auto Show, Danville, 

irginia. 

Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 

Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, st. Louis. 

« 


General 


March 5-13—GM Motorama, Pan Pacific 
Auditorium, Los Angeles, Calif. 

March 6-9—Spring Executive Conference, 
National Truck Leasing System, Boca 
Rotan, Florida. 


March 14-15 — Canadian Automotive 
Wholesalers’ & Manufacturers’ Associa- 
tion Annual Meeting, King Edward 


Hotel, Toronto. 

Mar, 16-18—iIth Annual Canadian Auto- 
motive Service Show, Automotive Bldg., 
C. N. E. Grounds Toronto, Canada. 
March 26-Apr. 3—GM Motorama, Civic 

Auditorium, San Francisco, if, 

April 4-6—Second Annual Meeting of the 
National Fluid Power Assn., Broadmoor 
Hotel Colorado Springs, Colo. 

Apr. 16-17— Pebble Beach Sports Car 

paatataee Mane Ee ea 
pr’ a nternational Motor 
Show, Turse Italy. 

Apr. 23-May I—GM Motorama, Common- 
wealth Armory, Boston, Mass. 

April 28-29—37th Annual Meeting, Ameri- 
can Zinc Institute, Drake Hotel, Chi- 
cago, Ill. 

(See CALENDAR, Page 49, Col. 1) 
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‘Remember This? ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





For Shop Order 


We are attempting to locate a 
plastic car identification which we 
saw advertised a number of years 
ago. Its purpose is to set on top 
of a car and has a number on it 
to identify the order in which these 
cars come into a shop for work. 
The set would probably consist of 
numbers one through 25 or 30. 


The one we have reference to 
was made of plastic and was 
shaped like a pyramid, having 
numbers on the three sides and 
having a felt-covered magnet in 
the base so that it would stay on 
top of the car. These were probably 
four inches to six inches long on 
each side. 


| If you could give us any informa- 
tion as to where we can obtain 
‘information on these, we would 


The Big Stories 


. Marking the completion of the Studebaker reorganization, a meet- 
ing in New York freed the firm from the receivership under which it 
had been operating for two years and elected Paul G. Hoffman as 
president and Harold S. Vance as chairman of the board... William 


O’Neil has been appointed general manager of Dodge 


... More than 


400 Cadillac-LaSalle distributors and dealers meet in Detroit to dis- 
cuss details of the new line of LaSalle cars to be placed on public 
display . . . A network of self-supporting superhighways, to be con- 
structed over the country by using the English system of “excess 
condemnation” is a possibility for the U. S., President Roosevelt says 
... Vehicle output in February was 355,350 units, a gain of 17 percent 


over January .. 


- Harlow H. Curtice, Buick president, expects a 


bumper retail auto trade for the next four months and believes 
business this year will be the best since 1929. 


—From the files of Automotive News. 





greatly appreciate it.——E. J. Serz, 
MacIntyre Motor Co. (Cadillac- 
Pontiac), Billings, Mont. 
Eprror’s Note: Can a reader 
help? 
~ ~ * 
Voice from Past 


I've heard a lot recently about 
how wonderful these 1955 models 
are. But for all the stuff the new 
cars have got, I still say that there 
never was or will be a car like the 
old Marmon 16. There was a real 
car.—O.Lp TIMER. 

- * * 


Hunter 


Enclosed please find picture of 
my boss, Bob Lockwood, owner of 
Lockwood & Smith Motor Sales 
(Lincoln-Mercury). 

Mr. Lockwood shot this Rocky 
Mountain sheep outside of Cody, 
Wyo., in October, which incidentally 
was one of the largest ever taken 
in that part of the country. 

Thought this might be of interest 
to you—please return picture when 
you are through with it.—G. E. 
Siro, Lockwood & Smith Motor 
Sales, New Castle, Pa. 

* ~*~ - 
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Better farming makes him 
a better customer for you! 





Top farmers produce twice as much per acre, twice as much per man, as 
average farmers—and they buy twice as much to live twice as well. ee a ee 
Our job is to keep top farmers abreast of the best—and to help more Better Farming r 
farmers become top farmers. 
That makes more top customers for you. For what: you sell is needed 7 y an sp 
to achieve better farming. As 
Better farming and better farm living on more farms. . . more sales to ma Ve 
more prosperous farmers—that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 
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Engineering Editor 


HERE’S a lot of behind -the- 

scenes activity these days on 
centralized hydraulic power sys- 
tems for automotive accessories. In 
addition to the Pesco design (see 
“Turnings,” Feb. 7), which was 
displayed at a recent SAE meeting, 
we've heard of another system now 
being shown to automobile manu- 
facturers. 

This one was developed by a large 
industry supplier, and is installed 
in an automobile muking the 
rounds of various companies for 
demonstration purposes. Entirely 
different from the Pesco design, 
this version of the central system 
has two separate circuits. One fluid 
path is for accessory (seat, window, 
brake, convertible top, etc.) power 
drive—while the other circuit takes 
care of power steering require- 
ments. An extremely compact ac- 
cumulator is said to be one of the 
features of this particular system. 

Lacking additional details of 
the “two-circuit” central system, 
it is impossible to say for certain 
just why this arrangement was 
selected. 

However, it is reasonable to 
guess that this compromise was 
made to encourage early adoption 
of the design by making it compat- 
ible with present widely-used “open- 
center valve” power steering sys- 
tems. This would avoid one major 
drawback found in some other cen- 
tral systems which call for rede- 
sign of power-steering units for 
closed-center valve operation. 

Certain engineers are said to be 
“enthusiastic” regarding the possi- 
bilities for centralized hydraulic 
power. They like it because of the 
chance to “do the job better, and 


save money at the same time.” 
” Oe * 


Self-Tapping Feature 
Added to Rosan Line 


MPROVEMENTS in “the little 
things” like fasteners have 
been as important as the dis- 
covery of major new scientific 
principles in advancing technol- 
ogy and furthering the. low-cost 
mass production of goods in this 
country. 

So, although the news that a 
self-tapping feature has been 
added to Rosan studs and 
threaded inserts may not rate 
banner headlines, it will be of 
interest to men who are looking 
for savings in tapping operations 
and inspections needed for in- 
stallation of such items. 

Certainly the cost-saving sig- 
nificance of the self-tapping idea 
was fully appreciated by design- 
ers and production men who 
visited the company’s SAE booth 
in Detroit last month. 

Inserts and studs for such ap- 
plications as cylinder-head hold- 
down nuts may be installed with 
a@ high-speed power driving tool 
in cylinder-block holes after drill 
and counterbore operations are 
completed. 


* ® 


Man-Made Diamond 


Significance Evaluated 
soe potential freeing of U. S. in- 


dustry from dependence on for- | 
eign sources for diamonds is seen| 


by some experts as one of the most 
important aspects in General Elec- 
tric Research Laboratory’s success- 
ful production of diamonds. 

At present this country depends 
almost entirely on South African 
sources for its diamonds. Despite 
our sizable stockpiles, we would 
be in a critical situation if a fu- 
ture emergency should cut off 
these sources for an extended 
period. 

As the present high cost of mak- 
ing diamonds by the GE process 
is reduced, it is anticipated they 
will be used in industrial tools for 


TURNINGS 


John T. Benedict 





cutting and polishing. Such a de- 
velopment would bring about a! 
healthy, balanced state of affairs | 
similar te that created by availa-| 
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bility of synthetic rubber in what- 
ever quantities may be needed to 
supplement the natural rubber 
supply. ; 

* * * 
New Body Style 
Readied for Debut 


If current Detroit rumors of work 
on convertible-hardtop cars are 
confirmed, it will be another indi- 
cation that automotive engineers 
and stylists have not exhausted 
their ideas for entirely new pro- 
duction models and fresh ideas in 
future cars. 

The particular make of car most 
often referred to as nearing lim- 


ited production with a convertible- 
hardtop also is said to have disc 
brakes — plus the “last word” in 
mechanical and styling develop- 
ments. 

* * * 


‘Hypalon’ Characteristics 


May Push Color Trend 


ARIOUS side and rear-win- 

dow seals and automotive 
weather-stripping may begin to 
show up in colors specified by 
the stylist for effects that har- 
monize or contrast with the 
overall trim scheme — now that 
duPont’s “Hypalon” is out of the 
pilot-plant stage and ready for 
commercial production. 

Hypalon chlorosufonated poly- 
ethylene is the newest synthetic 
elastomer made by duPont. Since 
it does not require carbon black 
for reinforcement, Hypalon can 
be supplied in a variety of bright, 
stable colors with “no sacrifice in 
other physical properties.” 

Attendants at the company’s 
SAE booth claimed that Hypalon 
is outstanding among elastomers 
because of its unusual stability 
under a wide range of conditions 
that cause deterioration of other 
rubber compounds. Resistance to 
ozone, heat, flame, weather, oil, 


chemicals and abrasion are 
among the useful properties 
attributed to the new material. 

Present production uses for 
Hypalon are said to include 
spark-plug boots and rear-deck- 
lid sealing. Vent wing seals and 
other applications are expected in 
1956 production. We’ve also heard 
that the material is being used 
by an automotive specialty shop 
to custom-mold colored sidewalls 
on tires. 

* + * 

Automatic Tester 


Stirs Memories 

DEFINITE trend toward use 

of completely automatic, load- 
type dynamometers for testing pro- 
duction engines is seen by George 
L. Nankervis Co. This development 
is expected to supplant present 
widely used procedures based on 
“no-load” test equipment (which 
merely “runs” the engine, but does 
not check its performance), thor- 
ough performance tests being given 
to only about 2 percent of the en- 
gines as a “spot check.” 

The latest piece of Nankervis 
equipment is a real electronic 
marvel featuring automatic test- 
ing of full-throttle horsepower at 
a@ predetermined engine speed. An 








unusual governor design makes 
it possible to keep the engine at 
wide open throttle and still con- 
trol speed by automatic applica- 
tion of “load.” 


Operating according to an overall 
design plan conceived by sales 
manager H. W. Grikscheit, the 
dynamometer 
automatically se- 
quences each en- 
gine through a 
no-load idle peri- 
od, short run-in 
under load, horse- 
power check at 
“test rpm.,” ad- 
ditional loaded 
operation, and 
idle. During the 
power check, the 
test is automati- 
cally terminated. 

Upon completion of the test 
schedule (15 to 20 minutes), the en- 
gine is turned off and automatically 
drained of oil, gas and water. Such 
modern conveniences are far re- 
moved from the do-it-yourself 
equipment we had “in the old days” 
when friend Tom Lehr and I spent 
many a busy hour manipulating 
dynamometer controls and “observ- 
ing” visually what happened to 
several dozen variables. 





H. W. Grikschelt 





Arogreseite Engineering 


A.C. GENERATOR PERFORMANCE DATA 


Curb Idle | Maximum Recommended 
Volts * 
Amperes Amperes For 


A.C. GENERATOR OUTPUT CURVES 
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His Area... 


Salesmen Urged to Listen More 


By L. H. Houck 
Staff Correspondent 

WASHINGTON, Mo—If the 
gripes of customers about style and 
horsepower send you running for 
the nearest decompression chamber 
to avoid the bends, listen to Jack 
Lodenkamper, general manager of 
Washington Motor Co. (Ford), who 
‘ recommends that salesmen do more 
listening and less talking. 

Lodenkamper doesn’t accept 
customers’ objections at face 
value. One customer cooked up a 
storm over present color com- 
binations, claiming that some of 
the new models looked like two 
cars jammed together. 

Lodenkamper, evaluated the ob- 
jections and envisioned the cus- 
tomer in a stripped-down version 
of the lowest priced line. 

It suddenly dawned on him that 
the customer was now arguing 
about the choice of colors. The 
transaction ended with a special 
order for the customer’s own colors, 
a downpayment and a customer 





who didn’t mind waiting a couple| a bonus for making sales in vari- 


of weeks. 

That’s one of the strange quirks 
of today’s market, according to 
Lodenkamper. Customers don’t 
mind waiting for what they want. 


He said that except for power 
packs, most customers are buying 
the most expensive models and 
picking their trims. Lodenkamper 
thinks that in this way they ac- 
quire a car that is not exactly like 
their neighbor’s. 

Lodenkamper has learned that 
you can “unsell” yourself by talk- 
ing too much, that its bad sales- 
manship to make snap judgments 
and that it’s a mistake to try to 
buy for the customer. 


Present-day buying habits of cus- 
tomers remind Lodenkamper of the 
time when he was selling coffee 
wholesale. He had been steadily in- 
creasing sales to a small-town deal- 
er until he was buying 200 pounds 
at a time. 

Then along came an incentive 
deal whereby the salesman made 


ous brackets, such as 100 pounds, 
200 to 300 pounds, 500 and 1,000 
pounds. He planned to make a 
grand try to sell this dealer 300 
pounds and prepared his argu- 
ments accordingly. 

Taking a second thought, Loden- 
kamper just showed the dealer the 
book and the various classifications. 
The dealer said he’d ask his broth- 
er. He came back later and said 
they’d take it. Lodenkamper started 
to write down the 300-pound order 
when he casually asked which he 
had selected. The grocer, said “Oh, 
we can handle 2,000 pounds.” 


So he bought a ton of coffee 
when, if Lodenkamper had been 
talking when he should have been 
listening, he would have purchased 
300 pounds instead. 

He commented that present day 
buyers are not buying on impulse 
in this territory, but have had 
the purchase in mind for some 
time when they come in. 

Lodenkamper noted that this 











“Tell about the ‘Golden Years,’ 
Mr. Hoskins, back in the forties!” 





territory is predominantly a cash- 
buying territory, and buyers are 
not shopping for terms. 

While there is considerable shop- 
ping, there remains the subborn 
fact that the salesman needs to sell 
his car and not the terms. 

One customer, for instance, was 
set on another make that was $500 





DELCO-REMY’S NEW THUNDERVOLT 


A.C. 


GENERATORS ANSWER THE 


WIDE VARIETY OF NEEDS IN 


HEAVY-DUTY APPLICATIONS 


The electric power demands of modern buses, fire trucks 
and similar vehicles are heavy, continuous, and varied 
—ranging from alternating current for fluorescent light- 
ing to direct current for other electrical equipment. 
The supply problem is further complicated by long and 
frequent periods of engine idling. But here’s the an- 
swer to these problems—Delco-Remy’s ThunderVolt-6 
and -12 A.C. generators, designed specifically for ve- 
hicles with extra-heavy electrical loads. 


The features of these new generators are many and 
impressive. Performance-wise, their characteristics in- 
clude cut-in at low generator rpm, maximum output at 
low speeds, and the ability to operate at maximum 
efficiency over a wide speed range. Structurally, they 
are extremely low in weight in proportion to their 
tremendous output. 


These new special-purpose generators are another 
example of Delco-Remy leadership in the automotive 
electrical field. Specify Delco-Remy electrical equip- 
ment for your new heavy-duty vehicles. 
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higher but he was willing to give 
Lodenkamper a chance. In talking 
with the prospect, Lodenkamper 
learned the customer was not too 
well informed on the new Ford. A 
new model was ready for just such 
a situation and he casually sug- 
gested that the customer take it 
home for lunch. 

The customer said he couldn’t 
do it because he had to go to a 
neighboring town, but Loden- 
kamper told him to take the new 
car anyway. There was no fur- 
ther sales talk. 

When the man returned, he said 
“This is the car I want,” and he 
closed the deal. So demonstrations 
can show a customer many things 
about a car which he didn’t know - 
before. 

Customers say they don’t want 
so much horsepower but Loden- 
kamper explains to them that 
horsepower is not for speed, but 
for performance and gas economy. 
The best way to appreciate horse- 
power is to get behind the wheel 
and to feel the surge of power that 
drivers of older models have never 
known. Another way is to have 
customers ask their friends who 
have new high-powered cars what 
they think, since most owners using 
new cars are completely sold on the 
extra horsepower. 

One of the best ways to cure a 
chronic objector to style, modern 
colors, horsepower and trim is to 
show him a stripped car. Loden- 
kamper says about the first thing 
the customer will do is to ask 
what has become of the backup 
lights. 

Dealers have created the shop- 
per, Lodenkamper thinks, and ex- 
perience indicates that customers 
may be swayed from one car to 
another by as little as $50. 

So, it is well to be prepared to 
show each customer just what he is 
getting for his money, even if part 
of it is in backup lights, four-barrel 
carburetors and an extra color, he 
concluded. 


Crosley Engines 
Power New Auto; 
12 Pilots on Line 


ELMONT, N. Y. — Twelve pilot 
models of the Panda, a new small 
automobile using a Crosley engine 
and running gear, are being as- 
sembled by Small Cars, Inc., Kan- 
sas City, Edward Herzog, president 
of Service Motors here, announced 
last week. 

He said the Panda will be manu- 
factured as a two-seat roadster 
and an all-plastic station wagon. 
Wheel base is 76 inches. 


“Mass production of the Panda 
is just a matter of months from 
being a reality,” said Herzog. 

He said his company acquired 
the entire inventory of Crosley 
parts and supplies them to remain- 
ing Crosley dealers. George W. 
Drum, formerly director of the 
Crosley Car Owner’s Club, has 
joined Herzog’s firm. 


Ford Rises to 2nd 
In Tractor Output 


DETROIT. — Irving A. Duffy, 
general manager of Ford’s tractor 
and implement division, last week 
told a Detroit au- 
dience that Ford 
had risen to sec- 
ond place in farm 
tractor produc- 
tion. 

Duffy, aamed 
to his present 
post in January, 
1954, outlined to 
the Detroit chap- 
ter, National 
Assn. of Cost Ac- 
countants, the in- 
crease in Ford’s volume percent- 
age. 

He said the company’s produc- 
tion of farm machinery was 18.6 
percent of the industry’s total out- 
put in 1953. This rose to 20.4 in 
|1954. Duffy said last month’s pro- 
|duction was a record 25 percent. 





Irving A. Duffy 


| ASTE Elects Trichel 


DETROIT. — G. W. Trichel, ex- 
ecutive vice-president of Chrysler 
Corp.'s Amplex division, has been 
elected to the research fund com- 
mittee of the Americap Society of 
Tool Engineers. 





“Action shots” from road-test film show the 
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THE NEW PACKARD TORSION-LEVEL RIDE 


CAPTURES DEALER AND PUBLIC INTEREST 


PACKARD DIVISION Stv>##anen-Packann Conronario 


The New Packard Franchise brings a | 
an 











year’s most discussed automotive achievement 








Nothing on earth 
rides like a Packard! 


Automatically levels the load . . . smooths 
the road . . . and the truth of that statement is being 
dramatically demonstrated to prospective new car 
buyers. That’s one solid reason why Packard's exclusive 
Torsion-Level Ride is creating such wide-spread inter- 
est. Prospects say that when they drive any other car 


ae 
| 


rough the road. It beats riding on air. 





the secondary torsion bar sys- 
tem, raises or lowers the body 
to ideal ride level. 


Conventional Coil and Leaf Type Springs 


are eliminated — Full-length torsion bars link front and 
rear wheels, making them work as a team. Wheel shocks from 
rough roads are absorbed before they can reach chassis or body. 
Result: 4 ride that’s always smooth and level no matter how 


NO FRONT COIL SPRINGS 


AUTOMATIC 
LEVELIZER £9 
fe 
Power - controlled, the levelizer fen 
detects any increase or decrease / ties 
in load and quickly, through ie . 


© TORSION BARS 


over any road, and then travel the same route in a new 
Packard . . . the contrast is complete and convincing. 
In the picture sequence above, while traveling over the 
same punishing terrain, the other car rolls and pitches, 
jounces and bounces, while the mew Packard remains 
flight-level. What a difference . . . and it’s all in 
Packard’s favor! What a sales clincher . . . and that’s 
all in the dealer's favor! 


Packard's exclusive Torsion-Level Ride is the most 
demonstrable feature possessed by any American car. 
One phase of it, the Levelizer action (illustrated below), 
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Torsion bars run along 
each side of the frame 
and connect with front 
and rear wheels. The bars’ 
action readily absorbs 
road shocks. 
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can be demonstrated right on the showroom floor. In 
fact, salesmen today are making this dramatic point 
simply by standing on the rear bumper while prospects 
watch the car dip slightly under his weight and then, 
in seconds, return to absolute level. 


Only Packard has the most talked-about automotive 
advancement of the year . . . further proof of Packard's 
traditional engineering leadership. Dealers throughout 
the country are recognizing the new opportunity the 
Packard franchise offers and are signing up in record 
numbers. 


THE NEW PACKARD AUTOMATICALLY LEVELS THE LOAD 


Without passengers or luggage, all cars ride on an even keel. Even suspension 
systems relying on conventional springing are adequate under these circumstances. 





When loaded, though, the rear end of all cars sag under the weight, style lines 
are distorted, riding comfort reduced. The mew Packard dips, too, momentarily. 









NO REAR COIL 
OR LEAF SPRINGS 
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But in just 7 seconds, regardless of the passenger or luggage load, an ingenious, 
power-activated levelizer brings the mew Packard back to level for the ideal ride. 


Dealer-Factory Relations 
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Report from Livernois 


Charlie Smith, one of the three 
managers of the 600-vehicle used- 
car lot of Russ Dawson (Ford) at 
Grand River and Livernois reports 
that business is “fairly good,” but 
that the buyers are more choosey. 
Smith also commented that: 

1. The demand for late models is 
strong, although late-model prices 
are dropping quite rapidly. 

2. There is less demand for 
older cars. However, these prices 
are holding up better. 

3. Late-model Lincolns are cur- 
rently “hot” on Livernois, with the 
demand for Cadillacs falling off. 
Cadillac had been “hot” for years. 

4. The customers are demanding 
cleaner cars than ever. They’ve 
heard of discounts and are much 
more prone to haggle over prices. 

5. Dawson’s main lot is moving 
about 500 cars a month, most of 
them with a 30-day guarantee, dur- 
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,ing which time the firm pays half 
of all required repairs. 

6. Dawson’s lot recently sold a 
used Nash Rambler to a_ busi- 
nesswoman. She was quite 
pleased with the car and, a few 
days later, her husband came in 
and bought a Rambler. Within 
48 hours, one of the woman’s 
salesmen appeared and purchased 
another Rambler. Prices of the 
cars ranged from $575 to $675. 


7. Weather is a big factor. Gen- 
erally, business is better on the 
nicer days (and Detroit has had 
more of these this winter than it 
normally does). But the nice days 
also produce many non - buying 
shoppers. Some cold days have been 
very profitable. When the “frozen- 
radiator and dead-battery” set 
comes out, they buy—and without 
too much bargaining. 

8. While Livernois has lost many 
of its operators, it looks as if most 






of those still in business are suffi- 
ciently hardy and efficient to thrive 


under current conditions. 
* + * 


Factory Retailing 

“The factories are retailing the 
cars to the dealers who are whole- 
saling them to the public,” says a 
Detroit DeSoto- Plymouth dealer 
who predicts as many dealership 
failures in 1955 as there were in 
1954. 

While admitting strong demand 
for Chrysler Corp. and other 
cars, this dealer says the metro- 
politan competition, especially 
from Ford and Chevrolet dealers, 
is so tough that “nobody is go- 
ing to make a dime.” 

He says that his own firm’s vol- 
ume is up from 2% to 3 times what 
it was a yéar ago, but that the in- 
crease in his net profit is so slight 
that it doesn’t take care of the 
moderate increase in overhead re- 


quired with the tripled volume. 
Discounts, he said, range up to $450 
on Plymouths and $700 on DeSotos. 


Price Still Is Factor 

“This may be a bigger profit 
year for some dealers,” says a 
Chevrolet dealer, “but as far as 
I’m concerned people are just as 
price conscious as they were in 
"5h. 

“There may be more of them 
shopping,” he says, “but they still 
have the same thing in their 
minds—SAVING MONEY.” 

= + * 


Lost Opportunity 


A Detroit dealer has found a 
simple sales device which has 
brought him 1,000 inquiries and 
about 20 sales in a month, but he 
has discontinued the gimmick at 
the request of his factory. 

The device simply consisted of a 
small ad in a national magazine. 
The ad cost more than $300 per 
insertion and urged buyers to come 
to Detroit to pick up their car at 
a substantial discount. 

This dealer reduced the price 
of the car by the amount of the 
transportation charge (which is 
relatively small in Detroit) and 
by the amount of the U.S. excise 
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Factory Equipment 
HYDRAULIC 
VALVE LIFTERS 


21 
PROT PRECISION PRODUCT... 


Every GM Hydraulic Valve Lifter is precision-made, 


tailored to the individual requirements of the make of car 


in which it will be used. 


D) 
PROT MAJOR MARKET 


EXPLODED VIEW 
OF GM 
HYDRAULIC 
VALVE LIFTER 


You can expect added volume in lifter sales with each 
passing year — expect more business, more profits, more 


satisfied customers! Right today, GM Hydraulic Valve 


Lifters are original equipment on more than half of all 





C 


operated valve lifters. 


American cars built today and equipped with hydraulically- 


OMEeS) 
PRO SOURCE OF SUPPLY 


Your regular AC Supplier is a ready and convenient source 
for all your GM Hydraulic Valve Lifter requirements. Let 
AC help you build this important part of your business, 
starting with a full stock of GM Valve Lifters now! 


Be prepared — they're available in 
GM car division cartons for 
Cadillac, Buick, Oldsmobile, 


Pontiac, and Chevrolet cars — 


AC SPARK PLUG DIVISION 
GENERAL MOTORS CORPORATION 


SUPPLIER 


Flint, Michigan 








tax (which the dealer paid out of 
his own pocket). 

While this price was a few hun- 
dred dollars below the factory sug- 
gested price, it was considerably 
better than the dealer was getting 
normally. It was understood that 
the factory pressure was prompted 
by dealers in distant areas. 

The dealer reportedly said that 
the thing that stopped a lot of 
buyers was that they would have 
had to pay the 3 percent Michigan 
sales tax. 


x * * 


Woes of a Dealer 


A Chrysler Corp. dealer claims 
the corporation’s new discount plan 
for employes is playing havoc with 
his sales force. 


“It’s not so bad during the 
week,” he said, “but on Saturdays 
it’s a mad house with corpora- 
tion employes trying to beat the 
deal the factory is offering them. 

“By the time you spend time 
talking with six or seven of them 
—and you know you can’t offer 
them a better deal—you’re ready 
to give up in disgust and go home.” 

+ am * 


Low Discounts, More Sales? 


An Oldsmobile dealer here is 
happy over the fact he has been 
able to hold discounts to a mini- 
mum. 


“Last year at this time,” he 
said, “we were discounting up to 
$500 and still having trouble 
pushing them. This year we’re 
holding pretty close to the line on 
discounts and business has been 
much better. During the first 
three weeks of February alone 
we sold 71 cars.” 

He rates Buick as his toughest 


competitor. 
* * * 


It’s the 8 They Favor 


A Detroit area Plymouth dealer 
claims this will be the best year in 
the history of his dealership. 

“People are really enthused about 
Plymouth, and furthermore they’re 
buying,” he says. 

He thinks, however, that it’s 
not style that is swinging more 
people to Plymouth. 

“It’s this new V-8 that’s bringing 
them in,” he says. “Just about four 
out of every five Plymouths we 
move are V-8s.” 

x * « 


Bootlegger at Work 


A Detroit Ford dealer tells this 
story about the operation of a boot- 
legger: 

“One day about three months 
ago, two haulaway trucks rolled 
slowly past my place and parked 
half a block down the street. 

“One driver, reasonably well- 
dressed, climbed out and walked 
into my office where he immedi- 
ately set about to purchase eight 
cars from me—something I or- 
dinarily am not a bit against. 

“It develops that he’s a Southern 
used-car operator who has gotten 
fairly good information on the size 


|of my inventory and is supremely 


confident that I’m going to sell him 
the cars pronto. 

“It took 10 to 15 minutes to con- 
vince him that I wasn’t a bit inter- 
ested in his deal, even though he 
hinted he might pay more than his 
original ‘$25-over-invoice’ price. Of 
course, he had no intention of pay- 
ing the Michigan sales tax, either.” 

* * *~ 


Color Problem 


Discussing his factory, a Pontiac 
dealership sales manager said, 
“They are a bunch of fine, high- 
caliber, solid OLD MAIDS.” 


This comment came minutes 
after the sales manager lost a 
profitable sale because the fac- 
tory refused to paint a Star Chief 
model any color but the two 
standard combinations — Tur- 
quoise Blue and White Mist, or 
Fire Gold and White Mist. This 
prospect was willing to pay well 
for his color. 

The manager added that his firm 
had lost many sales because of the 
factory’s refusal to deliver cars 
except in the two Star Chief colors, 

the 14 solid hues and one specia! 
color. Frequently, he said, the cus- 
tomers were more than happy to 
pay extra for their special color. 

Under current conditions, the 
sales manager said it was impracti- 
cal for him to have his shop men 
paint the cars the desired color. 
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The bu mM ber mou nt A little piece of steel like that shown above serves as an automobile 


bumper mount. Originally, this mount was to be projection-welded to the 
bumper at each of four points. But during the welding process, 


a n d th eE at the supplying manufacturer’s plant, one point of the mount either 
refused to take the weld, or it broke easily under strain. 


3-| i Time was running out. Production lagged and costs skyrocketed. 
eqged Stoo And then a Great Lakes Steel Technical Service Representative was 
called in. He discovered that, regardless of how flat the 

rectangular mounting might be, it was virtually impossible to 

get a strong projection weld at all four corners. But when 


A case history of interest he eliminated one weld, the plate snuggled into the bumper and 
to any manufacturer who uses made perfect contact on three points—just like a three- 
flat-rolled steel. legged stool! Three welds were actually stronger than four. 


Solving problems is a tradition at Great Lakes Steel. As specialists 

in flat-rolled products, Great Lakes has had to come up with the right 
answers to problems in many fields. It will pay you to 

take advantage of this reservoir of experience next time you 

have a problem that concerns flat-rolled steel. 


GREAT LAKES STEEL CORPORATION = “z<" 
Ecorse, Detroit 29, Mich. e A Unit of 


HIGH-TENSILE 
STEEL 





NATIONAL STEEL vita CORPORATION 


SALES OFFICES IN BOSTON, CHICAGO, CINCINNATI, CLEVELAND, HOUSTON, INDIANAPOLIS, LANSING, 
LOS ANGELES, NEW YORK, PHILADELPHIA, PITTSBURGH, ROCHESTER, ST. LOUIS, SAN FRANCISCO AND TORONTO 
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Prosperity Budget Asked 
To Boost Jobs, Output 
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By William Ullman 

Washington Correspondent 
- oe Conference on Economic Progress, a nonprofit, non- 
political research group of business, labor and agricul- 
tural leaders and professional men, last week branded the 
Administration economic program as inadequate and at the 
same time proposed a national prosperity budget which, it 
said, will by the year -end® = 
produce 2,500,000 new jobs, | emptions $200, thus furnishing about 
boost the national output $30 | $4.5 billion of additional purchasing 


billion and balance the budget. 

The group declared that the na- 
tion can “without inflationary 
strain” expand total output at least 
6 percent above 1954, and by the 
fourth quarter reach an annual rate 
about 8 percent above current levels 
by doing the following things: 

1. Raise personal income-tax ex- 


power. 

2. Raise the minimum wage law 
to $1.25 and expand the coverage. 

3. Increase Federal spending by 
about $3.5 billion this calendar 
year above the spending now con- 
templated in the budget. 

4. Increase old-age insurance ben- 
efits by the fourth quarter to an 








annual rate of $1 billion, and ex- 


pand unemployment insurance. 
+ * * 


Stepped-Up Housing Asked 
INCREASE slum clearance and 

* low-rent housing to an annual 
rate of between 300,000 and 500,000 
units by the end of the year. 

The group includes Leon H. Key- 
serling, former chairman of the 
President’s council of economic ad- 
visers; William H. Davis, former 
director of the 
Office of Eco- 
nomic Stabiliza- 
tion; Abraham 
Feinburg, presi- 
dent of Julius 
Kayser Co. Thur- 
mond Arnold, 
former assistant 


Walter Reuther, 
president of the 
CIO; James Pat- 
ton, president of 
the National Farmers Union, and 
Murray D. Lincoln, president, Farm 





William Uliman 


Bureau insurance companies. 


The expansion of the Federal 
spending should be gradual, the 
group said. 

The report called the existing un- 


qCumnrtis 


attorney general; | 


employment situation “bleak.” 
* + * 


Economic Expansion Urged 


iness upturn are 


couraging. 

“We are headed for an increase 
in hard-core unemployment,” the 
statement declared, “unless gen- 
eral economic expansion gets into 
high gear on a hard road. It is now 
in low gear on a soft surface.” 


with full employment and produc- 
tion achieved by the end of this 
year, a base would be established 


|\for even more economic progress 


in 1956, resulting in a balanced 
budget by the end of that year. 


* * * 


Copper Shortage Looms 


a> to meet a shortage which 
threatens copper-consuming in- 
dustries, the Office of Defense Mo- 
bilization last week authorized sale 
to industry of approximately 8,000 
tons of copper owned by or under 
contract to the Government. 
ODM officials said majority of 





copper now is held in an inventory 


AUTOMOTIVE SERVICE EQUIPMENT 






TANK MOUNTED AIR COMPRESSORS 
Va h.p. to 15 h.p....1 cu. ft. to 78 cu. ft. 


displacement per minute ...A.S.M.E. tank for 
200 Ibs. working pressure. Single stage or 
two stage. Precision-built . .. Timken-bearing- 
equipped ...self-oiling. For continuous 
operation or with automatic stop and start. 
Also base-mounted units up to 300 cu. ft. 


per minute. 















Curtis also offers a 
Two Post Shop Lift... 
Single Post Roll-on Lift... 


Two Post Truck and Bus Lift. 


HIGH PRESSURE HYDRAULIC CAR WASHER 


Promotes a faster, easier job ...more profit from car 
washing. Unit operates at 300 Ibs. pressure... has 
self-oiling pump, brass-lined cylinders, exceptional 
accessibility. It's precision-built . .. quiet-running. 


Single Post Free Wheel Lift . 


FULL HYDRAULIC FRAME LIFT 


Speeds up under-car work... provides 
maximum accessibility for lubrication, 
adjustment and repairs. Car springs are 
relaxed and bearings free, lubrication is much 
easier. Faster wheel, tire and brake work, 
too, because wheels hang free. 





 — the recent reports of bus- 

“encourag- 
ing,” said the committee, the fact 
is that unemployment is still dis- 


The assertion was made that 


Curtis PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 Kienlen Avenue « S#. Louis 20, Mo. 


accumulated under the Defense 
Production Act. They emphasized 
that no copper in the national 
stockpile would be released. This, 
it was pointed out, is a stratesic 
reserve and can be released only on 


required for national defense. 
They said also that the order 


does not permit diversion of cop~ | 


per for delivery to the stockpile. 

The sale order was authorized by 
ODM after presentation of evidence 
by Secretary of Commerce Sinclair 
Weeks showing industry’s need. It 
was a three-way deal, Weeks ap- 
pealing to ODM, and the latter is- 
suing instruction to the General 
Services Administration. 

* e * 


Planning for °56 
“ EFTY” Sinclair, local Dodge- 
Plymouth dealer and NADA 
director for District of Columbia, 
has been named chairman of the 
NADA convention committee for 
1956. “Mike” Murphy, executive 
vice - president of the Automotive 
Trade Assn. of the National Capital 
Area, also will serve on the com- 
mittee, representing the ATAM. 

A first meeting has been set 
March 11 to size up what must 
be done to make the 1956 conven- 
tion “the best yet.” 

| Since the next annual gathering 
| will be in Washington, it is worthy 
lof note that “Lefty” and “Mike” 
|are, and always have been, a great 
| local automotive team and they will 
|be working on their home grounds 
planning for the forthcoming event. 
|President Eisenhower plans to be 
| among those present at the conven- 
|tion, so you’d better make your 
| reservation now! 
* + * 


Small Is Likely Choice 


RANK SMALL JR., 58-year-old 
Washington automobile dealer 
and former member of Congress 
from Maryland, probably will be 
his home state’s new motor vehicle 
commissioner. He was picked for 
|the post last week by Maryland’s 
Gov. Theodore McKeldin. 
|  $Small lives in Clinton, Md. He 
| is a Republican and served one 
term in Congress, being defeated 
by a Democrat in the last No- 
vember election. 

He served for more than 15 years 
on the Maryland Racing Commis- 
sion until he resigned Jan. 1, 1953, 
to enter the House of Representa- 
tives. He was chairman of the com- 
mission at the time, after having 
served under four governors. 

As a Washington automobile deal- 
er, Small was a member of the 
Automotive Trade Assn. of the Na- 
tional Capital Area. 

* * * 


|Defense Advisers Picked 


SIX-MEMBER committee of in- 
dustrial executives, headed by 
Harold S. Vance, chairman of the 
| executive committee of Studebaker- 
Packard, has been named by the 
President to advise the Office of 
| Defense Mobilization on compo- 
nents and production equipment. 
The new group will advise ODM 
|Director Arthur Flemming on a 
|program designed to eliminate 
|shortages of capacity in compo- 
'nents, such as ball and roller bear- 
ings, optical elements and various 
types of gears which might be crit- 
ical in a period of emergency. 
The Vance committee also will 
review Federal policies and pro- 
grams with respect to machine 
| tools and production equipment. 
Serving with Vance will be John 
|L. McCaffrey, president, Interna- 
tional Harvester; William C. Fos- 
ter, president, Manufacturing 
Chemists Assn.; LeRoy Lutes, pres- 
ident, Pacific Tire & Rubber Co.; 
K. B. Wolfe, president, Oecerlikon 
Tool and Arms Corp., and Earl W. 
Mills, president, Foster-Wheeler 
Corp. 


Sunday Sales Ban 
Sought in Colo. 


DENVER.—Rep. Fred R. Mark- 
ley, Fort Collins Republican, an 
|auto dealer, has introduced in the 
| Legislature a bill that would bar 
|the sale of new and used cars or 
Sunday in certain Colorado cities 

The proposal would prohibit Sun 
day sales in counties having a pop 
ulation of 40,000 or more. City ordi- 
nances prohibit such sales in Den- 
ver, Colorado Springs and Pueblo 


order of the President and when' 
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Clark’s POWRWORKER of 


The most “Serviceable”’ truck ever built! 


Ask your maintenance man to compare these ACCESS/BILITY FEATURES 


CHANGE DRIVE TIRE IN 2 
MINUTES. Standard Press-on type 
demountable tire is furnished as 
original equipment. Raise the truck 
12 inches and loosen spanner nut which 
releases the axle shaft and the wheel 
drops out. Split wheel rim with spreader 
inserts allows immediate tire dis-as- 
sembly and re-assembly. 


CLARK 


SS 


POWER HEAD READY-TO- 
WORK-ON IN 2 MINUTES. Split 


cover allows complete accessibility to 
the drive motor, brakes, resistor and 
control panel by merely removing 7 
screws. Revolving head permits servic- 
ing any side of the power head without 
further dis-assembly. For major over- 
haul, the whole unit can be removed in 
17 minutes. 


POWRWORKER SECTION, Industrial 
CLARK EQUIPMENT COMPANY 
Bettie Creek, Michigan 


HYDRAULIC SYSTEM EXPOSED 
IN 2 MINUTES. Remove 4 bolts and 
slip off the one-piece cover; the com- 
plete hydraulic sub-assembly is ex- 
posed. Hydraulic motor, pump, oil 
reservoir, valve assembly and self- 
aligning cylinders are immediately ac- 
cessible and ample space is provided 
for quick inspection or removal. 


Truck Division 
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Truckin’ 


-.. by Jack Weed 





GOOD friend Walter Belson, | 

director of public relations for 

the American Trucking Assns. took 

me to task recently for things I 

said in my column last month 

about the resolution passed by 
ATA. 

As I wrote Walter, I don’t want 
to be destructive in any com- 
ment, particularly regarding the 
trucking industry. That end of 
the business has enough people 
taking cracks at it now without 
me adding to the dirtied waters. 

In my column, as you no doubt 
remember, I did criticize the ATA 
for the stand they took in with- 
holding recognition from any group 
which holds itself forth as repre- 
sentative of or a spokesman for the 
trucking industry. 

I made the point that ATA, rep- 
resenting but a part of the entire 
industry—in itself really couldn’t 
speak for the entire industry today 
despite the fact that they without 
doubt have done the finest public 
relations job for trucks of any or- 
ganization in the truck field. 


I don’t think that the managers 
or members of any other truck 
association will pick any quarrel 
with me on that score either. 

Before I get accused of pre-judg- 
ing my readers’ reaction to Wal- 
ter’s letter, I’d like to run it in full 
because he brings out some very 
good points that should get the at- 
tention and thought of everyone 
who depends upon the truck busi- 





Billboards Proclaim Truck Role— 


ness for his main or a large share 
of his income. 
* * * 


Belson’s Letter 

O HERE is Walter’s letter in 

full: 

Dear Jack: Only once before, in 
all the years you have been writing 
and I have been reading your stor- 
ies and columns, have I ever felt 
disposed to question seriously any- 
thing you wrote ... but this is 
number two. 


Your column of Feb. 7 is, I am 
certain, based on a misunderstand- 
ing and I wish, if you agree with 
me, you would straighten it out. 
Your lead paragraph contains a 
misreading of the recent ATA reso- 
lution and what you say thereafter 
naturally follows. 

ATA has not decided upon a 
“new policy of withholding recog- 
nition and cooperation from non- 
affiliated groups and organiza- 
tions unless they have been 
approved by the ATA national 
federation.” What ATA has de- 
cided is to withhold both recog- 
nition and cooperation from any 
group which holds itself forth as 
“representative of or a spokes- 
man for the trucking industry.” 
The phrase “the trucking indus- 
try” is always interpreted to 
mean all types of property-haul- 
ing vehicles. 

During the past several years, 
the trucking industry has been 


(Continued on Page 24, Col. 1) 


General Tire & Rubber Co., Akron, is honoring truckers with a nationwide distribu- 
tion of billboards calling attention to the role of truck transportation in the economic 
life of the nation. More than 3,000 boards in 300 markets will be used as well as 


570 stations on Mutual Broadcasting system. 


Trucks Face Lively Legislative Year 


AWMAKERS are understanda- 


states which already carry such 


bly confused on proper truck | taxation measures on the books. 


legislation at the sessions this year, 


On the other hand, nine states 


for they are faced with a maze of | are considering pro-trucking bills 


contradictory conditions and opin- 
ions which, in many cases, endan- 
ger the welfare of state truckers. 

The possibility of further 
breakdowns in reciprocity agree- 

ments between states, the weight- 
distance tax battles in New York 
and Ohio, pressures for more 

revenues to provide better roads 

and the recurrent problem of di- 

version practices carry consider- 
able threats this year. 

This confusion is reflected in the 
wide range of bills introduced so 
far this year. First, legislators in 
10 states already have bills to put 
weight - distance taxes (ton - mile, 
axle-mile) into effect against truck- 
ers. These are in addition to 16 | 


to increase the size-weight limita- 
tions currently imposed on truck- 
ers by the states. In three states, 
legislators must vote on both of 
these conflicting measures. 

* * * 


HIS state of confusion offers an 

excellent opportunity for truck 
dealers and operators to present a 
united, sensible approach to the 
legislatures, and speak with au- 
thority on what is best for the 
state. Most trucking authorities 
feel that it will have to be a strong 
fight, since large organizations are 
at work to bull through anti-truck 
legislation. 

Most of the trucking organiza- 
tions feel that a well organized, 


“grass roots” campaign would be 


the best solution to the problem. 


How to Put Profit Back in Truck Business... 


Spur for Equipment 


ECAUSE so few truck dealers, 

comparatively, are interested 
enough in their truck business to 
get out and sell the type of trucks 
that take more than a price quo- 
tation to move, Herman Body Co., 
St. Louis, is putting its own men 
in the field to make certain that 
Herman gets its fair share of 
business. 

In this, Herman is following 
the same general sales methods 
that have proven successful for 
other manufacturers making ap- 
proximately the same type of 
body, such as Universal Sales, 
Delaware, O.; Boyertown Body & 
Equipment Co., Boyertown, Pa., 
and others. 

All of these old-line makers have 
found during the past few years 
that they cannot exist upon the 
amount of business they get from 
the comparatively few truck deal- 
ers who have enough interest in 
their profit potential to get out 
and work for lucrative business 
right under their noses. 

* * ~ 
DEMONSTRATE that “selling 
and showing” will get business 
at a profit, one of these makers 
points with pride to the fact that 
last year, although it was generally 
known as a tough year in truck 
sales, its business showed an in- 
crease of 40 percent. 

Why don’t more dealers get on 
the profit bandwagon and 
go after business instead of wait- 
ing for the “chiseler” to come in 
and buy? 

Why are so many dealers giving 
lip service to the mistaken idea 
that there isn’t any money in the 
truck business? 

Why did a survey of a number 
of top truck dealers made last year 
in the Midwest show that these 
dealers were making a gross of 
less than $125 to the washout on 
the trucks they had “moved” over 
a six-month period? 

* * * 

- THE eyes of those who work 

closely with these dealers, it 
is felt that in the main, far too 
many dealers think they would not 
like the truck end of their business, 
although they never have taken off 
their coats and really gotten down 
into it. 

These men say that the dealers 
who give their entire profits 
away on equipment and bodies 
sold on their chassis, and who 
allow their salesmen to take 
bonuses plus commissions from 
body and truck equipment dis- 


Key men in several areas of the 
state would spark a drive among 
dealers, truckers and business 
men who depend heavily on truck 
transportation, to notify their 
representatives how they feel on 
truck taxes. 

The possibilities of this approach 
seem to be limitless, most authori- 
ties feel, since it has been esti- 
mated that 25,000 communities in 
the U. S. are wholly dependent on 
truck transportation, and thou- 
sands of others are only partially 
served by railroads. 

This is the type of campaign be- 
ing carried on in New York, where 
a strong movement to repeal the 
ton-mile law is under way. The 
movement was brought into prom- 
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tributors and don’t demand that 
all profits in the deal come to 
the dealerships, are more or less 
typical of the type of dealers who 
ery the loudest that there isn’t 
any money in the truck business. 

They don’t even realize that 
when they allow their truck sales- 
|men to take gifts and direct pay- 
ment from a body or equipment 
distributor or maker, this puts the 
salesman in the position of work- 
ing for the distributor or dealer 
and not for the truck dealer. 

They seemingly don’t appreciate 
that to get the $25 Government 
bond plus the 5 percent that one 
big Chicago distributor is reputed 
to give each truck salesman who 
sells a job with that distributor’s 
products on it, the salesman ceases 
to work for the interest of the deal- 
er and works for the distributor. 
He will “sell” the dealer on taking 
any deal, regardless of whether it 
carries a profit, just so that he can 
get his gift and bonus. And just 
to compound this felony it is reli- 
ably reported that another body 
outlet is offering a $50 bond on 
those deals where they run into the 
$25 bond deal. 

A deal of this type has been 
reported in the Chicago area. Ac- 








cording to the story, a salesman 
on a three-truck deal sold the 
company on taking the deal al- 
though the sale showed a loss of 
nearly $200 per truck, while the 
salesman made $300 per truck for 
himself. 
* * * 

EN in the field for Herman 

Body, as well as for the other 
body makers, are working for the 
interest of the truck dealer at all 
times. With the exception of one 
make of body that has always been 
sold direct to the user, Herman 
Body has a commission in every 
deal for the dealer and will protect 
the dealer on every deal. 

It is strictly up to the dealer 
if he wants to give any part of 
his profit away on the deal. If he 
does, they want it to be hidden 
in the quotation of the chassis 
and body, not given as the deal- 
er’s profit on the body. 

But Herman Body would like to 
see the dealer get behind the 
selling of completed trucks to the 
point where they could establish 
the same “work only with fran- 
chised dealers” policy on every 
body in the line. 

The present Herman Body sales 

(Continued on Page 22, Col. 1) 


Goodyear Unveils New Rim 
For Tubeless Truck Tires 


KRON.—Goodyear Tire & Rub- 

ber Co. has unveiled a radically 
new air-locking rim that it says 
will extend the advantages of tube- 
less tires to the largest trucks and 
earthmoving equipment. 

It is called the Tru-Seal and is 

a three-piece easily mountable 
rim with a rubber “0” ring that 
locks in the air. 

The firm also made public a truck 
drop-center rim such as used on 
present automobile tubeless tires. 
They said, however, that it may be 
used only up to the 10.00 x 20 size 
tire. 

Goodyear stresses that their Tru- 
Seal rim will eliminate the inch 
shorter sidewall construction ne- 
cessitated by the drop-center rim. 
The Tru-Seal will allow present 
standard sidewall measurements of 
truck tires to be employed. 

The new Goodyear truck tire is 
called the Tubeless Traction Hi- 
Miler and is based on the 3-T proc- 


inence a few months ago, when 
both candidates for the governor- 
ship promised to review the law 
and make attempts to clear away 
its inadequacies. 
* 7 - 

EIGHT-DISTANCE tax provi- 

sions, where the trucker is 
taxed according to the weight of 
his load multiplied by the number 
of miles traveled, are not new and 
have not been successful in the 
past, according to the National 
Users Conference. Ag far back as 
1933, records show, Oklahoma found 
such a tax unsatisfactory and re- 
pealed the law. 

Since that time, other states 
have junked weight-distance tax- 
ation. Experiments were carried 
on by Utah (and repealed in 
1937), Georgia (1937), Kentucky 
(1987), Towa (1939), Tennessee 
(1989) and Minnesota (1949). 


The principle criticism of the 
(Continued on Page 26, Col. 1) 








ess for sealing the cords, making 
them impervious to air. 
* * * 


GO0brzarn engineers said they 
were confident that their new 
truck tire would stand up under 
heavy over-the-highway use. 

A thorough check on the ability 
of the new rim to hold an air- 
seal for long periods of time was 
made in three ways: 


1. The tubeless tire and rim as- 
semblies were put into test oper- 
ations in trucking fleets. 

2. They were tested round-the- 
clock for hundreds of thousands of 
miles over Goodyear’s test course 
at San Angelo, Tex. 


3. They were run for many hours 
at 45 m.p.h. against’a specially de- 
signed test wheel in Goodyear labo- 
ratories. 


Goodyear engineers said the lab 
tests simulated conditions 20 to 30 
times as severe as ordinary high- 
way service. They said the rims did 
not lose air. 

as 7 * 
Tus effect of low temperatures 
on the new rims and tires was 
checked by aiming frigid blasts of 
(Continued on Page 27, Col. 1) 





Top Trucks 


New-truck registrations for 11 
months, plus 48 states for De- 
cember: 


1954 Pos. Make 1953 Pos. 
« 1—292,777 Chev. 326,964— 1 
2—267,618 Ford 264,890— 2 
3— 83,714 Internat. 94,917— 3 
4— 66,599 GMC 82,067— 4 
5— 60,577 Dodge 81,897— 5 
6— 17,472 Willys 17,648— 6 
7— 10,250 White 12,190— 8 
8— 10,160 Stude. 22,4238— 7 
9— 6,078 Mack 6,824— 9 
10— 2,666 Diamond T 3,3381—10 
1l— 2,255 Reo 3,471—11 
12— 1,055 Autocar 1,698—12 

6,373 Misc. 8,220 

Total All Makes 
827,603 926,590 


Further details on Page 40. 
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Equipment Makers Spur Sales 


(Continued from Page 21) 
policy is but implementing a sales 
policy that has been in effect since 
1950. The only thing really new 
about it is that the men they are 
putting into the field to work with 
the truck dealers will travel in 


demonstrators and will make their | 


prospect calls in demonstrators. 

In some areas, particularly on 
the East and West Coast, Herman 
will appoint, or has already ap- 
pointed, body distributors who will 
be charged with selling under the 
same policy. 

Several other body companies 


work on the same basis. 
* + 


~~ 
N ADDITION to cab-forward and | 


other bodies sold under this 
sales policy, refrigerated bodies 
also are sold through franchised 


truck dealers. Herman Body claims | 


to be the only body company that 
Sells “reefers” this way. 

Many truck dealers claim that 
distributors’ or body makers’ men 
rarely ask them to go out and 
show their truck and body to 





‘Advantages? Quaker State's new 
streamlined oil grading system has plenty!” 


It’s so easy to select the correct grade of motor oil when 
you sell Quaker State. There are just 3 basic grades— 


Light, Mediumn, 


State provides the finest possible lubrication and protec- 


prospects, or bring in any sales | naturally gravitate to working with 
of completed trucks. | the dealers and the dealer’s organ- 


There is a definite and sound |ization that gives them the most 
reason for this. | cooperation. 
The men representing the body | * * & 


maker in the field, while in most | 
|cases working on a salary and | ing that there is money to be 
expense agreement, actually are€)made in the truck business but 
| working on a set discount or com- | that it takes calls to get profitable 
mission figure. Thus, regardless of | business. They also are proving 
their basis of payment, the sales-|eyery day that demonstration to 
men actually are working on 4 | the prospect pays off in much more 
basis of so much per body sold. | profitable sales. 

Because they have a quota to ‘ : 
meet to make their “take,” and can | sane ggg iggy a 
|only increase their earnings by | past few years that once the 


jexceeding this mut," they Just | average dealer got into a highly 





competitive market on his cars 
= 
Mack Delivers 
return on his volume from car 
ered 25 new diesel buses to the local | ™ents for help. 
|falo, according to Elliott Ewell,| pened with but a small percentage 


| and got down to the point where 
| he wasn’t making an adequate 
| 

2 Bus Fleets sales, he would naturally turn to 

| NEW YORK. — Mack has deliv- | his truck and service depart- 

Surface Transportation Corp. and| But according to every source of 

30 to Niagara Transit System, Buf-| information available, this has hap- 

‘sales vice-president. of dealers. Surprisingly though, 


and Heavy. And most important, Quaker 


HESE men are constantly prov- 


|’em-and-deal-’em dealers in the 


NEW QUAKER STATE OIL CLASSIFICATION 








New 4-Wheel-Drive Transport Tractors— 


Four Wheel Drive Auto Co., Clintonville, Wis., has developed two transport tractors 
which are said to permit maximum legal gross payload in any type of over-the-rcad 
trailer operations. They are the six-by-four tandem Model 1-647 (above) and the 
four-by-four Model 1-47. Both are shorter and lighter than previous FWD transport 
units and are powered by 212-horsepower engines. They are designed to increase 
payloads up to 1,500 pounds by putting up to 20 percent of the king pin load « 
the fron? axle. 


according to some of the body | than a satisfactory profit from their 


truck business. 

L : Maybe, say these body men, these 
country are doing a magnificent dealers keep singing the blues 
truck selling job and making more about their truck business to lure 


builders, some of the biggest wheel- 


well-organized truck departments 
and go after every cent of profit 
there is in the deal. 
|they manage their business. They 
don’t let their truck salesmen run 
them. They lay out the work for 
| the salesmen, hold them to a defi- 
|nite number of “cold calls” 
make them demonstrate. 


| co + * 

A COMMON practice is to make 
jtain number of postal cards each 
|day to prospects, make a certain 
|number of telephone calls as well 
|as make a certain number of calls 
on new prospects each day. 

Some dealers go so far as to 
hold up pay checks if the sales- 
men haven’t turned in the re- 
| ports on the calls and listed the 
prospects to whom they have 
sent literature. Checks are with- 
held until the call data is turned 
| in. ; 
How do the dealers get away 
with it? 

The salesman himself comes up 
with the answer to that in a 
matter of a very few weeks. His 
pay check shows him that it pays 
off. 

Many believe the truck business 
is in a chaotic state right now, 
but it is only in the condition that 
lack of management has put it. 








U.S., Greyhound 
Enter Area Mail 
Transport Pact 


WASHINGTON.—A new type of 
contract for highway transporta- 
|tion of mail is now in use by the 
Post Office Department. 

This is an “area” star route 
contract made with Pacific Grey- 
hound Corp. The carrier will trans- 
port mails in accordance with its 
published schedules between any 
post offices between San Francisco 
and Portland, Ore., Salt Lake City, 





and- 


the salesmen send out a cer- 


their competition into a false sense - 
of security. These big boys have’ 


Above ll, 


Albuquerque, N. M., El Paso, Tex.,. 


and San Ysidro, Calif. 

The carrier provides necessary 
space, with not less than 50 per- 
icent of its storage capacity made 
available, except that in the case 
|of “pool cars” operated interstate 
|by two or more carriers, the mail 
is carried on a _ space-available 
basis. 

The rate is set at 35 cents per 
| piece (sack, pouch, bag, or outside 
|parcel) regardless of the distance 
of transportation within the pre- 
scribed area. 

The use of the “area” contract in 


tion qualities. It lasts longer, too! 


This streamlined grading system brings common sense 
to motor oil marketing. It’s modern! It’s exclusive with 
Quaker State. It means faster moving inventories and 
easier ordering. Customer satisfaction is assured because 
it is a simple matter for any service man to use the right 
oil for every engine need. And it’s backed by high fre- 
quency advertising that helps build business for you. Ask 


your distributor for all the facts. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 


NOW — you need only 3 grades of 
Quaker State HD Oil for service MM, 
MS and DG. 


LIGHT—SAE 10W, 20W, and 20... 
for cold weather service. 


MEDIUM—SAE 20W-30...for warm 
weather service. 


HEAVY —For use where SAE 40 and 
50 grades are recommended. 
AND—NEW SUPER BLEND SAE 10W-30 


HD — for the newer, high- powered, high com- 
pression engines... for service MM, MS and DG. 





place of the usual route contract 
|greatly simplifies administration 
}and is expected to reduce costs 
and speed service. 





| 
| 


ST. LOUIS.—Joseph Sunnen, head 
|of Sunnen Products Co., manufac- 
‘turer of automotive shop equip- 
|ment, has been named “Big Broth- 
jer of the Year.” Sunnen, noted fo 
his philanthropies to churches 
| schools and children’s funds, has 
jdonated a $250,000 lake at the 
YMCA camp near Potosi, Mo. 
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Smart dealers 
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Bob Corum Motor Co. 
Hopkinsville, Ky. 


Thompson Motor Co, 
Walsh, Colo. 


Main Motors 
New Hampton, Iowa 


Hardin-Bradley Motor Co. 


Forest City, N.C. 


Marks Service Garage 
Germantown, Wisc. 


Jim Durick Motors 
Bowbells, N. D. 


Postville Auto Sales 
Postville, Iowa 


Reece Motors 
Paris, Texas 


Arvada Motors 
Arvada, Colo. 


Wayne Motor Co. 
Wayne, Nebr. 








Spitzer Motors of 
Mansfield, Inc. 
Mansfield, Ohio 
Syracuse Auto Sales 
Syracuse, I nd. 
Podratz and Timm 
Brownton, Minn. 


1. Y. Halsey Automobile Co. 
Easthampton, N. Y. 


Wagner Motor Sales 
Danville, Pa. 


Donald L. Martindale 
Bridgeton, N. J. 

Van D. Yetter, Jr. 
Marshalls Creek, Pa. 


Holt Motor Company 
Los Angeles, California 


Marstaller Motors 
Waco, Texas 


Engs Motor Truck Co. 
San Francisco, Calif. 


for smart dealers! 
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Dealers everywhere—in every phase of the 
business—are making the big move, the 
move that gives them an additional high- 
profit, high-volume line of vehicles . . . the 
money-making line of world-famous Dodge 
“‘Job-Rated” trucks! 

And it’s easy to figure out how these 
dealers came to this decision. They knew, 
for one thing, that Dodge trucks long have 
enjoyed an unequalled reputation for 


‘quality, economy and dependability —plus 


consistent recognition as a leading seller 
in the popular truck field. 


They knew also that the big expanded 
Dodge truck field force stands ready to 
offer helpful sales and merchandising assis- 
tance wherever and wherever needed. And 
when it comes to coverage, Dodge trucks 
meet 98% of all hauling needs—from 14- 
ton to 60,000 lbs. G.C.W.—with every 
model priced right down with the lowest. 

To find out more about this great new 
sales and service profit opportunity with 
trucks, write Dodge “Job-Rated’’ Trucks, 
21500 Mound Road, Detroit 31, Michigan, 
or phone JEfferson 6-6200. 


DODGE !éfa TRUCKS 








White Motor Honors Sales Leaders— 


S$. E. Becker (left), branch manager of White Motor Co. in Indianapolis, was one 
of four 1954 sales leaders to be honored at a central regional sales conference in 
Chicago. With him are Robert F. Black (right), president, and L. B. Gilbert, central 
regional manager. Others honored were C. J. McCormick, of McCormick, Inc., Vin- 
cennes, Ind., for the regional truck sales record; Harry Ahlemeyer, of Willey White 
Truck Co., Marion, ind., winner of the parts and accessories sales award, and William 
Cordt, of the Milwaukee branch, top salesman in the region. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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committed, publicly in press re- 
leases and personally in contacts 
with public officials, to various pol- 
icy positions on important matters, 
many of them in conflict with pol- 
icy decisions reached by common, 
contract and private carriers in the 
organized industry. These commit- 
ments have been made by those 
who asserted they spoke for “the 
trucking industry.” Some have been 
very serious. 


All that the ATA resolution says 
is that the trucking industry, is 
formally organized in a democratic 
manner, through state associations, 
conferences and a national federa- 
tion of both. While it by no means 
represents every truck owner in 
the country, there is no gainsaying 
the fact that no one else has cre- 
dentials to speak for the whole 
trucking industry as such. ATA 
has. Therefore, if each group pur- 
porting to speak for “the trucking 
industry” will identify itself as to 
whom it represents, it will be found 
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Jack Weed 





that the only national voice, rooted 
back in every state and in every 
specific form of motor truck haul- 
ing, is the American Trucking As- 
sociations. So, the resolution says 
in effect that this industry has or- 
derly processes of a representative 
and democratic character for as- 
certaining industry policy on im- 
portant questions and that the 
industry’s national organization 
was established for that purpose. 


There is, as I am sure you 
know, a persistent feeling in 
some quarters that ATA is a “for- 
hire” organization. I am sure that 
this is due to the fact that the 
for-hire carrier, being under regu- 
lation, having rate problems, mer- 
chandising problems and the 
whole range of such matters in- 
volved in his operation, makes a 
great deal of news and is the 
subject to a great deal of organi- 
zation interest everywhere. Addi- 
tionally, for-hire carriage breaks 
down into a substantial variety 


Eaton 2-Speed Axles 
are Smashing 


TUT Cem Ceteel ce Ce 


Actual performance records covering vehicles in 
every type of service — on the highway and off — 


prove that trucks equipped with Eaton 2-Speed 
Axles haul more, quicker, at lower cost. These trucks 
spend more hours on the job—less time in the shop. 


Operating and maintenance costs reveal 


savings on these important items. Owners’ records 
show that Eaton 2-Speed Axle trucks deliver extra 
thousands of trouble-free miles, are worth more 


when traded in. 


More than Two Million 
Eaton Axles in Trucks Today! 





EATON 


ae Sodium Cooled, Poppet, and Free Valves * Tappets » Hydraulic Valve Lifters * Valve Seat Inserts + Jet 
Engine Parts e Rotor Pumps « Motor Truck Axles » Permanent Mold Gray Iron Castings « Heater-Defroster Units « ‘Snap Rings 
Springtites « Spring Washers - Cold Drawn Steel « Stampings « Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 


definite 













AXLE DIVISION 


CLEVELAND, 


MANUFACTURING COMPANY 
OHIO 


of specialized activities, each of 
which has a separate ATA Con- 
ference. 

Nevertheless, the fact remains 
that through its state associations, 
its Private Carrier Conference and 
ATA itself, our organization is thor- 
oughly representative of private 
carrier interests. So far as I know, 
no other private carrier group is 
organized on a state-wide basis 
through membership in state as- 
sociations affiliated with a national 
group, on the comprehensive basis 
found in American Trucking As- 
sociations. I mention this, not con- 
tentiously, but to establish the fact 
that ATA is indeed, by democratic 
organization, representative of all 
operators of motor trucks to the 
extent that such operations are ef- 
fectively organized. 

* * * 

b column names some spe- 

cific organizations and I would 
like to make this comment: So far 
as I know, AMA, the Private Truck 
Council, the Truck Body Associa- 
tion or any others in that classifi- 
cation have never undertaken to 
speak “for the trucking industry.” 
As to our asking John Hulse of 
the Truck Trailer Assn. how his 
group does it, we won’t have to, 
because we have been working very 
closely with John since he started 
this project, the latest cooperation 
being the Boca Raton broadcast 
idea on Neil Curry’s speech on tape. 

Your column, Jack, give the im- 
pression that ATA is now refusing, 
under a “new policy” to work with 
other interested groups. It is be- 
cause of this especially that I write 
to you. Nothing could be further 
from the fact. We shall continue 
to work with motor truck makers, 
trailer manufacturers, petroleum 
producers, tire makers, parts man- 
ufacturers and others and with the 
organizations representing them, 
just as in the past. 

In fact, ATA itself is respon- 
sible for an intensification of the 
interest of all of these groups, 
and their dealers and distribu- 
tors since 1951. In that year we 
invited top representatives of all 
of these suppliers and their or- 
ganization representatives to a 
joint meeting with our Commit- 
tee of 100 on public relations. 
Those joint meetings have been 
annual events since and have 
helped both supplier and opera- 
tor immensely. 

Actually, the cooperation between 
everyone concerned in the manu- 
facture and supplying of trucks 
and trailers and their operation 
over the nation’s roadways has 
never been so complete and enthu- 
siastic as it is at this moment. 

I think, out of your long experi- 
ence with the industry and with 
organizations, you will agree with 
the virtually unanimous comment 
we have received from operators 
and the supplying industry, that 
some such resolution as was re- 
cently passed was greatly needed 
and should help clear the air. 

Because of the wide readership 
and influence of your column, I 
sincerely hope you will pass along 
to your readers this’ particular 
comment on the resolution in ques- 
tion. 
Kindest regards, 
AMERICAN TRUCKING 
ASSOCIATIONS, INC. 
Walter W. Belson 
Director of Public Relations 
+. m * 


Reply to Belson 


Ate here is my reply to Walter 
which, to a degree, is self-ex- 
planatory: 

Dear Walter: Perhaps I took the 
wording of your policy statement 
too literally. 

As a matter of fact, I am still 
somewhat confused as to just what 
type of organization this policy 
statement was directed at. 

Back of my column comment 
was a statement by the speaker 
during the recent Private Coun- 
cil of Truck Owners meeting in 

New York, who hit on the. same 
subject in his explanation of why 
the Truckers did not get very far 
in their fight on the third axle 
law in the State of New York 
when they were fighting it there. 

As you know, I do not like to 
be destructive in any comment in 
Automotive News or at any other 
time regarding the truck business 
in any of its phases. 

While I freely give credit to the 
ATA for doing the finest job of 
public relations, from many phases, 

(Continued on Page 25, Col. 1) 
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(Continued from Page 24) 


in the entire truck industry, I can|by, Commerce and Sauer days— 
not go along with your statement | little is being done by the dealer, 
“no one else has credentials to|or for the dealer, to stabilize the 
business. 


speak for the whole trucking in- 
dustry as such.” 

I give both you and your or- 
ganization full credit for speak- 
ing for the for-hire operators 
under all categories and for a 
large segment of the private 
haulers. 

Walter, the whole truck industry 
is in such a chaotic conditions to- 
day that I would like to see even 
your organization develop a public 
relations group that could speak 
for the entire truck industry on 
matters that are so vital to the in- 
dustry at the present time. But it 
is hard for me to conceive how, 
under your present setup, the ATA 
can conceivably speak for the in- 
dustry until you can get all organ- 
ized branches of the industry work- 
ing with you. 

I would like to have your fur- 
ther thinking on this subject so 
that in a future column I can ex- 
plore this idea further. Perhaps 
when you come out to talk in De- 
troit we can find time to discuss 
this subject a little more in detail. 


Sincerely yours, 


J. C. Weed, 
Truck and Service Editor 
ea * * 


I THINK the time has come when 
there should be some central 
body that is qualified to speak for 
the entire truck industry, speaking 
for the industry with one voice 
that actually represents the mil- 
lions of truck owners and users 
whether they haul for hire or for 
themselves, whether they represent 
large trucks and trailer combina- 
tions or whether they represent the 
farmer and the retail merchant 
with the little pick-up and panel 
delivery. 

Adverse legislation that is aimed 
at the “for hire” trucker hurts all 
users of trucks and especially all 
trucks in the tonnage classifica- 
tions most commonly used by the 
“for hire” groups. 

Any stigma that is cast on 
trucking bounces back into the 
lap of manufacturer and the 

dealer. 

And as every truck that goes 
into service must go through a 
dealer—with the exception of the 
relatively few that are sold through 
branches—the truck dealer is af- 
fected in a major way. 

* * 


Dealers Are Voiceless 


ya in no public relations deal 
speaking for the entire indus- 
try does the truck dealer have a 
voice. 

Perhaps this is because the 
dealer as a body has never made 
an effort to make his voice heard. 

Despite the fact that truck mer- 
chandising, to a great extent, is in 
the most chaotic state it has ever 
been in during my connection with 
the industry—and that dates back 
tc the Rapid Motor Vehicle, Pack- 
ard, Pierce Arrow, Republic, Den- 


Fleet Courses 
Offered in 33 
States for °55 


STATE COLLEGE, Pa. — Fleet 
management and truck mainte- 
nance courses will be offered at 
educational institutions in 33 states, 
Canada and Hawaii during 1955, 
Amos E. Neyhart, secretary of the 
National Committee for Motor 
Fleet Supervisor Training, has an- 
nounced. 

This year, courses will include 
supervisory, training of commer- 
cial drivers, efficient terminal man- 
agement, maintenance, effective 
fleet operation and a series of top 
management conferences. 

Some of the state colleges and 
universities where the subjects will 
be presented are Alabama, Califor- 
nia, Washington, Maryland, Flori- 
da, Virginia, Kentucky, Minnesota, 
Tennessee, Michigan, and Pennsyl- 
vania. Other universities include 
Purdue, Tulane, Rutgers, North- 
western, Toronto, New York and 
Denver. The Hawaii Employers 
Council also will offer the courses. 


to be recognized in many quarters |0ds which can only come back to 
is that not a truck would be sold if | roost on their front door one of 
there wasn’t a need for one. Cut/ these days soon. 

prices and 
move one vehicle unless some firm 
or individual has a job for it to do. 


There Must Be A Need 
Not a body or a piece of truck 


on a truck unless there was a 
money, or time saving, need for 
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that body or piece of equipment to 
be mounted. 

Therefore it is hard for me to 
understand why so many dealers 
are “sloughing” off their trucks 
with no eye on the profit angle, 
why dealers let their truck sales- 
men get away with the murder- 
to-the-industry that seems so 
prevalent in especially the larger 
truck centers and why body and 
equipment makers despoil the 
distribution market with the 
ruinous discounts they have been 
offering to get certain distribu- 
tors. 
| And, too, why some distributors 
are using the tactics they are now 
using to not only disrupt the mar- 
money and continuing to make (ket but build up future trouble for 
friends among their customers. {themselves by using certain ex- 
The one thing that does not seem | tremely bad merchandising meth- 


by Jack Weed 


I do not mean to say that all 
dealers are in a chaotic condition 
as far as their truck business is 
concerned, or all factories or all 
equipment distributors, for in 
each category there are units 
doing a mighty fine job, making 





long trades will not I am glad to see Walter Belson, 
speaking for ATA, say that his 
group will continue to work with 
* * * the “motor truck makers, trailer 
ducers, tire makers, parts manu- 
facturers and others and with 
the organizations representing 
them, just as in the past.” 


Now, how can we get the voice 


equipment would be sold to go 








‘Toughness’ by Seiberling— 


Seiberling ‘Power Trac,” is claimed to 


have 50 percent greater resistance to . 
cutting and tearing than other tires of this cs el cr we mn Geena 
manufacturers, petroleum pro- (type. 


of upwards of 25,000 truck dealers 


and sales branches added to this|outh) i i 
“voice of the industry”? ied’ Mle eee 


ATA, inasmuch as they have the 
machinery for such representation 
all organized and on a proven suc- 
cessful basis, set up an industry 
committee to consider all legisla- 
tive and other problems that hurt 
the truck business or any segment 
of the industry? This committee 
'|could include with ATA, the Pri- 
vate Truck Council, Truck Body 
and Equipment, Truck Trailer 
Manufacturers, AMA, NADA, Na- 
tional Independent Tire Dealers, 
American Petroleum Institute and 
others of like nature. It might even 
extend to the National Standard 
Parts Assn. and the Motor & 
Equipment Wholesalers Assn. 

Such a committee could speak 
for the industry without any criti- 
cism that they represented but a 
part of the millions of truck 
owners. 


oS. 


Horton Named President 


This off-the-road truck tire, called the| Of Bedford (O.) Group 
BEDFORD, O. — Ralph Horton 


Automobile Dealers Assn. to suc- 
ceed J. O. Stone (Buick). 
Frank G. Elliott (Dodge-Plym- 


Sanford Nudelman 
Why wouldn’t it be possible for! vice-president. 


(Pontiac) is 


Now—More Than Ever—This Sign Means Business! 






New Motor Oil 
that in Effect 


ADDS 
OCTANES 


GASOLINE 














Boosts Gas Mileage Up to 


The Best Lubricant for 
Any Car, New or Old—in Extreme 


Heat or Sub-Zero Cold—Adds 
Years to Engine Life! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption — increased miles per gallon up to 23% 
—over results obtained with conventional high-quality SAE 20 motor oil. 


Mobiloil Special —Under AP! Classification, recommended ‘For Services ML, MM, MS, DG.” 


Here’s the Remarkable 


SOCONY-VACUUM 





Say 


xe 





23%" 


Never before has a motor oil demonstrated so many 
protective properties. New Mobiloil Special cleaned up 
engines of all ages—kept them clean as no other oil 
ever has before. It relieved engine knock, pre-ignition 
“ping” and spark plug misfiring. It reduced corrosive 
and mechanical wear to practically zero. 


Customers are reading about New Mobiloil Special 
right now —in national magazines — Life and Saturday 
Evening Post —coast-to-coast! 


For more satisfied owners...more service department 
gross profit— make it New Mobiloil Special! 


Best For Every Car You Sell—Every Car You Service! 





SOCONY-VACUUM OIL COMPANY, INC., and Affilictes: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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Reciprocity Imperiled oy. 


Legislators Are Active 
On Truck Front 


(Continued from Page 21) 


laws now are the same as they 
were in the beginning. 

1. Reciprocity agreements with 
‘other: states are threatened. 

2: The law is relatively unproduc- 

tive, afd costs of administration 
‘a¥e ‘high: , 
‘2:3! Weight-distance laWs ‘are not 
‘equitable in application. Weight 
‘diminishing ‘loads’ (routes, whole- 
sale deliveries, etc.) must pay the 
maximum load rates for every mile 
traveled. 

4, The» tax is self-assessed, in 
that the operator must keep his 
owh records. This has made it 
highly unpopular. 

+ * * 

UT as the need for new revenue 
*” becomes more apparent, the 
merry-go-round has completed a 
turn and once again weight-dis- 


tance taxes are being considered. 
This year, so far, weight-distance 
tax measures are being considered 
in Arkansas, Connecticut, Indiana, 
Iowa, Montana, Oklahoma, Dela- 
ware, Texas and West Virginia, 
and more are éxpectéed. This does 
not include other forms of “third 
structure”’ taxation, nor countless 
bills to raise gasoline or registra- 
tion fees. 

Those with weight-distance leg- 
islation already on the books, ac- 
cording to NHUC data, include 
Alabama, Colorado, Florida, Kan- 
sas, Michigan, New Mexico, Ore- 
gon, South Carolina, South Da- 
kota, Wyoming, New York, North 
Dakota, Utah, Illinois and Ohio. 


It should be pointed out that 
‘some of the states mentioned have 





‘affect reciprocity, and are not as 
dangerous as New York and Ohio 
laws. Also, some of the states have 
provisions only against certain 
classes of operators, and others do 
not levy the tax on haulers of “nat- 
ural products,” such as oil, lumber 
| and coal. 
} a ee. 

STUDY of these laws shows 
that there are almost as many 


|versions of the laws as there are 


laws. However, according to the 
NHUC, they are judged as rev- 
enue - producing laws based on 
weight-distance applications. 


The experience with weight- 
distance laws in New York and 
Ohio has not been satisfactory, 
according to the most recent re- 
ports. The Empire State High- 
way Transportation Assn. recent- 
| ly reported that the ton-mile law 
there had cost the public $1.68 for 
every dollar the state collected. 


In Ohio, according to a study 
made by the Battelle Memorial In- 
stitute, 18 Ohio-based truck firms 
have left the state and seven more 
went out of business because of 
the law. 

One of the late developments in 
|Ohio is the introduction of a bill 
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a weight-distance law that does not 'to. replace the axle-mile measure 


with a one or two cent per gallon 
fuel levy. This measure was recom- 
mended by the Battelle study. 
” a + 

— states considering bills to 

liberalize the size-weight restric- 
tions for truckers in the state are 
Arkansas, California, Indiana, Min- 
nesota, Nebraska, New Mexico, 
North Dakota, Pennsylvania and 
West Virginia. 

In short, these bills are as fol- 
lows: Arkansas would revise di- 
mensions of the units on the road 
slightly, and establish weight 
limits of 18,000 pounds on a sin- 
gle axle and 32,000 pounds on any 
tandem axle. California would al- 
low log truckers to enter into 
agreements with the state to haul 
up to a maximum of 25 percent 
overweight on roads not exceed- 


_ ing 75 miles in length. 


Indiana would eliminate all fines 
and penalties for trucks overloaded 
not more than 1,000 pounds. Minne- 
sota would increase the legal length 
of a vehicle from 45 to 50 feet, and 
allow 32,000 pounds weight on tan- 
dem axle units. Nebraska would 
allow 60-foot unit lengths, and legal 
weights would be extended to 77,650 
pounds. 

North Dakota would allow vehi- 


Wagner Rorary Air Compressors 


em 


eeehave operated up to 


550,000 miles without 
even needing seals 
to be changed”* 





1225 DALL 





Dear Sirs: 


Ohio and Indiana. 


running condition 


in our fleet have 


air lines free of 


TROJAN FREIGHT LINES, INC. 


Wagner Electric Corporation 
6400 Plymouth Avenue 
Saint Louis 14, Missouri 


Our drivers log a lot of miles hauling throughout 


customers 'on schedule’ service, 
that the power equipment in our fleet is kept in perfect 


The Wagner 'Air-Over-Hydraulic’' Brake Systems installed 


We plan to specify Wagner Air the next time we order 
new power units for our fleet. 


ER sT. DAYTON 3, OHIO 


To provide maximum safety and to give 
I make absolutely sure 


given us very fine service. I especially 


like Wagner Rotary Air Compressors. They are easy to 
install and service, quiet in operation and definitely keep 


carbon and sludge formation. They have a 


long service life—-in fact some of the Wagner Rotary Air 
Compressors have operated up to 550,000 miles without even 
needing seals to be changed. I also think your compressors 
‘have the fastest air pressure recovery and are extremely 
economical to service and maintain. They reduce road 
failure, too, because they are dependable. 


Very truly yours, 


Pete Haney g S 
Service Manager 
































WAGNER AIR BRAKE USERS 
ARE OUR BIGGEST BOOSTERS 


Wagner Electric Corporation 
6393 PLYMOUTH AVENUE « ST. 
(Branches in Principal Cities in U. S$. and in Canada) 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NoRol ...CoMoX BRAKE LINING ...AIR 
BRAKES ... TACHOGRAPHS .. . EL :CTRIC MOTORS .. .TRANSFORMERS ... INDUSTRIAL BRAKES 









WAGNER AIR. 


kept at a minimum. 


at no cost or obligation. 
Send for it, today. 


LOUIS 14, MO., U.S. A. 


*says: PETE HANEY, Service Manager 
Trojan Freight Lines, Inc., Dayton, Ohio 












Profit-minded trucking companies, like Trojan 
Freight Lines, Inc., have been quick to realize the 
absolute dependability of WAGNER AIR BRAKES. 
You, too, may gain the same freedom from main- 
tenance worries, cut costly repair jobs and increase 
driver-equipment-cargo safety by standardizing on 


WAGNER ROTARY AIR COMPRESSORS— 
standard on all WAGNER AIR BRAKE SYSTEMS 
—have these outstanding features: Rotary motion— 
to keep friction loss low and operating efficiency 
high ... Oil separation and cooling before air is dis- 
charged from the compressor—to reduce the air tem- 
perature and*prevent carbon formation in air lines. 
And because of the proven record of long parts- 
life, costly down time due to failures or repairs is 


Regardless of the size of your fleet operation— 
regardless of how many miles your drivers log... 
you'll be money ahead by switchin 

AIR BRAKES. They may be speci 
equipment from many leading truck and bus manu- 
facturers, and WAGNER AIR BRAKE KITS are 
readily available for easy, low cost field installation 
On your present equipment. Wagner Bulletin KU- 
201 gives full details and data on WAGNER AIR 
BRAKE SYSTEMS. A free copy will be sent to you 


to WAGNER 
ed as original 











cle combinations of 50 feet. V hile 
no bill has been presented ye: in 
Pennsylvania, it is expected that a 
bill to raise legal weights u> to 
60,000 pounds would be acce ted, 
West Virginia is considering ex- 
tending maximum length limits to 
50 feet, and the legal weights for 
any one axle to 24,000 pounds 

New Mexico would raise gross 
limits from 76,800 pounds to 85,400 
pounds and allow two trailers on a 
single tractor, single axle weights 
of 2,600 pounds and tandem loads 
of 34,320 pounds. 


* * 


oo door was opened for a “grass 
roots” campaign against ll 
weight-distance taxes when Gov. 
Frank J. Lausche of Ohio failed in 
his mission at the July, 1954, Gov- 
ernor’s Conference, many authori- 
ties feel. At that time, he was de- 
fending his axle-mile tax position 
to other governors. 

The other governors indicated 
that they were much more inter- 
ested in equitable reciprocity 
agreements than in weight-dis- 
tance laws which played havoc 
with reciprocity. 

Following that, successive reports 
have been issued which show axle- 

|mile and ton-mile taxes in a bad 
light, and clearly indicate that the 
program is expensive to operate, 
discriminatory to truckers operat- 
ing with diminishing loads within 
the state and thoroughly unpopular 
with interstate truckers. 
| * * * 


QrE of the dangers of the law, 
officials point out, is that other 
states may enact damaging weight- 
|distance taxes “just for spite 
against New York and Ohio,” and 
that this is no longer a regional or 
state fight, but that it can blossom 
into a national transportation ca- 
tastrophe. 


Truck dealers and branch of- 
fices should keep constant watch 
on what is being said and done 
about truck taxation in their 
| states. It affects their business 
directly, and the economy of the 
state indirectly. 

It is not efficient for the public 
to pay $1.68 in order to put $1 in 
the state treasury. The burden is 
| difficult for the public, and unbear- 
able for the truck industry in this 
era of extreme competition. 

a * * 


N. M. Truck Weight Bill 
Stirs Action from AAA 

ALBUQUERQUE, N. M. — Daily 
spot radio arguments by the Amer- 
ican Automobile Assn. are stimu- 
lating an already hot battle over 
legislation here which would in- 
crease truck load weight limits by 
20 percent. 


Total gross weights up to 86,400 
pounds would be allowed, and un- 
der the terms of the bill, which has 
already passed in the House, two 
trailers per tractor would be per- 
mitted. Single-axle weights would 
| be increased to 21,600 pounds, and 
tandem -axle weights to 34,320 
pounds. 


* 





Training for Profit 
‘To Highlight 1955 
Safety Institute 


STATE COLLEGE, Pa. — Train- 
ing for profits in the field of motor 
| transportation will be the major 
| goal of the 1955 Institute of Public 
brow courses at Penn State Uni- 
| 





versity. 

According to Amos E. Newhart, 
head of the Institute of Public 
Safety, eight courses, varying in 
| length from one to 12 days, will be 
|offered in a wide range of trans- 
| portation fields. 

Neyhart stressed that this year’s 
|; courses are greatly expanded over 
| those of preceding years because of 
| constantly changing transportation 
| ideas and operations. 

Following is the 1955 class sched- 
jule: Motor Fleet Maintenance 
| Course, Mar. 28-Apr. 1; Course for 
| Trainers of Commercial Drivers, 
|Apr. 11-15; Two Day Refresher 
| Course for Motor Vehicle Fleet Su- 
| pervisors, May 5-6; Traffic Officers 
| Training School, May 9-20; Motor 

Fleet Supervisors, Sept. 12-16; Top 
Management Conference for Own- 

ers and Executives of Motor Fleets, 
| Sept. 30; Efficient Terminal Man- 
| agement, Oct. 11-13, and Industrial 
| Safety Institute, Nov. 15-17. 

















- : lsize on an over-the- road trailer | Z 
e Air Lock Featured . . . there would be a weight saving of | 
over 40 pounds. 

“This is an especially signifi- 


Goodyear Unveils sa far et as 
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trucking operators constantly are 
seeking ways to reduce vehicular 


R im fe or Tu be le SS weight to increase pay loads,” he 


He added that, of course, the | 
tubeless tires for trucks can be 
repaired right on the rim in case 
17-degrees-below-zero air at the|the “O” ring, pressed firmly against | of ordinary punctures, just like the | 


(Continued from Page 21) 





assemblies. locking ring. tubeless tires for autos. | 
The engineers also said that | A weight tabie given out by | The development was hailed by E. 
the new tire and rim assembly | Goodyear showing a comparison | J. Thomas, Goodyear president, as 
will give truck operators better | between the new tubeless tires | the “greatest contribution to the 
mileage than conventional tires. and conventional types follows: trucking industry since Goodyear 
Other advantages cited by Good- }put the first trucks on pneumatic 
Or Sizo Ouniatiena 3 beles te pea Pit ae a < d 
i —Grip- eat a omas adde at i e indus- | 
_1. No more quick fiats—Grip-Seal| 7.5 x 90......... @Slbs. | SSlbs. try adopts the Tru-Seal type rim 
construction will hold a puncturing 8.25 x 20 89 Ibs 79 lbs. | : 
= object airtight. ey : - . : - |for truck tubeless tires, Goodyear 
Repai b do oth | 9.00 x 20............ 105 Ibs. 95 Ibs. | will cross-license other rim makers | 
2. Repairs can be made either on | 10.00 x 20.......... . 133 Ibs. 121 lbs. |so that standardization will be im- 
the road or at the end of the run. | * * & | mediately available. 
3. “Slowouts” instead of blow- | g\EORGE A. HUDSON, Good-| * *« « Goodyear Develops Tubeless for Trucks— 
outs. ’ ’ year’s truck tire sales manager, | a J. LEE, Goodyear man-| An air-locking rim is the feature that makes the Goodyear tubeless tire possible 
4. Cooler (by 25 degrees) running | said that Denver-Chicago Trucking | ager of tire development, | for trucks up to big tractor-trailers and earthmovers. The model sits on the rim for 
and lighter weight (see table be-|Co. is one of the large fleets pres-|symmed up the new Tru-Seal air- | an 18.00-25 earthmover tire. 
low). ently using the new tubeless tires | jock rim this way: ; ————— ~~ - 
5. No extra cost of tires. | in the 10.00 x 20 size. “It is so simple and yet so good |how fast the automotive industry | pared to 17,000 conventional casings. 
6. Elimination of tube pinching! He emphasized the weight differ-| that we often wonder why we |is switching to tubeless tires can| Over 1,000,000 car owners now are 
and flap trouble. ences as shown in the above table.| didn’t have it years ago.” be seen in the firm’s daily produc-|riding on Goodyear tubeless tires, 


| 7. Elimination of all valve trouble | For a single axle in the 10.00 x 20! Goodyear said an indication of 'tion schedule: 50,000 tubeless com-| the company said. 
due to tube creep. a cj aie ’ = ee : ' . 

| 
i 





8. Ease of mounting. No spe- 
cial equipment is needed regard- 
less of size of tire. 

9. Low cost of rim conversion. 
Goodyear estimates $17 per cast- 











M a ri | e lS World’s Largest Manufacturer of 


Automobile and Truck Frames 
M | 1D) if jan AY 1D) Makes Complete Line of Superior 

Power Brake Equipment and Door 
Controls for Trucks, Tractors, 
Trailers, Buses, Passenger Cars 








Air-Lock Rim— 
Goodyear's Tru-Seal rim is a four-piece 





Midland Air 





Midiand Vacuum 










rim consisting of the main rim, a beveled 

flange rim which carries the outside bead Hy-Power—for many a y- Power 

of the tire, the rubber “O" ring which years the choice of truck the original air- 

fits into an inner slot of the locking rim, . 

and the locking ring as on conventional and bus operators and over-hydraulic 

tires. This type of rim for tubeless tires is now available for pas- power brake system— is still the finest, simplest, 


used to facilitate mounting of tire. With 
the multiple part feature, the tire easily 


senger cars — converts most dependable of its type. Provides air opera- 


drops onto the main rim. ordinary hydraulic brakes into power brakes. tion of tractor by hydraulic brake and control 
wheel and $24 for removal of old Simple to install, compact, rugged construction, of trailer air brakes by standard hydraulic 
rim and welding new rim on disc dependable. Positive braking under all condi- master cylinder. Lightning fast action, fewer 
wheels. ee a tions of road or weather. parts, less weight. Sealed against the elements. 





CUNTING procedure as out- 
lined by Goodyear engineers 
is as follows: 

1. Tire dropped over rim. 

2. Beveled flange fitted over rim. 

3. Rubber “O” ring fitted in rim’s 

















[ inner slot. 
4, Locking ring fitted in outer © s idland’s 
| ’ slot. Filling tire with air forces bead Midland Air Compressors wid 
F against beveled flange which moves offer patented automatic inlet complete door 
into an air-locking position over) valves built into the cylinder control equip- 
head for greater efficiency, ment for buses 


includes every type of valve, switch, signal and 
connection required for safe, dependable, 
efficient operation. Systems available in both 
Straight-Air and Electro-Pneumatic operation. 
For years the choice of leading bus manufac- 
turers. Time-proved the best by every test! 


cleaner air, cooler operation, 
simpler installation. Avail- 
able in 7.4 and Model 12 
capacities. Provide ample re- 
serve braking power for the 
worst traffic emergencies. 


Whether you’re a manufacturer or an operator of automotive equipment, 
you ‘ll profit by insisting that your power brakes, compressors, and door 
controls be made by Midland. Complete information by writing 
the factory or through contacting your nearest Midland Distributor. 


Rubber "O" Ring— | THE MIDLAND STEEL PRODUCTS CO. 








The air-sealing rubber “O" ring fits | 
into an inner slot on the main onae Po 3641 E. MILWAUKEE AVE. * DETROIT 11, MICH. 
| as the outer flange rim moves toward the Export Department: 38 Pearl St., New York, N. Y. 





locking ring the beveled face is forced 
over the “O" ring and seals the tubeless | 
tire. Goodyear claims that tests have | 
shown the durability of the Tru-Seal rim. | 
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eoabe See your local FORD DEALER... Your Truck Headquarters — 
Selling ‘Triple Economy’ for Ford— 


This Ford Motor Co. outdoor poster was judged the best of the year in the truck 
classification by the Art Directors Club of Chicago in the 23rd annual competition 
of outdoor advertising art. A second Ford poster won second prize. The posters were 
prepared by J. Walter Thompson Co. ; 


Ford Paper Cited 


The Ford Aircraft Engine News, | papers eligible for the 1954 compe- 
edited by Fred M. Warner, has |tition. The papers were judged on 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
American Motors Corp. has an- 
nounced that its “Disneyland” 


television is being made available | 


without charge to television sta- 
tions owned and operated by the 


spark plugs for automotive, air- 
craft, marine and other types of 
gasoline engines. 

The Tunis organization will 
represent Lodge in the eastern 
half of the U. S., and will use 
television, newspaper and trade- 


armed forces. This action followed | paper advertising. 


a request from the Department of 
Defense. 


Prints of each program will be ‘aauher 


made available to the Govern- 
ment and will be shown over 
stations located in Limestone, 
| Me., The Azores, and Tripoli, 
French North Africa. 


“Disneyland,” which claims an 


persons weekly in the United 


| 


| 
| 
| 
| 


This marks the initial entry of | 
the Lodge plug in the American | 


* * * 


Circulation-Rate Data 

Publication of “Average Circula- 
tion and Rate Trends of Leading 
Magazines,” a report which pro-| 


audience of more than 40 million | Vides trend data on magazine cir-| 


culations, rates, costs-per thousand | 


been selected as the outstanding 
Ford Motor Co. employe newspaper 
for 1954. 

Published for employes of the 
company’s aircraft engine division 
in Chicago, the paper is one of 31 
employe papers published by Ford 


news content, makeup, readability 


States, is ranked No. 3 nationally. | and single copy prices for 54 lead- | 


and originality. * * & 

Warner has edited the Aircraft |Tunis Gets Lodge Account 
Engine News since it started pub- | Hal Tunis Associates, Inc., New 
lication in March, 1951. Before that york, has been appointed adver- 
he was on the staffs of the Ford tising agency for Lodge Spark Plug 


Motor Co. and was tops among 29) 


Rouge News in Dearborn. 


and 


Co., Rugby, England, maker of 





leave it CELE 


ing ABC consumer and farm) 


|magazines combined and for 10} 





different groups, has been an-| 
nounced by the Assn. of National 
Advertisers’ magazine steering 
committee. 

The report, based on an earlier 


Hercules Dump Bodies and Hoists 
More profitable over the long haul! 


When you consider original investment plus cost of 
operation and maintenance, Hercules equipment han- 
dles more tons per dollar. It follows then, that Her- 
cules equipment can help keep your costs low and 
make you more profit! 


Hercules makes 'em all—Dump Bodies and Hoists 
... pick-up size to tandem-tandem dump trailer giants! 





Whatever your job . . . Hercules builds it to fit your 


job .. . to do your job better. 


Get in touch with your truck dealer or your nearby 
Hercules Truck Equipment Distributor. Meanwhile 
send for the new Hercules Full-line Folder, your guide 
to satisfaction and profit . . . in truck and contractor’s 


equipment. 


Hydraulic 
Load-N-Gates 





Spreaders 


HERCULES STEEL PRODUCTS CORPORATION e GALION, OHIO 
Unisteel Body Co., a Division of HERCULES, producers of Standard and Custom Van Truck Bodies : 


ANA study, “Magazine Circu’.- 
tion & Rate Trends,” summari: +s 
data useful in determining te 
extent to which advertisers’ po -t- 
war expenditures for magazine 
advertising have been absorticd 
by increases in costs—and cen- 
versely, the extent to which these 
expenditures have resulted in 
increases or decreases in actual 
advertising exposure, the associ- 
ation said. 

Additionally, the report makes it 
possible to compare the trends of 
individual magazines with the com- 
mon tendencies displayed by those 
of similar editorial appeals or by 
magazines in general, the associa- 
tion said. 

“Average Circulation and Rate 
Trends of Leading Magazines’ is 
available from the Assn. of Na- 
tional Advertisers, Inc., 285 Madison 
Ave., New York 17, N.Y. for a 
charge of $2 plus tax, where ap- 
plicable. 


* * * 

New Simoniz Promotion 

Simoniz Co. breaks in March 
with what it terms as one of the 
hottest consumer promotions ever 
conducted on a car polish. 

A two-cell Eveready flashlight 
with a guaranteed value of $1.25 


| will be given free to consumers 


trying Bodysheen, Simoniz’ new 
one-step cleaner-polish. The pro- 
motion applies against regular 
shelf stock, and will extend 
throughout the car polish season. 

A heavy advertising campaign 
also has been scheduled on the 
promotion from May through Au- 
gust, which will include full page 
ads in Life, Saturday Evening 
Post and the Sunday _ supple- 
ments. 

In addition, the offer will re- 
ceive a number of plugs on Sim- 
oniz’ popular network television 
show, “The Big Story,’ which 
reaches over 10 million TV homes 


each week. 
* * + 


New Time Booklet 


A table showing the reading 
preference of leading retailers is 
featured in the latest promotion 
booklet from Time magazine. 

More than 10,000 executives of 
department stores, hardware stores, 
household appliance stores, liquor 
stores, women’s apparel stores, 
men’s and boys’ clothing stores, 
shoe stores, along with lumber and 
building materials dealers and auto 
dealerships were asked which mag- 
azines they read and which maga- 
zines they considered most impor- 
tant. 

The results, according to the 
magazine, showed that the larger 
the volume of retail sales, the 


greater the Time readership. 
* * x 


Quaker Ups Parkinson 


| W.H. Parkinson has been named 
advertising, publicity, and _ sales 
promotion manager of Quaker Rub- 
ber Corp., Philadelphia. He had 
| been assistant advertising manager 
of the firm for the past year. 
| He succeeds W. M. Taylor, who 
was promoted to the staff of 
Quaker’s parent company, H. K. 
Porter Co., Inc., Pittsburgh, Pa. 
Parkinson will be in charge of 
| advertising, publicity, and _ sales 
promotion for both Quaker Rub- 
ber Corp. and Quaker Pioneer Rub- 
|ber Mills, a recent acquisition of 
| H. K. Porter Co. 
* 


* * 


| Botsford Opens Agency 

Formation of a new public rela- 
tions firm in Detroit, Botsford & 
Co., with offices in the Book Bldg., 
has been announced by William H. 

| Botsford. 

Botsford was formerly with the 
Detroit News and has been a public 
relations executive with Sills & Co., 
Chicago, and Betteridge & Co., De- 
troit. 


} ~ = 

| Universal Aids Taxpayers 

| A series of three television films 
on “How to Make Out Your In- 
come Tax Return” have been pro- 

| duced as a public service by Uni- 


* 


| versal C.I.T.-Credit Corp. 


The films, each running 414min- 


| utes, now are being released to 


every television station in the 

country by the Internal Revenue 

Service. They were developed in 

cooperation with the Govern- 
ment. 

The films are being made avail- 


able directly by Internal Revenue 


representatives to the nation’s 42:’ 
television stations with the request 
(Continued on Page 33, Col. 1) 
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(Continued from Page 30) 


that they be shown as often as pos- 
sible during the weeks before Apr. 
15, the Federal income tax dead- 
line. 

The films are so designed that 
stations can televise them individ- 
ually as they are received and later 
combine them into longer programs 
through interviews with local In- 
ternal Revenue officials. After Apr. 
15, prints of the films will be of- 
fered to schools and colleges for 
use in appropriate courses. 

* * + 


Leave It to the Women? 


“Don’t Tell Me Women Are Help- 
less,” a feature in the current issue 
of Saturday Evening Post, is the 
story of auto maintenance classes 
for the fairer sex. 

Eddie Abbott, a West Coast serv- 
ice Manager, said the program at 
San Gabriel, Calif., helped pioneer 
an idea that Alemite Co. had come 
up with, one which originated with 
two elderly women in Cleveland. 
The course is called “Gas, Gaskets 
and Glamour.” 

Abbott said the course was 
started when it was realized that 
80 percent of service contacts ‘to- 
day are women. The whole ap- 
proach, he said, had been slanted | 
toward men. | 

* * * 


Branham Turns to Youth 


M. H. Long, chairman of the 
board of Branham Co., news- 
paper representatives, has an- 
nounced the creation of a junior 
board of directors to function in 
the management and expansion 
of the company. 

Representing a cross section of 
the Branham selling organization 
geographically, the board is com- 
posed of Frank J. Stapleton and 
Thomas B. Campbell, New York; 
A. J. Engelhardt jr. and Dudley 
D. Brewer, Chicago; Edwin 
Charney, Detroit; Norman E. 
Noyes, Los Angeles, and Horace 
L. Ralls, Atlanta. 

* 


* * 


News Info Desk Busy 


The New York News claims 
1,058,000 persons wrote in, tele- 
phoned, or called in person to get 
information or have a service per- 
formed by the News information 
bureau during 1954. 

Calling it one of the busiest years 
in its 30-year history, the paper 
says information was sought on 
sports, travel, buying dress pat- 
terns, weather almanacs, Christ- 
mas patterns, travel literature and 


other general information. 
= x a 





Closed-Circuit Manager 


Américan Broadcasting Co.’s 
television network is setting up a 
closed-circuit program department 
to handle all closed-circuit activi- 
ties. 

William Balaban, assistant pro- 
gram manager of WABC-TV, has 
been named closed-circuit program 
manager. 

Formation of the new ABC-TV 
service department resulted from | 
increasing requests for closed-cir- | 
cuit operations by clients, advertis- 
ing agencies, and business and 
charitable groups, according to 
John H. Mitchell, vice-president. 

* * cd 


New Metro Map Available 


Metropolitan Sunday Magazine | 
Group has issued a map which plots | 
the family coverage of its member | 
newspapers in 166 standard metro- | 
politan areas. Every U. S. city of | 
50,000 or more population is includ- | 
ed in these areas. | 

Copies of the map may be ob-| 
tained from Metro sales offices in| 
New York, Chicago, Detroit, San | 
Francisco and Los, Angeles, offi- | 
cials said. 

oe * * 


New Incentive Service 


A new division to create and con- | 
duct special industrial incentive | 
campaigns has been formed by | 
Cappel, MacDonald & Co., Dayton, | 
Oo 


Under its director, William J. | 
Niederauer, New York, the new 
division will design campaigns of- | 
fering merchandise and tiavel| 
awards in accident-prevention, ab- 





senteeism - reduction and employe 
suggestion programs. 

Headquarters for the new divi- 
sion are at 1 E. Fifty-seventh St., 
New York. 


New Oil Film Available 


The American Petroleum In- 
stitute is making available to 
clubs, churches and schools “The 
Story of Colonel Drake,” a 16-mm, 
30-minute color film on the 
drilling of the first oil well at 
Titusville, Pa. 

The film may be obtained free 
of charge by writing American 
Petroleum Institute, Box 178, 50 
W. Fiftieth St., New York 20, N.Y. 

+ * * 


New Producer for ‘Climax’ 


Martin Manulis has been ap-| ‘ ° 
P| Collier’s Prods Memories 


pointed producer of “Climax, 
Chrysler Corp.’s weekly television 
show over CBS. 

_Manulis, _who formerly produced 
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Comfort Is the Il-H Theme— 


Third prize in the outdoor poster competition was won by International Harvester 
Co. The sign was prepared by Young & Rubicam, Inc., advertising agency. Basis for 


wwe, 
Wee 


31 


He formerly represented the mag- 
azine in Cleveland. 
* * * 

Fred Thomson, formerly copy 
chief, has been appointed assistant 
promotion director of the Bureau 
of Advertising of the American 
Newspaper Publishers Assn. 






Robert J. Clarke has been named 
television art director at Geyer 
Advertising, Inc., — York. 


* 


Joseph Quinn has Senin promoted 
to assistant food merchandising 
manager of Look magazine, and 
«uentin Orza jr. has taken over 
Quinn’s former duties of general 
merchandising assistant. 


the judging was the value of the idea to create sales, and the effectiveness and * * * 


excellence of design, composition and technique. 


the once-a-month “Best of Broad- 
way” show, replaces Bretaigne 
Windust, who has been released to 
prepare a new program, titled “The 
Townspeople,” for an autumn de- 
but. 


+ + x 


The ability of dealers to recog- 


nize car advertisements in Collier’s | 
| Collier’ 8 Detroit advertising staff. 


magazine going back to 1904 was 


Raymond J. Leicht has joined 
the television-radio department of 
the Campbell-Ewald Co.’s Detroit 
offices as a creative copy writer. 


tested at the recent NADA parley 
in Chicago. 

Of the 526 persons taking part | 
in the “Can You Name These” con- 





| RK. B. nats director of sales 
coordination of Woman’s Home 
test, 160 named the cars correctly, Companion, has retired after 32 
the magazine reported. The sub | 7088 with the magazine. 

ners were awarded a year’s sub- & 2. 


scription to the ee | ATTENTION Detrotrr ApMEN: Ad- 

craft speaker this week (Friday, 

Names | March 11, at the Statler Hotel) is 

Fred V. Davis has been named to | | Dr. Clarence B. Hilberry, president 
of Wayne University. 


BE A CARBURETOR SPECIALIST! 


learn how to service Rochester Carburetors 





the modern way— 


Carburetor service is a science. Modern single, two and 


understanding of carburetion principles as never before. 


CARBURETORS 8 


ROCHESTER 
PRODUCTS 
DIVISION OF 
GENERAL MOTORS 
CORPORATION 


ROCHESTER N.Y. 








four-jet designs now demand skilled hands . . . complete 


To 


help give you the up-to-date carburetion education you need, 
special classes are now being offered in many ultra-modern 
General Motors Training Centers—under the supervision of 
factory-trained technicians. Write the United Motors Service 
distributor in your area for further information—today! 


Remember, the more you learn—the more you’ll earn! 


ESTER 
ODUCTS 








Long Beach Dealers Install Officers— 


From left: N. L. McLaughlin, newly installed executive secretary of the Long Beach 
(Calif.) Motor Car Dealers Assn.; J. H. Crooker, retiring president; Bill Bryant, director; 
Ray Berry, vice-president; R. D. Browning, president; Bill Holland, secretary-treasurer, 
and Charles Campbell, director. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


DIRECTIONAL SIGNALS 
SWITCHES 
FLASHERS 





Signal-Stat 
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Across the Nation... 


Auto Dealer Changes 


Packard Providence Co., Inc., tinue to operate his auto finance 
Providence, R. I., has been opened. | company, Perry Plan. 
Ted Murphy is sales manager and eee 
Joe Scattino is service manager. | Doonan Implement 


* + * 
, Takes GMC in Kansas 
Bedford Joins Hudson Doonan Implement Co., Great 
Bedford Hudson, Inc., is Brook-| Bend, Kan., has been named a 
lyn’s newest Hudson dealer, Ameri-|GMC truck dealer. Wendell 
can Motors Corp. has announced. | Doonan is owner. The firm also will 
Fee bee handle Oliver farm implements. 
Schermerhorn Takes Deal * ¢ * 
Frederick W. Schermerhorn has | Chrysler Signs 12 Dealers; 


taken over as president of Colonial | 

Chevrolet Co., Wilmington, Del. He | U. S. Total Tops 3,100 

formerly was vice-president and| 4%. M. Braden, Chrysler general 

general manager of Done Allen | sales manager, has announced 12 

Chevrolet Co., Pittsburgh, Pa. new Chrysler dealers. These, he 
i =e § | said, bring retail Chrysler out- 


| lets in the U. 8. to more than 
Perry Sells to Ashmore 


| 3,100. 
Perry Pontiac Motor Co., Inc., The new dealerships are: Car- 
Kansas City, Kans., has been sold| ter Sales & Service, Wabash, Ind.; 
by Ralph Perry to Artie L. Ash- | 


Presnell Motors, Elizabethton, 
more, former Kaiser distributor. It| Tenn.; Carlock Motors, Brown- 


is the only Pontiac dealership in| wood, Tex.; Driggs Motors, Inc., 
Kansas City, Kans. Perry will con- 


Delaware, O.; Thomas Motor Co., 


Accidents make the headlines. If 
the prevention of accidents got the 
same attention, Signal-Stats would 
dominate the front pages. Signal-Stats prevent 
thousands of accidents every day—every night! 
They flash the unmistakable safety messages 
that tell exactly what the driver is going to do 
... 80 that other drivers know what to do. 


Signal-Stats are also symbols of quality. They 
bespeak the quality-consciousness of the men 
who use them on their vehicles and demon- 
strate their refusal to compromise with quality 
or safety. 


More trucks use Signal-Stat Class A—Type 1 
directional signals than all other makes com- 
bined. 





SIGNAL-STAT CORPORATION 
Signal-Stat Building, 523-539 Kent Avenve, Brooklyn II, N.Y. 


Burlington, Ia.; Weber Motors, 
Lake Mills, Wis.; William J. 
Lynch, Inc., Riverhead, N. Y.; 
Prestonburg Motors, Inc., Pres- 
tonburg, Ky.; Grant County 
Equipment Co., Williamstown, 
Ky.; Young Motor Co., Killeen, 
Tex.; McGee Motor Sales, Inc., 
Toms River, N. J., and Corn- 
planter Motors Co., Inc., Warren, 
Pa. 


* * * 


Crawfords Buy Deal 


Ben and Merrill Crawford, Bend, 
Ore., have purchased the McCul- 
lough dealership and have -opened 
a new showroom in the Athena Mo- 
biloil Bldg. 


* * * 


Brant Sells to Bonnell 


Brant Motor Sales (Lincoln-Mer- 
cury), Defiance, O., has been pur- 
chased from W. D. Brant, Decatur, 
Ind., by Fred Bonnell, Ford dealer 
from Bronson, Mich. The firm has 


been renamed Bonnell Motors, inc. 
aa * * 


Hunnicutt Buys Harb 


Doyne Hunnicutt, formerly of 
Searcy, Ark., has purchased Harb 
Motor Co., Camden, Ark. 

* * . 


Hearn Opens Nash Deal 


George M. Hearn has opened 
Hearn Motor Co. (Nash) in Char- 
lotte, N.C. J.B. Davis is parts 
and service manager and Art Wil- 
son is sales manager. 

ok x 


Berry Locally Owned 


Bob Berry Ford Sales, Fort 
Wayne, Ind., is now locally owned. 
Bob Berry is president and man- 
ager and John Welch is vice- 
president and sales manager. 
The dealership has a staff of 51. 

* ” od 


Foos Buys Brighton 


| Earl W. Foos has purchased 
Brighton Motors (DeSoto - Plym- 
outh), Cleveland, and will operate 
it as an Oldsmobile dealership. He 
formerly was general manager of 
Leo Grabski Co. (Ford). 
* * * 


| Sumter Chevrolet Opens 


| Fort Sumter Chevrolet Co. 
|Charleston, S. C., headed by C. F. 
Johnson, president, and George W. 
Stout, general manager, has opened 


| at 1152-1160 E. Bay St. 
es © 


Peck Buys Maxwell 


| George W. Peck, Los Angeles, 
has purchased Robert D. Maxwell 
Buick Co., San Diego, according to 
E. C. Kennard, Buick zone man- 
ager. The new firm will be known 

as Peck Buick Co. 
| * * 





t 


Reavis to Sell Hudson 


Reavis Motor Sales, Gary, Ind., 
|has been named Hudson dealer. 
* * of 


| Tucker, Torr Picked 


Tucker & Torr Co., Concordia, 

Kans., has been granted a fran- 

|chise to handle Willys and Jeeps 

|in the Concordia territory. The firm 

is located at 16th and Lincoln St- 
* ok cd 


Moore-Turner Opens 
Moore-Turner Chevrolet Co. has 
opened for business in Houston. 
The firm is owned by Henry J. 
Moore jr. and W. C. Turner jr. 
* + * 


Dodge Truck Deal 


Goes to Kring Motors 
H. O. Kring Motors, Warsaw, 


Ind., has been appointed a Dodge 


truck dealer. 
cd * * 





Broadway Nash Opens 
Broadway Nash, Inc., has opened 
at 549 Broadway, Denver. The new 
dealership is headed by C. P. Moore 
and W. F. Deery. 
x 


* * 


L-M for City Motors 


City Motors, Inc., Sixth and State, 
Kansas City, Kans., is a new Lin- 


coln-Mercury dealer. 
* + * 


Norris Takes Hudson 


Norris Motor Co., Idaho Falls, 
Id., has opened in new quarters 
and has taken ever the Hudson 
dealership for the area. Manager 


is Earl Norris. 
eg x * 


Lepisto Gives Up Nash Firm 


To Join Colonial Motors 


Arthur Lepisto, president of Bur- 
lington Nash Co., has joined Colo- 
(Continued on Page 33, Col. 1) 
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Across the Nation... 


Auto Dealer Changes 


(Continued from Page 32) 


nial Motors (Chrysler-Plymouth), 
Burlington, Vt., in an executive ca- 
pacity, and is giving up his Nash 
franchise. 

Guy Norton and George Racine, 
both formerly associated with Le- 
pisto, also have joined Colonial. 

* * * 


Packard for Humes 


Humes Sales Co., Concordia, 
Kans., has been appointed a Pack- 
ard dealership. Jerry Humes is 
owner of the firm which has been 
in business for eight years. He also 
handles Studebaker. 

a * 


Wichers Motor Opens 
Wichers Motor Co. (DeSoto- 
Plymouth) has opened in El] Do- 
rado, Kans. A. E. Mayer is man- 


ager. 
* * * 


New Studebaker Firm 


Highway Motor Sales & Service 
Co., Mayfield Heights, O., has op- 
ened as the area’s newest Stude- 
baker dealership. Formerly Austin, 


the firm is headed by Sidney Simp- 


son and Robert Taylor. 


12 New Dealers 
Get Franchises 


From Studebaker 


Granting of franchises to 12 
Studebaker dealers has been an- 
nounced by the company. 

The dealerships are: 

Hall Motors, Amityville, N. Y., 
owned by John C. Hall and Thomas 
P. Rothwell. 

Mar Motors, Inc., Tamaqua, Pa. 
J. D. A. Marinier is president and 
Carmen Marinier, secretary-treas- 
urer. 

Leonard E. Sparks, Greenville, 


y. 
Herman’s Garage, East Towan- 


da, Pa., owned by William A. Her- | 


man. 
Hopkinsville Motor Co., Hopkins- 
ville, Ky., owned by William H. 


Petro jr. and M. L. Smith. 
Sandy Neill, Los Angeles, owned 
by L. H. Chandler and F. C. Neill. 
I. C. Ziler, Caldwell, O. 
Holt-Marks Motors, Inc., Lynch- 


burg, Va., with C. L. Holt as presi- | 


dent; Elizabeth T. Marks and Bes- 
sie T. Holt, vice-presidents, and 
Warren H. Marks, secretary-treas- 
urer. 


White Motor Sales, Carmi, IIl., 


owned by Margaret P. White and | 


Richard F. Bonelli. 


T. K. Owens Motor Co., Jackson, 


O., owned by T. K. Owens. 


Redfield Motors, Corning, N. Y., | 


owned by Mark B. Redfield. 
L. C. Hegarty, Coalport, Pa. 
* * * 


Wagner Becomes Owner 
Of Simsbury Ford Firm 

Richard D. Wagner, former part- 
ner in Taintor-Wagner Ford Sales, 
Inc., Simsbury, Conn., 
chased the controlling interest in 
the firm from William Taintor, who 
is now president of a Ford dealer- 
ship in West Roxbury, Mass. 

The dealership will be known as 
Wagner Ford Sales, Inc., and Wag- 
ner will be president and treasurer. 
William Selig will be sales man- 
ager; John Miller, service manager, 
and Frederick Oleskewicz, parts 
manager. 

oe x 


Hudson for Haas 


Haas Auto Co., St. Louis, is a 
new Hudson dealer. 
* + x 


Sanders Takes L-M 


Sanders Motor Co. is a new Lin- 
coln-Mercury dealership in Perry, 
Ga. The firm, owned and managed 
by Johnny Sanders, has new-car 
showroom and used-car sales facili- 
ties at 658 Jernigan St. 

* a om 


Jeffries Becomes Owner 
Of Calovich Dealership 


Matt Calovich, who has operated 
a Dodge-Plymouth dealership since 
1947 and a Nash firm since 1951 in 
Atchison, Kans., has sold his busi- 
ness to James J. Jeffries and pur- 
chased the Nash dealership in Kan- 


sas City, Kans., formerly owned by 
Joe O'ffill. 

The new firm will be known as 
Kansas Nash. O’ffill sold the Nash 
deal to Joe Strick in 1953, and 
Strick sold it to R. J. Atkinson this 
year. He in turn sold it to Calovich. 


* * * 


Sagner Gets Nash 


Max Sagner, veteran auto dealer 
in Portland (Ore.), has been named 
a Nash dealer. Tonkin Motors for- 
merly had the franchise. 

+ * * 


Kariger Adds Packard 
O. E. Kariger’s Kariger Motors, 
Inc. (Studebaker), Huntington, Ind., 
has added a Packard franchise. 
* * * 


Christensen Takes Nash 


Christensen Motors, Beaverton, 
Ore., has been franchised as a Nash 
dealer. Paul Christensen, owner, has 
been in the auto business for 20 





has pur-| 


HEIL HEAVY-DUTY 


Heil Hoist are available 





AND “NO-SAG” BODIES 


twin-arm style on the telescopic type il- 
lustrated. Fewer wear points mean fewer 
repairs, more productive time on the job. 
Body subframe is reinforced steel, with 
both cross members and long members 
interlocked and welded into a single as- 
sembly which is welded integrally with 
the body to prevent sagging under load. 
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years. The last three years he has 
been a Willys dealer and before 
that was an associate Dodge-Plym- 
outh dealer. 

* + 


Briton Chooses Sartori 


Peter Sartori, Los Angeles, has 
been named distributor for the 
English Aston-Martin and the La- 
gonda, according to David Brown, 
British manufacturer of the autos. 

* ” * 


Shaws Buy Out Perkins 


Mr. and Mrs. Eldon Shaw have 
purchased Perkins Motor Co. (Bu- 
ick), LaGrande, Ore., from Mr. and 
Mrs. F. Claire Perkins. 


* * * 


Celina Deal Sold 
Keith Dull and Don Poor have 
bought Celina Auto Co. (DeSoto- 
Plymouth), Celina, O., from Jerry 
Halderman. The name of the firm 
will not be changed. 
* * * 


Detroiter Moss Buys 


Colorado L-M Deal 

A. W. Moss, formerly with Moss 
Associates, Detroit, has bought 
Grand Mesa Motor Co. (Lincoln- 
Mercury), Grand Junction, Colo. 
He is a son of Tom Moss, formerly 
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This propeller-driven auto was 
owned by an American woman in 
Paris in the 1920s. 





with Chrysler Corp. The new firm 


will be known as Moss Motor Co. 
* * + 


Larson Brothers Acquire 
St. Anthony Chevrolet Deal 


St. Anthony Motor Co. (Chevro- 
let), Minneapolis, has been sold to 


operators of Larson Bros. Chevro- 
let- Buick, Inc., Redwood Falls, 
Minn. 

H. L. Hennen, vice-president of 
St. Anthony, also announced that 
W. H. Crossland, president, has re- 
tired. The Larson brothers plan to 
sell their Redwood Falls firm. Jos- 
eph Larson will be president, Har- 
old, secretary, and Mrs. Synneva 
Larson, treasurer. 

* * * 


Wilsons Get Franchise 
Wilson Motors, Dallas, owned by 
Walter and Jimmy Wilson, has 
been awarded a Chrysler-Plymouth 
franchise. 
* * * 


McCoy & Brown Add Line 
McCoy & Brown (Oldsmobile), 
Portland, Ore., has been awarded 
a Cadillac franchise. 
* + s 


Rauch to Sell Packard 
Phil Rauch has established a 
Packard dealership in Burbank, 
Calif. 
s © e 
Bantas Get Studebaker 


Milo and Rudy Banta have taken 
over the Studebaker dealership in 


Joseph N. and Harold W. Larson, ' Orwell, O. 
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"LOOKS LIKE THAT HEIL SALESMAN 
CLOSED ANOTHER BIG BODY AND HOIST DEAL!” 


HOISTS 


in single or 
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YOU will sell more trucks when you talk up the user benefits of Heil 
Bodies and Hoists and explain Heil features to your customers . . 
fast-acting hydraulic Perma Pump which lines up directly with the power 
take-off to assure less wear and less friction power loss; balanced valve 
for easy effortless operation of the valve control, and to make cable 
control possible; screwed cylinder head for fast, easy on-the-job access 
to piston, packing and other cylinder components. 

There are many other Heil Body and Hoist sales points that will help 
you move more trucks off the floor. Your Heil distributor will gladly 
demonstrate them and explain customer-satisfying Heil mounting and 
maintenance service. 


THe HEIL co. 


3059 W. MONTANA ST., MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. 


Heil Sales Offices: New York, Union, N. J., Atlanta, Cleveland, Milwaukee, Chicago, 
Kansas City, Denver, Dallas, Los Angeles, Seattle 


. the 


J. 


BH-59 








log, 27th in a series issued since 
1880. 

It shows 85 tools not previously 
listed and includes measuring tools, 


steel tapes, steel rules, dial indi- 


eators and precision ground die and 
flat stock. It may be obtained by 
| writing 
Mass. 


the company at Athol, 





SHOP EXTINGUISHER—The Redi-Jet is 
a 2¥%4-gallon water or antifreeze fire ex- 
tinguisher. It is hand-operated and pres- | 
surized with air or nitrogen to 100 pounds | 
per square inch. Stop-Fire, Inc., 125 Ash- 


land Pi., Brooklyn 1, N. Y. 
 -. 


Truck Index Published 


The 1955 Truck Index, which lists 
the features and specifications of 
all new models, has been released 
by Truck Index, Inc., P. O. Box 
622, San Francisco 1, Calif. The 
book is available at a moderate 
price. 


* 








VALVE CATALO G—tThis catalog _illus- 
| trates and describes the Milvaco line of 
valves and fittings, listing more than 120 
kinds in 230 different sizes and types. 
The catalog is in a handy-to-file binder 
cover, and by registering the catalog the 
recipient will receive all additions and 
revisions. Milwaukee Valve Co., 2375 S. 
Burrell St., Milwaukee 7, Wis. 

* * 


Heil Issues Bulletins 


On Bodies, Tailgate 

Heil Co., Milwaukee 1, Wis., has 
released Bulletin BH-55101 with de- 
tails on truck bodies of two cubic 
yards and up. Also given are speci- 
fications and optional equipment 
available. 
| Another Heil bulletin, BH-55100, 
| gives data on the Heiloader elevat- 

AIR BRAKE INDICATOR — The Triple | 
Safety Low Pressure Signal warns the 
truck operator when air pressure in brake 
lines begins to drop. A red Lucite rod 
starts to appear, increasing to its full 
length, at which time a minimum of 50 
pounds of pressure remains. Robinson 
Products, Inc., 16550 Wyoming Ave., De- 
troit 21, Mich. | 


* 





ing tailgate for trucks up to 4,000- | 
pound capacities. 








SNOW PLOWS—Reversible blade plows 
are available for standard models up to 
two tons, while LST models feature a 
seven-inch plow for light trucks. Meyer 
| products, 3601 E. Eighty-second St. Cleve- 
land 5, O. 





ANCHOR PINS—Accurate adjustment of 
front brakes on 1955 Chevrolets is aid 
to be possible with adjustable ecentric 
anchor pins which can be substituted for 
the’ car's nonadjustable front brake shoe 
anchors. Ammco Tools, Inc., 2100 Com- 
monwealth Ave., North Chicago, Ill. 

ee en 


L. S. Starrett Publishes 


75th Anniversary Catalog 


L. S.: Starrett Co. has published 
a 464-page 75th Anniversary Cata- 





GAS BOTTLE BODY — This improved 
model is available as %4-ton dual wheel 
body as well as for one, 1% and two- 
ton chassis in lengths from 96 to 168 
inches. It is designed to transport 15-inch 
O.D. tanks. Morysville Body Works, Boyer- 
town, Pa. 





WHITE OFFERS 73-PASSENGER SCHOOL BUS—The Willoughby-Eastlake School Dis- 
trict in Lake County, O., has received a new-model transit-type school bus with rear- 
engine drive, built by White Motor Co. The bus is offered in three sizes, with a choice 
of engine sizes—Model 52-18 with the 250A Mustang engine; Model 72-18 with the 
370A Mustang, and Model 92-18 with the 390A Mustang. The bus seats up to 73 
children. 


Calif. 


| Paul, 
| Borick, president. 
* 


| strucfion for 





REAR POWER SOURCE — This light- 
weight post hole digger is designed for 
one-man digging and controlled by built- | 
in clutch. It can be angle-operated within 
a four-by-eight-foot area. H. S. Watson 
Co., 1316 Sixty-seventh St., Emeryville, 


is ©. 


* i & 
Transparent Seat Cover 


A custom-tailored transparent 
seat cover displaying the original 
beauty of a car’s upholstery has 
been developed by Sterling Prod- 
ucts Co., Inc., 236 E. Ninth St., St. 
Minn., according to Louis 


* 





END GATE—This elevating unit is de- 
signed for trucks from 1¥-ton up and 
lifts loads up to 2,000 pounds. The unit | 
features full power operation, safety con- 
trols at all stages, and simplified con- 
easier maintenance. Two | 
styles, with loading areas of 84 by 28, | 
84 by 34, 90 by 28 and 90 by 34 inches, | 
are available. Gar Wood Industries, | 
Wayne, Mich. 


* * * 


|Arrow Service Offers 


‘Stimulators’ for Debtors 


Arrow Service, 271 State St., 
Schenectady 5, N. Y., offers a num-, 
ber of “stimulators” which remind 
customers of overdue payments. 

The small labels may be enclosed 
with statements to the debtor. They 
range from a gentle jog to a force- 
ful final demand. 


« * 





AUTOMOTIVE NEWS, MARCH 7, 1955 


EW PRODUCTS 


RADIO DOOR CONTROL — Autodor 
Control utilizes radio frequency signals to 
actuate by remote control garage doors 
or estate gates. Unit contains one-quarter 


horsepower motor operating a drawbar 
which is mechanically attached to the 
door. DV controls division of Engineered 
Instruments, Inc., 874 Soto St., Hayward, 
Calif. 





BRAKE PARTS MANUAL—An HB?P-100 is 
a 16-page manual on servicing, bleeding 
and flushing. It also gives instructions 
for rebuilding master and wheel cylin- 
ders. 





BOOSTER CABLE— Set No. 7589 in- 
cludes two eight-foot cables equipped 
with copper speed clamps which deliver 





Thermoid Co., 400 Whithead Rd., | 
Trenton 6, N. J. 





RECONDITIONED PLUGS—Recondition 
ing is offered for A-C, Auto-Llite and 
Champion spark plugs, which go through 
32 operations in the process, such as 
acid and chemicals baths, replacement of 
electrodes, water-proofing and testing. C-L 
Spark Plug Co., 4047 Bluff St., Corona 12, 
Calif. 





SEAT BELT—A safety belt of airline 
| design is made of nylon webbing with a 
| tensile strength of 3,600 pounds. It may 
be tightened with a pull on the webbing 
|and cannot slip back in the opposite di- 
rection. Belts are available in nine colors. 
They come in a handsome carton designed 


| | for counter selling. Rupert Parachute Co., 
| | Pal-waukee Airport, Wheeling, Ill. 


Paste Seals Cracks 


Permagile Corp. of America, 32-14 
Northern Blvd., Long Island City, 
|N. Y., is supplying a new sealing 
|and waterproofing compound in 
| paste form which, when subjected 


| | to a setting agent, turns into a hard 
- |mineral-like substance. Cracks or 


voids in cement, cinder blocks or 


'|masonry can be filled with the 


compound. 








BOX WRENCH—The unit is said to per- 
mit easy removal of under-chassis oil fil- 
ters on many late-model cars. The wrench 
is eight inches long with a five-eighth- 
inch opening on one and a three-quarter- 
inch opening on the other. Owatonna Tool 
Co., 314 N. Cedar St., Owatonna, Minn. 


x * * 


API Issues New Edition 
Of Tank-Cleaning Manual 


A new edition of safety manual 
13A on how to clean tank vehicles 
used for transportation of inflam- 
mable liquids has been issued by 
the American Petroleum Institute, 
50 W. Fiftieth St, New York 20, 
N. Y. 

Among the subjects covered are 
preparation of tank units for re- 








pair, preparation for gas - freeing 

and precautions for hot work. The 

price is $1 per copy. 
& x 


maximum power of 200 amperes. Belden 
Mfg. Co., 4645 W, Van Buren St., Chicago, 
Hl. 


90 


ADDRESSING MACHINE — Model 


Master Addresser makes prints by a 
| chemical transfer process. No stencils, | 
| plates, inks or ribbons are required. The | 
|typed master slips feed through the mo- 
| chine automatically. Addresses can be | 
|read before printing, skipped at will or 
|held for repeat impressions. Master Ad- | 
| dresser Co., 6500 W. Lake St., Minneapo- | 
llis 16, Minn. | 
| * 


* 
ed 


* 





PENETRATING LUBRICANT — Graph 
Squirt is a ‘‘jet-propelied” lubricant which 
is said to reach many inaccessible trouble 
spots. It is non-inflammable and because 
of its low surface tension and high pene- 
tration can be applied to rusted locks, 
keyholes or other gummed or clogged 
moving parts. Gebaver Chemical Co., 
9410 St. Catherine Ave., Cleveland, O. 





DIVCO MODEL FOR LONGER ROUTES—This new mode! by Divco is designed to 
fill the need for longer routes covering suburban and countryside areas. It features a 
113-horsepower, six-cylinder engine, heavy-duty four-speed transmission and roomier 
body. The unit provides more power plus speed, according to Roy H. Sjoberg, sales 
vice-president. 
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tion of the load over the body area 


Seat Belts Arouse 
Acclaim, Dispute 


By Gerhardt Neumann 
Staff Writer 
T= first citizen of Illinois, Gov. 
William Stratton, recently made 


automotive history, in a manner 


of speaking, when | 
he had a safety | 


belt installed in 
his official car. 
Illinois papers 
carried the pic- 
ture, amd editorial 





ly sought to en- 
courage the pub- 
to follow the governor's ex- 


lie 
ample. 


nois by Rep. Ralph Stephenson, of 
Moline, requiring the installment of 
seat belts as standard equipment | 
on all cars. 

Also, from Florida comes word 
that Highway Patrol cars will 
test such belts, although Direc- 
tor H. N. Kirkman is quoted as 
saying he is undecided whether 
they are a help or a hazard to 
safety. 

At the same time, the Cornell 


Aeronautical Laboratory has pub- | 


lished a booklet, “Automobile Seat 
Belts—A Way of Living,” in which 
it summarizes the results of its re- 
search on the subject. 

The 
Transportation Safety Research, it 


is stated, has endorsed seat belts | 


“as effective devices in obtaining 
increased passenger protection in 
autos, provided assembly and in- 


stallation meet the requirement of | 


withstanding a minimum of 3,000 


pounds of loop load.” 
az * * 


comment general- | 


Cornell Committee for | 


when the force of a head-on col- 
lision involves a deceleration of 
approximately 15 Gs. 


(One G of deceleration is the 
force equal to the occupant’s 
weight to hold him in position.) 
The report reasons that “there 
| would be little point in securing 
j}the human body for 20-G crashes 
in which fatal injury would prob- 
ably result from collapse or the 
auto body structure. 

Thus, it was decided that the 
strength should be limited to the 
load induced by a deceleration of 
15 Gs. In such a crash, a 200-pound 


a belt loop force of 3,000 pounds. 


* * * 


Yee booklet makes the following 


| features of belts: 
1. Width of the 
sufficient to insure good distribu- 








7 strength requirement of the | 


belt is the focal point in the| 


Cornell report. 


It is stated that increasing the| 


strength of the belt does not nec- 
essarily mean greater safety be- 
cause it was found that the aver- 
age auto compartment collapses 


Court Bars State 
From Suspending 
Uninsured Owner 





A Winston-Salem (N. C.) supe-| 


rior court has handed down a rul- 
ing barring the State Department 
of Motor Vehicles from suspending 
the license of a man whose car was 
involved in a fatal accident while 
not covered by liability insurance. 

This was the first local test of 
one of the provisions in North Car- 
olina’s financial responsibility law. 

The petitioner argued that he 
should not be penalized since the 
car was being used by an unau- 


thorized driver without the owner's | 
knowledge or consent at the time | 


of the fatal crash. 

He filed his petition under a pro- 
vision of the 1953 financial respon- 
sibility law permitting such delay- 
ing action, pending court settle- 
ment of fault. in an accident. 


Auto Club Scores 
‘Justice’ by Radar 


A warning against proposed leg- 
islation which would make radar 
devices “the judge” in speeding 
cases has been issued by the Auto- 
mobile Club of Southern California. 

J. Allen Davis, general counsel, 
said the proposed bill would con- 
flict with California’s “prima facie” 
law which requires that speed be 
reasonable and prudent in accord- 
ance with conditions. 

The danger in radar devices, 
Davis said, is that they measure 
speed alone, without regard to con- 
ditions or whether the speed is ac- 
tually hazardous to anyone. 

Davis suggested intensification of 
highway patrols, instead. 

At the same time, the Louisville 
Automobile Club said it will oppose 
the city’s radar traffic timers until 
the Federal Communications Com- 
mission approves the device. 

Eugene Stuart, secretary - man- 
ager, said the club is opposed to 
the use of an unlicensed means of 
obtaining evidence. 








TRADE MARK 


|}man need to be held in position by | 
A bill will be introduced in Illi- | 
ithe Civic 


covered by the belt. A width of two 
inches is suggested. 


2. Threading of the buckle should 


be a one-way operation and take 


only a few seconds. The type of | 


webbing must be considered care- 
fully, for a belt either too thin or 
too thick will lower its holding 
power. 

3. A buckle is considered sat- 
isfactory if, with a 200-pound 
person suspended in the loop, it 
can be opened with a 45-pound 
pull after it has been subjected 
to the 3,000-pound loop load. 

4. The belt tip must be durable 
and free of sharp edges. 

5. Belts should never be secured 
solely to the seat, but mainly to 
the frame of the vehicle. 

The booklet urges motorists to 
use seat belts for the same reason 
as a football player wears a pro- 
tective headgear and suggests that 


Words to Heed 
Howard E. Henry, chairman of | 
Traffic 


Ottawa, has adopted a slogan-a- 


recommendations as to various | month method for traffic safety. 
| This month’s slogan is: 
belt should be|To Be a Patient Pedestrian Than | 


“It’s Better | 


a Pedestrian Patient.’ a 


OU AA, ZZ 


Committee of | 


35 





not been extensive enough to per- 
mit any definite conclusion on the 
real value of safety belts. 

While all acknowledged that 
the manufacturers were vitally 
interested in the subject and were 
pursuing their own research, they 
said that in the near future no 
| auto company is likely to take 

any steps toward incorporation 
| Of seat belts into cars. 
| Generally speaking, it appears 
jthat auto engineers take a some- 
what skeptical attitude toward the 
studies of Cornell, because it is felt 
| that some of the conclusions of the 
Cornell study were reached by as- 
sumptions rather than actual and 
accurate field tests. 

* * 


Drunk Drivers Face 


Labels on Windshield 


Special stickers on the wind- 

shields of cars belonging to per- | 
sons convicted of drunk driving 
have been recommended by 
Thomas M. Powers, municipal 
judge in Akron. 

The idea was advanced in an 
Iowa bill which proposed a label 
marked with a red X on a yellow 
| background, to be displayed by 

the driver for three months on 

the first offense, six months on 
the second and a year after the 
third conviction. 
drivers insist that all belts be fas- | * 
tened properly before the vehicle is 
set in motion, even for the shortest 
trips. 

“There is a grim irony,” it con- 
cludes, “in the death of a man who | 
was only going to the corner drug | 
store and was found sitting on the | 
| very seat belt that could have saved | 
his life.” 


Compulsory Safety Belts 


Proposed in Canada 

A member of the Ontario Legis- 
lature has recommended that safe- 
ty belts be compulsory in motor 
vehicles. 

A. J. Child, who made the pro- 
| posal, asserted that safety belts 
| were not acceptable to automobile 
SS. engineers of the | manufacturers as standard equip- 

various companies, asked by|ment because acceptance would 
Automotive News about their posi- imply an admission that the vehi- 
tion, were unanimous in emphasiz-|cles were unsafe and sales might 
|ing that they believed research has be affected. 


* * ok 
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In the 


QUALITY 


spot light 


Watch for this long black line 
that sweeps into a curve at the 
end of a big yellow bus. It’s the 
design that distinguishes Oneida 
as America’s No. 1 Quality Safety 
School Bus. 


The 
1955 Oneida School Bus makes it 
No. 1 


ever 


added Quality that’s built into the New 
America’s 
leader, and even more popular than 
before 
school bus made 


Increased 


It's the greatest value-packed 


today. 


elehGd am aLi Me attoeme aleeCiari ale 


defrosting, fresh new upholstery, and a host 


of new construction improvements and fea 


a new high in Quality and Safety 
Be confident, that 
the Best for the children of your community. 


Safety 


tures set 


in Oneida, you specify 


nr wise, its the Oneida 


School Bus Body on your chassis that makes 


wise 


the winning team for endurance and 


formance. 


as 


site La aa ee 
direct to 
for full 


fications and prices on 


GALL 


Oneida ae 
the new Oneida Qual- 
ity School Bus Body to 


fit your. chassis. 





SCHOOL BUS SALES DIVISION 


ONEIDA PRODUCTS CORPORATION 
CANASTOTA, NEW YORK 






By Leo T. Parker 
Attorney at Law 
REVIOUSLY in these pages, I 
advised readers never to make 
verbal contracts because always 
such contracts breed legal contro- 
versies. 

Considerable discussion has arisen 
from time to time over the legal 
question: How do the courts decide 
cases involving oral contracts when 
the litigants contradict each other? 

The answer is: A jury will lis- 
ten to all of the testimony and 
render a decision accordingly. 

For example, in Horne v. Keno- 
sha Lincoln-Mercury, Inc., 61 N. W. 
(2d) 893, the testimony showed 
facts, as follows: 

One, Horne, was employed by 
Kenosha L-M to supervise the 
parts, order them, issue them to 
the mechanics, sell them wholesale 
to other dealers and retail to cus- 
tomers. 

> ” + 

Commissions Unpaid 

CCORDING to Horne’s testi- 

mony, an official of the com- 
pany told him the job paid $250, | 
payable twice a month, plus a 3] 
percent commission on gross sales | 
of parts, and 3 percent on the serv- | 
ice labor sales. 

At the end of the year Horne was | 
“laid off” without being paid 3 per- 
cent commission. The company’s | 
official denied that any contract for | 
commissions had ever existed. | 
Horne sued to recover these com- | 
missions. 

The higher court held in favor of 
Horne, saying: 

“The first question presented is | 
whether there is sufficient evidence 
to support the jury’s finding that 
a contract existed between the par- 
ties whereby plaintiff (Horne) was 


Bill to Boost Taxes 
On Gasoline Faces 
Battle in Texas 


AUSTIN, Tex. — A proposed two- 
cent-a-gallon raise in the State 
gasoline tax is expected to bring | 
the most discussion in the Legis- | 
lature. 

The two-cent increase has the 
blessing of Gov. Allan Shivers. The 
gasoline tax hike would bring in| 
approximately $60 million a year, | 
of which $45 million would go for | 
roads and highways and $15 mil- 
lion to schools. 

A bill providing for the gasoline 
tax raise has been introduced in 
the House by Rep. Charles Murphy, | 
Houston. Legislative observers pre- 
dict it will have rough sledding. | 

Another measure would set a 3 
percent gross receipts tax on places 
where vehicles are stored or 
parked. 

A number of other bills of inter- | 
est to the auto industry have been 
introduced. They include: 

A bill to license new and used- 
car dealers and to prevent used- 
car dealers from advertising new | 
cars. 

A series of labor control bills. 

A bill to increase the length of 
truck-trailers to 50 feet. 








MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


a enue ut the coun to supply 
r 


cars our leased fleet. (Since 
ane cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 


Chicago 37, Illinois 
Phone: Museum 4-6969 





S 
¢ di 
100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $4.50 
refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 


Lawsuits Affecting Dealers . . . 
Court Decisions 


,to receive a 3 percent commission 
|on the gross parts sales. The jury 
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believed the testimony of the plain- 
tiff (Horne), which it was entitled 


to do, and its answer to the ques- 
tion submitted in the special ver- 


dict must be sustained.” 
* * + 


Defective Car 
oe a higher court held 


that a dealer may be liable for 


] injuries sustained by a purchaser 
of a defective car’if the testimony 
shows that the dealer’s negligence 
contributed to or caused the injury. 


For example, in Ford Motor Co. 
v. Milby, 210 Fed. (2d), 137, the 
testimony showed facts, as fol- 
lows: Milby, the driver of a new 
car, was seriously injured in a 
wreck allegedly caused by a de- 
fect in the automobile. Milby sued 
the car’s manufacturer for heavy 
damages and testified that the 
dealer’s negligence caused the 
wreck. 

It is interesting to observe that 


the higher court held that Milby 
could in the same suit include the || 











dealer, and if the testimony showed 


that he was negligent in failing to| 
discover and repair the defect in| 7% 


the automobile, the dealer is liable | # 


in damages to the injured person. 


The higher court said: 


“We think, that in the interest | 
of the prompt disposition of this, 
litigation, there is no legal objec- | 


tion to permitting the Richmond 
Motor Co. to be brought in as a) 
third party defendant. Ps 


Mass. Decision Stings 
Driver for $12,000 


BOSTON. — The State Supreme 
Judicial Court has ruled that slap- 
ping a bee while driving a car at 
35 to 45 miles an hour constitutes 
“gross negligence” and upheld a 
verdict of $12,500 awarded the es- 
tate of the late Portia Crowl, of 
New Bedford, who died in May. 

She had sued Joseph Protami jr. 
and Auto Service, Inc., of New Bed- 
ford, his employer, for injuries suf- 
fered in an auto accident in 1950. 
She was a passenger in a car Pro- 
tami was demonstrating. 

At the trial in 1953, she testified 
Protami slapped at a bee which 
flew into the car. The car left the 
road and struck a pole. 






' 


| 


Talking Ford Sales in Omaha— 


A pre-school huddle took place in the office of C. H. Weigand (seated at left), 
the Ford division's Omaha district sales manager, when Norman Wilde (seated at 
right), sales manager of Frontier Motors, Inc., Rapid City, S. D., dropped in for a 
visit. Wilde, who was enroute for a Ford merchandising school session in Dearborn, 
got a briefing on business management from Weigand. With them are R. C. Lush 
(second from left), sales planning and analysis manager, and C. V. Toussaint (left), 
assistant district sales manager. 

















This is the “Torture Chamber”... 

Here TDA proves axle quality! 
A stock axle is subjected to such 
tests as a simulated ‘“chuckhole” 
shock every 4 seconds, 24 hours a 
day for months! Or an axle shaft 
“twist test” of 14° backwards and 
forwards 36 times a minute, 24 
hours a day, days on end. We even 
simulate 500,000 miles of toughest 
driving in just a few days—or in- 
vent a test like driving uphill from 
California to New York nonstop! 
No other testing like it! 


We give axles a merciless beating! Equal the worst possible 
operating conditions. Then throw in some devilish tests of our own! 


It’s without equal! Nowhere else 
does such murderous torture show 


, YOu in advance, how an axle is built 


to stand it on the job! 

We've condensed a multi-thousand 
acre proving ground into one room-in 
the Timken-Detroit “Torture Cham- 
ber.” Here, our engineers can put 
over 50 years of experience to work 
for you—unsurpassed experience, ob- 
tained in building axles for all types 
of trucks, buses, trailers, farm 


machinery. Here, we can give stock 
axles and gearing “the works” sub- 
jecting them indoors, to every out- 
door operating condition. Every 
reaction is measured with scientific 
control and accuracy. 

How do yeu benefit? Inlonger 
axle life, less.maintenance, repairs 
and downtimé; lower operating costs. 
That’s why Timken- Detroit axles 
are the choice of leading manufac- 
turers and operators. 


Meet our “Torture Tester’! With graphs 
showing speed and torque performance 
under any operating conditions he 
chooses — with special dials, recorders, 
electronic devices—he drives axles with 
scientific accuracy from his chair! 





Gime ew —— a ~~~ 
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Auto Personnel 





i 
* 


retired. Curtis formerly was real- 
estate coordinator. 


Appointment of Oliver K. et 
wig as director of process develop- 
sent activities has been announced | 
by the Fisher Body division of | 
General Motors. Helwig has been | 
manager of Fisher plant No. 21 in 
Detroit where he is succeeded by 
Russell P. Edwards. 

- * 


x * 


Maurer Is Director 

W. J. Maurer, vice-president in 
|charge of production at Detroit 
|Steel Products Co.’s seven plants, 
| has been elected a director. Maurer 
|fills the vacancy created by the 
Fay Steps Up |resignation of R. S. Van Cleve 
Charles’ R. Fay, comptroller of |from the board. Van Cleve retains 
Pittsburgh Plate Glass Co. since|his duties as vice-president in 
1944, has been elected vice-presi-| charge of operations at the Erie 

dent and comptroller. | (Pa.) plant. 
* *~ a ® 

Himmelright Advances Gibbs Appointed Supervisor 

Robert J. Himmelright jr. has | Of L-O-F Quality Inspection 
been promoted to assistant to the | Robert P. Gibbs, assistant to the 
ene S Sees i oe Co.,| production vice-president of Lib- 
ees i : a ade ti e was @S" | bey -Owens-Ford Glass Co., has 
sistant Sales and advertising man- |} on named supervisor of the qual- 
ager. ‘ |ity inspection group. He also is| 
- ‘ supervisor of packaging and ship- | 
Goodrich Boosts Curtis | ping and coordinator of bent glass. 
Frank K. Curtis has been named! Gibbs, who formerly supervised 
manager of the real-estate depart-|all studies related to the packag- 
ment of B. F. Goodrich Co., Akron, |ing of panoramic windshields, has 
succeeding Harry C. Spring, who| developed many improvements in 


+ 


* 


* * 
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Fast speed helical 
“BULL gear” 





Hypoid pinion 
and ring gear 


Unequalled Flexibility! Only Timken- 
Detroit 2-Speed Axles are available in three 
different ratio “spreads” to meet any trans- 
mission-engine combination: 28%, 37% or 
49%. Unlike ordinary designs that are lim- 
ited to 37%, this Timken-Detroit Axle selec- 
tion may be obtained simply by changing the 
low speed helical gear set. 


How TDA 2-Speed Principle Works: A husky 
hypoid ring gear and bigger, stronger pinion 
set (No. 1 above) provides the first step of the 
total gear reduction for both fast and slow ra- 
tios. Two large, heavy-duty helical gear sets 
provide the second step. Both sets are of bal- 
anced size and capacity. One set (No. 2) is for 





al 





imken-Detroit Axle 





“TORTURE-TESTED” 
to Save Money on the Job 


World’s Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 


Plants at: Detroit, Michigan * Oshkosh, 
Wisconsin + Utica, New York + Astabula, Kenton 
and Newark, Ohio « New Castle, Pennsylvania 








CHUCKHOLES A MO 


New TDA brake shoes 
save up to 40 lbs. per axle / 
© Lightweight, pressed steel con- | 
struction to give you more pay- 
load plus long wear and safety. 
Exclusive %4 TDA “Econoliner”’ 
brake liners held rigidly by 12 
deep set rivets per block—not bolts. 
Liners are thickest at center where 
greatest wear occurs—taper down at 
ends. Result—longer wear, greater stopping ability. New cam roller 
mountings never seize or brinell. Lightweight, long lasting nylon 
camshaft bearings wear. up to 4 times as long! : 


shipping and packing of other glass 
products. 


* * * 
Lynch Elects Forsythe 
Lynch Corp., Anderson (Ind.), 
maker of air compressors, has an- 
nounced the election of Newton 
M. Forsythe as a director, succeed- 
ing the late James S. Rogan. For- 
sythe is vice-president and general 
manager of National Automatic 
Tool Co., Richmond, Ind. 
as ” + 


Schuchman Takes Sales Helm 


At Homestead Valve Mfg. 
Homestead Valve Mfg. Co. Cora- 


opolis, Pa., announces the promo-| 
tion of Fred Schuchman to secre- | 


tary and general sales manager. 
Schuchman will head an organi- 


| zation of 75 regional men and more | 


than 2,000 distributors selling the 
company’s steam cleaners, valves 


and chemicals. 


* * * 


Temple Represents Dow 


\In Western States 


The appointment of Robert G. 
Temple as western sales and tech- 
nical service representative for 


|Dow Chemical Co. has been an- 


nounced by Donald Williams, sales 
vice-president. 
Temple previously handled indus- 






Slow speed helical 
“BULL gear” 


EXCLUSIVE DOUBLE-REDUCTION DESIGN... 
gives TDA 2-speed axles far greater gear ratio “spread”! 





- 






trial chemicals in Dow’s San Fran- 
cisco office. His new territory will 
include California, Oregon, Wash- 
ington, Utah, Nevada, Arizona, 
Idaho and Western Montana. 

* ¢ @ 


Polk Appoints Chait 


As Sales Analysis Head 


Appointment of Lawrence G. 
Chait as sales planning and anal- 
ysis director for the direct mail 
| division of R. L. Polk & Co. has 
been announced by Ralph L. Polk 
jr., president. 

Chait formerly was an execu- 
tive of Time, Inc. in New York. 
He is a former director of the 
Advertising Federation of Amer- 
| ica. Polk’s direct mail division 
serves many advertisers and 
their agencies, with headquarters 
| in Detroit. 

+ 


|4-Wheel Drive Appoints 


|Pernot Market Manager 


| Four Wheel Drive Auto Co., Clin- 
|tonville, Wis., announces it has en- 
| larged its transport sales division 
|and named Lloyd Pernot, formerly 
service manager, as ‘market man- 
ager. 

Rodney A. Kox, general manager 
of Texas FWD Truck & Equipment 


* * 





'Co., Dallas, has been appointed | 


fast speed—the other (No. 3) is for slow speed. 
The clutch collar (No. 4) moves to left or 
right to engage one helical pinion or the other. 
The helical pinion not in use idles. 


The Result: Complete elimination of small, 
complicated parts and midget-size gears! 
Larger hypoid-helical design gives more teeth 
in contact — reducing load per unit of contact 
area—for more positive, quiet operation. Bear- 
ings are larger. There’s longer engine and 
truck life. When you divide the total gear re- 
duction, you double its life expectancy. TDA 
gears operate in either ratio indefinitely with- 
out overheating and with maximum economy. 
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transport sales manager for the 
Illinois division. 
Edward Kelly has been named 
Wisconsin transport sales manager. 
* * * 


Johnson, Kurrash Named 


By Eaton Valve Division 


H. I. Dyer, general manager of 
the valve division of Eaton Mfg. 
Co., has announced the following 
appointments: 

Howard R. Johnson as assistant 
factory manager; C. A. Kurrash as 
plant production engineer; Mal 
Daisley as assistant industrial re- 
lations manager, and Don Scobel 
as labor relations supervisor. 

* * * 


Nelson Joins Dunlop 


As Midwest Sales Chief 


Dunlop Tire & Rubber Corp., 
Buffalo, has appointed Paul E. Nel- 
| son as midwest regional sales man- 
ager. 

Nelson formerly worked with 
Seiberling Rubber Co. in promotion 
of truck tire sales, and was for 10 
years with General Tire & Rubber 
Co., most recently as manager of 
fleet sales. 








* * * 


Arco Ups Ganchan, Glezen 


To Key Executive Posts 

R. P. Ganchan, of Automotive 
|Rubber Co.’s Houston plant, has 
| been transferred to Detroit as gen- 








R. P. Ganchan 


R. H. Glezen 


|eral manager to direct the opera- 
tion of the firm’s plants. 

At the same time R. H. Glezen 
| was named general sales manager. 
Glezen formerly was executive as- 
sistant in the developments of new 
plants and markets as well as di- 
rector of advertising and sales 
| promotion. ‘ 
| * * 


| McCracken Heads Unit 


Of Road Builders Assn. 


J. E. McCracken, sales engineer 
of Bethlehem Steel Co., has taken 
office as chairman of the execu- 
tive committee on materials and 
supplies of the American Road 
Builders Assn. 

McCracken succeeds Armand 
| E. Keeley, president of Prismo 
Safety Corp., Huntington, Pa. 
| Burton F. Miller is managing 
director of the division. 

” - * 


Rostan Joins Morey 
Morey Machinery Co., Inc., New 
York, has appointed Arnold S. 
Rostan director of international 
| operations. Rostan formerly was 
associated with South American 
| Technical S.A. of New York, Inc. 
a * * 


|'GM Acceptance Opens 
Two Purchase Branches 
Two purchase branches have 
been opened by General Motors 
Acceptance Corp., one in Minot, 
N. D., the other in Mason City, Ia. 
The Minot branch will be under 
(Continued on Page 52, Col. 3) 
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Used-Car Auction Prices 


Market Trend — 


The average price of used cars sold at auction thus far in March 
declined $3 from the overall average established for February, accord- 
ing to Automotive News’ index. 


By individual model, however, more strength than weakness was 
shown. Four gained in price, one held even and only three declined. 

The following increased: 55s, up $33; ’49s, up $19; ’50s, up $7, and 
‘51s, up $6. The price of ’52s was not affected. 

Decreasing were: ’48s, down $17; ’54s, down $34, and '53s, down $41. 

Record lows were set for ’54s, ’53s and ’48s. 

At a group of representative auctions last week, 1,105 cars were sold 
out of 1,616 offerings, for a sales percentage of 68. In the previous 
week, 1,525 were offered and 1,018 were sold for a sales percentage 
of 67. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


| DeSOTO—’52 Custom 4-dr., $565. '48 Sub- 
DANVILLE, VA. | urban 4-dr., $180. 


(Danville Auto Auction. Sale every Wed- | nonGE—’51 Coronet 2-dr., $545; Meadow- 
nesday. Prices are for sale of Feb. 23.) brook 4-dr., $535. °50 Coronet 4-dr., 
(Exceptionally good sales. Small num- $555. 
ber of cars. Demand high for good clean | 
cars. Sold 53 cars out of 76 offerings.) | 
BUICK—’50 Super 2-dr., $500. 
CHEVROLET—’52 SL Deluxe 4-dr., $780*, 
$445*. °51 SL Deluxe 2-dr., $560, $565, 
$555, $655*; 4-dr., $480, $485°, $490. '46 | 
2-ton truck, $310. | 
CHRYSLER—’50 NY 4-dr., $460. 


tom (8) 2-dr., $610, $550; 4-dr., $605, 
$600, $595. ’49 Custom (8) 4-dr., $290, 
$295; 2-dr., $285, $210, $205. ’48 Custom 
(8) 4-dr., $120, $125; SD (8) 4-dr., $175, 
$170. 


HUDSON—’'49 4-dr., $295. 





CARS, TRUCKS AND TRACTORS CAN LOSE THEIR HORSEPOWER, TOO! 


Lost horsepower is costly and aggravat- 
ing! Loss of power means poor perform- 
ance under load ... excessive oil and fuel 


consumption. 







tive modern remedy! 


Solid chrome plating on both 
top and bottom rings gives com- 
plete wear protection through- 
out entire area of ring travel. 
Rings are lapped-in at factory, 
making tedious break-in un- 


tal ta 


i 41270. 


FORD—’ 54 Victoria 2-dr., $1,485; '51 Cus- 


MEROCURY—’49 4-dr., $205. '48 Deluxe 4- 
dr., $105. '46 conv., $180. 

NASH—’50 Ambassador 2-dr., $210. 

OLDSMOBILE—’50 (98) 4-dr., $530*, $525. 

PLYMOUTH — ‘51 Belvedere club coupe, 


$535. 

PONTIAC—’54 Catalina 2-dr., $1,650*. °50 
Silver Streak 2-dr., $450 $445. °49 (8) 
4-dr., $315, $310. '48 Silver Streak (6) 
2-dr., $275°*, $270. 

STUDEBAKER—’51 2-dr., $320, $315. 

WILLYS—’53 2-dr., $665. 

MISCELLANEOUS—Frazer 
4-dr., $85. Henry J, '51 2-dr., $255. 


VALDOSTA, GA. 


Friday. Prices are for sale of Feb. 18.) 
(Sold 178 cars out of 281 offerings.) 


BUICK—’55 Century Hardtop, $2,575* (ps). 
’54 Super Hardtop, $2,110*; Super 4-dr., 
$1,800*. '63 Riviera, $1,390*; Roadmas- 
ter 4-dr., $1,330* (ps), $1,300*° (ps); 2- 
dr., $1,200*; Super Riviera, $1,180*. '52 


sedan, $2,250* (ps). '49 (62) 4-dr., $690°*, 
$680*; conv., $600*. 
CHEVROLET—’55 Bel Air 4-dr., 
2-dr., $1,850%, $1,825; 
870; (150) Ranch Wagon, $1,825; 
2-dr., $1,750. ’54 (150) 2-dr., 
station wagon, $1,670; Bel 
$1,475, 2 at $1,350, $1,300; conv., 


$2,000; 


(210) 
$1,125; 


$1,- 


$1,200; Sport coupe, $1,125* (ps); 4-dr., 
$1,100*, $1,125. '52 4-dr., $680, $675; SL 
Deluxe 2-dr., $660, $650, $610. ’51 SL 


FL 2-dr., $600°. 
$500, '47 4-dr., $200. '46 2-dr., $150, '29 
2-dr., $160. 
CHRYSLER—'49 club coupe, $375. 
DeSOTO—’55 Hardtop, $2,675*. '54 Custom 





No need for any of this! There is an effec- 


The Perfect Circle 2-in-1 Chrome piston 
ring set will restore lost horsepower... 
assure positive oil control and sustained 


4-dr., $1,625 (ps). '52 4-dr., $500. 


You can install Perfect Circle 2-in-1 
Chrome piston rings with confidence. For 
car, truck or tractor, the results are the 
same...restored horsepower and positive 
oil control! Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect Circle | 
Co., Ltd., Toronto, Ontario. 


‘51 Vagabond | 


(Tom Hewitt Auto Auction. Sale every | 


Super 4-dr., $800*, $795*. '50 Super 4- | 
dr., $500°*. 
CADILLAC—’53 (62) 4-dr., $2,410* (ps); | 


(6) Hardtop, $1,- | 


Air 4-dr., | 





450; (210) 2-dr., $1,400. ’53 Bel Air coupe, | 


Deluxe 4-dr., $660*, $625; Bel Air $625; | 
’50 SL Deluxe sedan, | 


| LINCOLN—’50 4-dr., $400*. 





power for over twice as long as old style 
piston rings. Equipment will again oper- 
ate under full load...with full power! 


Perfect Circle 
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Average Used-Car Prices 


(Compiled by Automotive News) 


Mar. 1955 Feb. 
To Date 1955 


$2,253 $2,220 
1,561 1,595 
1,032 1,073 
736 736 
543 537 
389 382 
289 270 
173 190. 


Jan. 
1955 


$2,247 
1,660 
1,065 
753 


390 
1948 


Average... $ 872 $ 875 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


DODGE—’53 Coronet 4-dr., $925*, $865;, terey, $1,475. "53 Monterey, $1,315; 4-dr., 


station wagon, $850; Meadowbrook 4-dr., $1,250* (ps), $1225*, $1,125. °52 Sport 

$800. °52 Wayfarer 4-dr., $800; %-ton coupe, $925. '51 conv., $605. 

pickup, $300. ~« NASH—'54 Rambler, $1,240. '51 Statesman 
FORD—'55 4-dr., $2,050*%; %-ton pickup, 4-dr., $475. ’50 4-dr., $230. 

$1,150. °54 4-dr., $1,350*°; Victoria, $1,- OLDSMOBILE—’55 (98) Holiday, $3,300° 

225*. '53 2-dr., $1,075*; Victoria, $1,035, | (ps); (88) Holiday, $2,700*; Super (88) 

$980; Custom 2-dr., $800; Ranch wagon, 4-dr., $2,510. ’53 (98) 4-dr., $1,625*; 


$800. '52 2-dr., $810*. ’51 Victoria, $660; 


(88) conv., $1,500* (ps). ’52 2-dr., $800. 
4-dr., $440, $430; conv., $375. ’50 Crest- . , . 


°51 (88) 4-dr., $700%; (98) $595. ’50 club 


seek "ae a can ae a = "al coupe, $450. ’48 (76) 2-dr., $300. 
Te -dr. ‘ coupe, . 9 

a PLYMOUTH—’54 4-dr., $1,200; Savoy 2-dr., 
Super Deluxe 4-dr., $180. | $980. °53 4-dr., $720. °51 2-dr., $585: 


| 2-dr., $480. ’50 2-dr., $300. 


PONTIAC—’55 Catalina, $2,500. °53 Sta- 

| tion Wagon, $1,337; Chieftain 4-dr., 
$1,250, $1,080°; 2-dr., $1,000, °51 Chief- 
tain 4-dr., $850. '50 Standard 2-dr., $125. 
'49 Chieftain, $390; 4-dr., $200. 

| STUDEBAKER—’53 Commander Starliner 
coupe, $1,100*. °52 Champion 4-dr., $500. 


MERCURY—’ 54 Sun Valley, $1,820*; Mon- 


50 Champion 4-dr., $385; club coupe, 
| $300. 
DETROIT 
(State Fair Auto Auction. Sale every 


Tuesday. Prices are for sale of Feb. 22.) 

(Market slower. Prices down a little. 
Good group of buyers. Sold 50 cars out 
of 79 offerings.) 


BUICK—’53 Special sedan, $1,110*. '51 RM 
4-dr., $605*, $515*; Super sedan, $440*; 
club coupe, $700*. ’50 Special 2-dr., $320; 
RM 2-dr., $275°*. 

CADILLAC—’51 (61) club coupe, $1,440*. 
’50 club sedan, $235*. 


CHEVROLET — '52 Bel Air club coupe, 
$710*. ’50 SL Deluxe club coupe, $505, 
$360, $275. 

CHRYSLER — ’'52 Saratoga sedan, $800* 
(ps). ’51 Windsor 4-dr., $400*. 

DeSOTO—’54 2-dr., $1,785*. °51 Standard, 


$450. °50 sedan, $380. 

DODGE — '53 Coronet 4-dr., $800*. °52 
Meadowbrook sedan, $500. 

FORD—’54 Main (6) 2-dr., $1,025; Cus- 
tom (8) sedan, $1,300. '53 Main (6) 


2-dr., $635; Custom (8) 4-dr., $940. '52 
Custom (8) 4-dr., $785*. '50 Deluxe (6) 
2-dr., $275. '49 Custom 2-dr., $165, $200. 
HUDSON—’52 Hornet 2-dr., $440. ’51 Hor- 
net sedan, $330. ’50 Wasp 2-dr., $115. 
LINCOLN—’49 sedan, $165. 
MERCURY—’53 4-dr., $1,150*, $1,075. 
4-dr., $460*; 2-dr., $410*. 
NASH—’51 Standard, $315. 
OLDSMOBILE — ’51 Holiday club coupe, 
| $845*. ’49 2-dr., $300*, 
PLYMOUTH—’53 Cranbrook sedan, $590. 
| °51 club coupe, $465; 4-dr., $200; Cran- 
| brook conv., $430. 
PONTIAC—’55 Catalina (8) coupe, $2,525* 


"51 


(ps). ’54 Star Chief (8) 4-dr., $1,580*. 
*51 (6) 2-dr., $440; Chieftain (8) 4-dr., 
$545. 

STUDEBAKER — '51 Commander sedan, 


| $300; Land Cruiser sedan, 
Champion club coupe, $185. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Feb. 18.) 
| (Sold 215 cars out of 297 offerings.) 


| BUICK—’54 Century 4-dr., $2,065*. 53 

Special 2-dr., $950; Super Riviera, $1,- 
340*. '51 RM 4-dr., $630*; Special Rivi- 
era, $585*; Super 4-dr., $640*. ’50 Super 
4-dr., $345*; Special 4-dr., $410, $360. 
’49 Super 4-dr., $260°*. 


} 

CADILLAC—’54 coupe, $3,700. °52 (60) 

| 4-dr., $1,870*. '51 (60) 4-dr., $1,365"; 
(62) 4-dr., $1,450*°. '48 4-dr., $490*. °47 
(62) 4-dr., $160*. 

CHEVROLET—’55 2-dr., $1,775; Bel Air 
(6) 2-dr., $1,730; Delray (210) 2-dr., 
$1,835*. °54 (210) 4-dr., $1,165. '53 Bel 

| Air 2-dr., $1,185*, $1,045; coupe, $1,200*; 

| (210) 4-dr., $745, $945, $950, $905. ‘52 
SL Deluxe 2-dr., $685*, $705, $690*; 
%-ton pickup, $500, $565; Bel Air, $565. 
"51 SL Deluxe 4-dr., $430, $475*; FL 
Deluxe 4-dr., $550, $505*. °50 SL Deluxe 

| 2-dr., $340, $500, $415, $410. 

CHRYSLER—’51 Saratoga 4-dr., $615. ‘49 
Windsor 4-dr., $175. 

DODGE — ’53 Meadowbrook 2-dr., 

| $885*; Coronet Diplomat, $975. 

| farer 2-dr., $375; Coronet 4-dr., 


$285*. ’°50 





$645. 
’50 Meadowbrook 4-dr., $375. ’49 Mead- 

| Owbrook 4-dr., $235. 

FORD—’55 Fairlane 


(8) Victoria, $2,285* 
(8) Victoria, $2,500*. ‘54 
Custom (8) Victoria, $1,375*, $1,385°; 
4-dr., $1,385*. °53 Custom (8) conv., 
| $1,155*; Victoria, $980; 2-dr., $915, 
| $1,080. °52 Standard (6) 4-dr., $650; 
Custom (8) 4-dr., $725, $865*, 2 at $800. 
| °51 Custom (8) 4-dr., $610*, $550. °50 
| Custom (8) $475*, $385, 

| $350*, $430*. 

| HUDSON — ’54 Hornet 4-dr., $1,310. ‘52 


(ps); Crown 


2-dr., $375, 


Hornet 4-dr., $600*, $705*. °50 Pace- 
maker 2-dr., $130. '49 Commander (6) ”- 
dr., $130. 


KAISER—’51 Deluxe 2-dr., $215*. 

LINCOLN—’'49 4-dr., $330*. 

MERCURY—’54 2-dr., $1,650*. °53 coupe, 
$1,240, $1,190*, $1,250, $1,235*. °52 4-dr 
$525*. °51 4-dr., $550*, $505*. ’50 club 
coupe, $280; 4-dr., $310*. '49 4-dr., $24 


NASH — ’51 Ambassador Custom 4-dr 
| case Statesman Super 4-dr., $305* 
e . '50 Ambassador 2-dr., $175*. 
The Standard of Comparison | OLDSMOBILE__’55 (88) Holiday, $2,735 
$2,850*; 4-dr., $3,100; 2-dr., $2,400 
"54 (88) 4-dr., $2,025*%, $1,865*; (95 
4-dr., $2,085* (ps). '53 (88) 4-dr., $1 


(Continued on Page 39, Col. 1) 
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* MERCURY—’51 4-dr., 





(Continued from Page 38) 





505%, $1,435°, $1,300°. °52 (88) 4-dr., 
$1,015*, $1,025° (ps). °50 (88) 2-dr., 
$410*, $365*, $395. | 
PACKARD—’52 Clipper 4-dr., $715*. "51 | 


conv., $545*. '50 Clipper 2-dr., $145°. 


PLYMOUTH—’53 Cranbrook 4-dr., $795; 
Cambridge 4-dr., $700. °52 Cranbrook 
‘-dr., $595. °51 Cambridge 2-dr., $335, 


$305. °50 Special Deluxe club coupe, $130. 
49 Special Deluxe 4-dr., $210; 2-dr., 
$175. °46 Special Deluxe 4-dr., $155. | 
PONTIAC — ’55 Star Chief (8) Catalina, 
$2,475*; Chief Deluxe (8) Catalina, $2,- 
425*. °53 Chief Deluxe (8) conv., $1,030%, | 
$1,145*. "52 Chief Deluxe (8) 2-dr., $705. | 
51 Chief Deluxe (8) 2-dr., $550°, $600*, 
$590*. °'50 Chief Deluxe (8) Catalina, 
$620*; 2-dr., $300, $450. | 
STUDEBAKER—’53 Champion 2-dr., $875. 
52 Commander 4-dr., $580*, °51 Com-| 
mander conv., $445°*; 


Champion 4-dr., | 
$315*, $265*; Land Cruiser 4-dr., $275°, 
$360*. '50 Champion 4-dr., $190*%, $185. 


FLINT 

(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb. 23.) 

(The bidding was very active and 
prices up a@ Hittle. Sold 88 cars out of 
130 offerings.) 

BUICK—’55 Super Riviera 2-dr., $2,750° 
(ps). °54 Super Riviera 2-dr., $2,065°; 
Special 4-dr., $1,750. '53 Super Riviera 
2-dr., $1,465*; Super 4-dr., $1,260*; Spe- 
cial 4-dr., $1,240*, $1,085*; 2-dr., $1,100*, 
$1,050*, $1,050. ’°51 Super Riviera 2-dr., 
$845*; 4-dr., $500*; Special 2-dr., $655°; 
4-dr., $650*. 

CHEVROLET—’55 (210) 2-dr., $1,640. '54 
Bel Air 2-dr., $1,600*%; (210) 4-dr., $1,-| 
240. °53 Bel Air 4-dr., $1,100, 4-dr., | 
$1,075*; (210) 2-dr., $925, $880, $860; 
4-dr., $920*. '52 SL Deluxe club coupe, 
$670*; 4-dr., $535*. °51 Special Deluxe 
4-dr., $535%; SL Deluxe 4-dr., $475. °50 
Bel Air club coupe, $390; SL Deluxe 4- 
dr., $310; 2-dr., $375. 

CHRYSLER — '54 NY 
Saratoga club coupe, 
(6) 4-dr., $70. 

DeSOTO—’50 Fire Dome (8) 4-dr., $1,185*. 

DODGE—’53 Coronet 4-dr., $860. '52 Cor- 


$1,825*. °51 
’46 Windsor 


4-dr., 
$585. 


onet 4-dr., $600. '51 Meadowbrook 4-dr., 
$465. 

FORD — '54 Victoria (8) 2-dr., $1,665*; 
Custom (8) 2-dr., $1,190. °53 Victoria 
(8) 2-dr., $1,185, $1,170; Custom (8) | 
2-dr., $1,030*, $970, $950*, $800; 4-dr., 
$1,085*, $945. ’52 Ranch Wagon 2-dr., 
$850; Custom (8) 2-dr., $705; 4-dr., | 
$700*; Main 2-dr., $570; coupe 2-dr., 
$510. ’°51 Custom (8) 4-dr., $505*%, $400; 
2-dr., $480*. '49 Custom (8) 2-dr., $165; 
club coupe (8) $160; 4-dr., $160. °48 


pickup 2-dr., $360. 
MERCURY—’52 Monterey club coupe, $905. 
’46 club coupe, $90. 
NASH—’52 Statesman, $665. 
OLDSMOBILE—’54 (88) 2-dr., $1,885*. °52 


(88) 4-dr., $900*. °50 (88) 2-dr., $575*. 
"49 (76) conv., $250*; (88) 4-dr., $215. 
PACKARD —’'53 Mayfair 2-dr., $1,305* 


(ps). 

PLYMOUTH—’51 Cranbrook 4-dr., $335. 
’49 4-dr., $150. 

PONTIAC—’55 Chieftain Deluxe 
coupe, $2,500*. °54 Chieftain (8) 
$1,280. °53 Chieftain Deluxe (8) 4-dr., | 
$1,155*, $1,100*, $1,070*, $1,005*; 4-dr., 
$1,160*; Chieftain (8) 4-dr., $1,050*; 2- | 
dr., $930. ’52 Chieftain Deluxe (8) 4-dr., 
$650. '51 Chieftain (6) 2-dr., $600; 4-dr., 
$510*. ’49 Silver Streak 4-dr., $170. 

STUDEBAKER—’50 Starlite 2-dr., $220. 

WILLYS—’52 Pickup 2-dr., $715. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Feb. 24.) 

(Twenty-five below zero temperature 
held up anticipated large consignment of 


club 
2-dr., 


(8) 


autos. Bidding active, however, as we 
sold 41 cars out of 64 offerings.) 
BUICK — ’54 Special 4-dr., $1,800*. "53 | 
Super 4-dr., $1,325*; Special 2-dr., $1,- 
125. ’°51 Super Riviera, $760*. 
CADILLAC—’51 (62) 4-dr., $1,495*. 
CHEVROLET—’53 Bel Air 4-dr., $1,125*, 


$1,100; Two-ten 4-dr., $925*, $900, $890*, 


$885, $870. '52 SL Deluxe 4-dr., $695. 
’51 SL Deluxe coupe, $575; 2-dr., $520; | 
FL Deluxe 2-dr., $585*%, $485*. °47 FL | 


Aerosedan, $135. 
DODGE "50 Meadowbrook club coupe, | 
$305*. 
FORD—’54 Crest 
tom (8) 4-dr., $1,425. °53 Custom (8) 
4-dr., $1,030, $890. °52 Crest (8) Vic- 
toria, $920*; Custom (8) 4-dr., $845. ’50 
Custom (6) 2-dr., $440, $410. °49 Cus- 
tom (8) 4-dr., $320. '46 Deluxe (8) 2-| 
dr., $115. 
LINCOLN—’53 Capri 4-dr., $1,660* (ps); | 
Cosmopolitan Hard Top, $1,650* (ps). 
$580*; 2-dr., $560. | 
’50 club coupe, $600. '49 4-dr., $330. 
OLDSMOBILE—’51 (98) 4-dr., $780*. 
(98) 4-dr., $535*; (88) 4-dr., $500*. 
PLYMOUTH—’53 Cambridge 4-dr., $745. 
PONTIAC—’49 2-dr., $345*. | 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of Feb. 24.) 
(Prices off slightly. Sold 90 cats out | 
of 108 offerings.) | 
BUICK—’53 Super Riviera 2-dr., $1,460*; 
RM 4-dr., $1,340* (ps). ’51 Special 4-dr., | 
$720, $700*; Super Riviera, $755*, $750. 
50 Special 4-dr., $500. *49 RM 4-dr., | 
$295*; conv., $270*. | 
CADILLAC—’51 (62) $1,- 
580°. °50 (62) 4-dr., (61) 
coupe, $710°*. 

CHEVROLET — '53 Two-ten 2-dr., $925; 
One-fifty 4-dr., $775. '52 SL Deluxe Bel | 
Air, $880*; 4-dr., $760; 2-dr., $550; SL | 
Special 2-dr., $660; ¥%-ton pickup, $500, 
$460. '51 SL Deluxe Bel Air, $605; FL 
Deluxe 2-dr., $585; 4-dr., $575*. °50 SL 
Deluxe station wagon, $560; 4-dr., $495*, 


(8) 4-dr., $1,540; Cus- 


50 | 


coupe deVille, 
$975*. ’°49 





$395; %-ton pickup, $395. °49 SL Deluxe 
4-dr., $420; SL Special 2-dr., $245. ’48 
FL 2-dr., $200. '46 FL 2-dr., $110. 

CHRYSLER—’53 NY 4-dr., $1,350* (ps). 

DeSOTO—'52 Fire Dome (8) Sportsman, 
700*. 

DODGE—’53 Coronet Diplomat, $1,060. ’47 
4-dr., $135. 

FORD—’54 Custom (6) 2-dr., $1,230*. '53 | 
Main (6) 2-dr., $840. ’51 Custom (8) | 
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Used-Car Auction Prices 

















DENVER HUDSON—'51 2-dr., $325, $305. | Riviera ate, $1:820°, $1,745° (ps); Con- 
aa? * | tury 4-dr., $1,660. '53 viera 2-dr., 
(Denver Auto Auction, Sales every Pri. | OSS Capel ane —. $1.470° (ps); 4-dr., $1,340* (ps); Super 
oa — Prices are for sales of MERCURY —’'55 Custom station wagon, Riviera 4-dr., $1,400* (ps). 
. . $2,950* (ps); 4-dr., $2,550*. '53 Custom | CADILLAO—’54 (60) Special 4-dr., $3,- 
(Market very strong and prices high 2-dr., $1,340, $1,205. '52 Monterey 4-dr., 685* (ps). "53 (62) 4-dr., $2,385* (ps), 
on all but some ’55 models, Sold 186 $800. '51 2-dr., $670. '50 4-dr., $490. $2,300* (ps), $2,250* (ps). ’52 (62) 
cars out of 327 offerings.) NASH—’55 Metropolitan, $1,420. coupe, $1,870* (ps); 4-dr., $1,750* (ps), 
BUICK—’55 Super Riviera, $3,100* (ps), | OLDSMOBILE—'55 (98) Holiday, $3,400*| 2 at $1,735* (ps). '51 (62) 4-dr., $1,300*, 
$3,050* (ps); Century Riviera coupe,| (PS), 3 at $3,375* (ps); 4-dr., $3,145*| $1,285%, $1,235*. ‘50 (62) 4-dr., $930°. 
2-dr., $620*. ’50 Custom (8) 4-dr., $345; | $2,975* (ps), $2,970* (ps). °54 Super (ps); (88) Holiday, $3,175* (ps), $3,165* | CHEVROLET — ’54 Bel Air Sport coupe, 
2-dr., $370; club coupe, $370. 49 Deluxe Riviera, $2,260* (ps); Century Riviera (ps), 2 at $3,150* (ps), $3,140* (ps),| $1,700" (ps); 4-dr., $1,375* (ps); Two- 
(8) 4-dr., $250; Custom (8) 2-dr., $270; coupe, $2,185* (ps). '°53 RM Riviera 4-| $3,130* (ps), $3,075* (ps), $2,975* (ps); ten 2-dr., $1,260. '53 Bel Air Sport coupe, 
taxi, $145. dr., $1,380* (ps); Special 4-dr., $1,050.| 4-4r., $2,950* (ps), $2,925° (ps), $2,890" | $1,.300*, $1,270* (ps); club coupe, $1,- 
KAISER—'50 Deluxe Vagabond, $160*. '52 Super Riviera, $905* (ps); Special rPapmane ug Lo a 4-dr., $2,280*. . 245*; Two-ten Handyman, $1,215*; 4-dr., 
LINCOLN—’51 Cosmopolitan 4-d ers° 2-dr., $780. '51 RM Riviera 4-dr., $765*. D — 51 Patrician sedan, $795°. $1,045; club coupe, $1,000; One-fifty 4- 
. ; politap 4-dr., $675*. | CapILLAC—’54 (62) coupe, $3,610* (ps). | PLYMOUTH—'54 Savoy 4-dr., $1,140. '53/ ar., $780. '52 SL Deluxe station wagon, 
NASH—'53 Ambassador 4-dr., $780*. '52| 51 (62) 4-dr., $1,595%, $1,535*, $1,495*; | Cambridge Suburban, $1,200; Cranbrook | $950; 4-dr., $630. '51 SL Deluxe 4-dr., 
Rambler Hard Top, $410*. '50 Rambler| coupe deVille, $1,525*. ’50 (62) 4-dr.,| 4-dr., $795. '51 Cambridge 2-dr., $360,| g560*, $470*; 2-dr., $405* 
2-dr., $235*. '49 (600) 4-dr., $200, $175*. | $1,175*. | $345, '49 Deluxe 4-dr., $225. as ‘ . ; ° 
'46 (600) 4-dr., $110. CHEVROLET—’55 Bel Air (8) Sport coupe, | PONTIAC—'55 Chieftain (8) Catalina, $2,- | CHRYSLER 53 NY club coupe, $1,145 
OLDSMOBILE—'50 (88) 4-dr., $575*; 2-|  $2,305*, $2,250*; 4-dr., $2,025*, $1,875;| 585%, $2,550°. '52 Chieftain (8) 4-dr.,| (PS); Windsor 4-dr., $1,100°; 2-dr., $1,- 
dr., $520. ’36 (6) 2-dr., $160. 2-dr., $2,000", $1,950*, $1,930*; Bel Air| $710%, $690*; 2-dr., $700*. °51 Silver| 100°. '52 Windsor 4-dr., $625*. '51 Im- 
PACKARD—’'50 4-dr., $230*. $205*. (6) Sport coupe, $2,105*; 4-dr., $1,975 Streak (8) 2-dr., $590*. '49 Silver Streak perial 4-dr., $600° (ps). 
PLYMOUTH—’53 Cambridge 4-dr., $830; $1,905; 2-dr., $1,900, $1,865; Two-ten (8) (8) 4-dr., $370*. '47 Torpedo (8) Sport | DeSOTO—’54 Fire Dome (8) 4-dr., $1,540* 
2-dr., $645; Cranbrook 4-dr., $730, $710,| Delray, $1,950*; 4-dr., $1,900*; 2-dr.,| coupe, $125. (ps). ’53 Fire Dome (8) 4-dr., $1,090° 
$700*. ’52 Cranbrook 2-dr., $620; Cam-| $1,870*; %-ton pick-up, $1,385*, $1,325. | STUDEBAKER—’54 Champion coupe, $1,-| (ps). ’51 Custom 4-dr., $555*. ’50 Cus- 
bridge 2-dr., $570. '51 Cranbrook 2-dr.,| ’'54 Bel Air 4-dr., $1,495. 315. ’52 Champion 4-dr., $500. '51 Com-/| tom club coupe, $400°. 
$480; club coupe, $475; Cambridge 2-dr., | CHRYSLER—’53 NY 4-dr., $1,430* (ps); mander Land Cruiser, $455*; 4-dr., $400; | DODGE—’55 Coronet (8) Lancer, $2,245*. 
$410. ’48 Special Deluxe 4-dr., $295, $155, Windsor Newport, $1,375* (ps); 4-dr.,| Champion 4-dr., $320, ’47 Commander| ‘54 Coronet 4-dr., $1,360*, $1,315*. '53 
$130. $1,335*, $1,315*. ’52 Windsor club coupe, Land Cruiser, $175. Coronet 2-dr., $995*; Meadowbrook sta- 
PONTIAC —’'55 Star Chief (8) Catalina, $580*. °51 Saratoga club coupe, $615* | WILLYS—’53 Delivery sedan, $675, $670.| tion wagon, $910*; 4-dr., $875*. '52 Cor- 
$2,375. '53 Chieftain (8) 4-dr., $1,140*| (ps). ’50 NY 4-dr., $385*. '49 Windsor| ‘52 station wagon, $545, '41 1-ton jeep-| onet Diplomat, $705*. 
(ps); Catalina, $1,390*. ’52 Chieftain (8) | 4-dr., $345"; NY club coupe, $315*. ster, $430. | FORD — 55 Fairlane (8) conv., $2,355°; 
4-dr., $775. ’50 Silver Streak (6) 4-dr., | DeSOTO—’50 conv., $410*. | MISCELLANEOUS—’51 International %-| ~Crown Victoria, $2,145; Custom (8) 4-dr., 
$445. '49 Silver Streak (8) 2-dr., $380*.| DODGE — ’53 %-ton pickup, $750, ’52| ton Pickup, $620. $1,900°. °54 Custom (8) conv., $1,655° 
’47 Torpedo (6) 4-dr., $110. Meadowbrook 4-dr., $500*, $495. 49 | (ps); 2-dr., $1,315°, $1,285. '53 Crest 
STUDEBAKER—’55 President Hard Top, Meadowbrook 4-dr., $280. | CHICAGO (8) Victoria, $1,210*; Custom (8) 4-dr., 
$2,275*. '52 Champion 4-dr., $500*, $485*. | FORD—’55 Fairlane (8) Crown Victoria, | $1,130° (ps). '52 Main (8) Ranch Wag- 
’51 Champion 2-dr., $230. ’50 Champion $2,580*; Country sedan, $2,500; conv., (Arena Auto Auction. Sale every Tues-| on, $1,025*; Custom (6) club coupe,, 
2-dr., $255*. '49 Champion conv., $110*. $2,475* (ps), $2,450* (ps); Victoria, $2,- | 4@Y. Prices are for sale of Feb. 22.) $645*. '51 Custom (8) 2-dr., $600*; 4- 
’48 Champion 4-dr., $145*. 380*; 4-dr., $2,275* (ps), 2 at $2,220*, Sold 212 cars out of 355 offerings.) dr., $450. 
WILLYS—'52 (4) station wagon, $475*.| $2,185; 2-dr., $2,220*; %-ton pickup, | BUICK—’55 Century Riviera 2-dr., $2,800* | HUDSON—’51 Pacemaker 4-dr., $350°. '49 
’47 (4) station wagon, $165*. $1,400, $1,315. °54 Crest (8) Country| (ps), $2,600*; Special Riviera 2-dr., $2,- | Pacemaker 4-dr., $115. 
MISCELLANEOUS—’46 International 1%-| Squire, $1,920; Main (8) Ranch Wagon,| 580*. ’54 RM Riviera 4-dr., $2,165* (ps); | LINCOLN—’52 Capri coupe, $1,175*; 4-dr., 
! (Continued on Page 48, Col. 1) 


ton cab and chassis, $115. 


$1,725* 
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Special Riviera 2-dr., $1,980*; Super 


is First With The Finest Heaters For 


CHEVROLET 


BUY THE BEST 


BUY FOR LESS 


DIMENSIONS: 
Width — 305%”; Height 9”; 
Depth 1112”. 
Weight: packed in individual 
cartons, 30 Ibs. 





The New Chevrolet Model GM-55 Twin Air Supreme Is Finer Than Ever 


Custom-built for the ’55 Chevrolet, the GM-55 has more salable features 
than any other heater on the market. Everything — and we mean every- 


thing — is designed to build sales for you. 


Just compare these GM-55 Features with any other heater and see how 


each one spells readier sales for you: 


Effortiess installation without drilling + Living-room temperature with or 





BUY DIRECT AND MAKE MORE 


eo 


LABORATORIES, 


without fresh air + Full heater output for super-efficient de-frosting 
demisting + All new 12-volt 10-section motor — the most efficient 


powerful made + Gleaming chrome control panel permits fingertip opera- 


blower provides heater air equal in volume to that supplied by 12” 
« Air is re-circulated to keep out exhaust fumes in traffic. 


PROFIT—BUY E.A. HEATERS! 


Model GM-112A—tTwin Air Deluxe combination fresh air and recircu- 
lating 12 volt heater for all 1955 Chevrolet cars, incorporates the same 
outstanding features as GM-55 Supreme Model. The GM 112A complete 
package contains Fresh Air Duct and Custom Control Panel as illustrated 
above. Easy installation plus top efficiency make this model the ideal 
choice for both the economy-minded Chevrolet car buyer and the fleet owner. 
Model GM-112—Same as GM-112A less Fresh Air Duct and Custom 
Control Panel. 


INC., BROGCKIYN 5S, N. Y. 


tion of heater + 3-inch deep core completely copper and brass. Provides 
58 sq. in. of surface area for maximum heat + Specially designed balanced 


fan 
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By J. B. Van Tassel 


os cooperation of the service 
and stockroom department 
salesmen with the new-car sales- 
men in helping to sell more new 
cars is working out very well in 
many dealerships. 

When a customer is faced with a 
repair job cost- 
ing approximately 
$50 or more, his 
name is immedi- 
ately passed on 
to the new-car 
salesmanager 
with all the par- 
ticulars of what 
was wrong with 
his present car. 
With this infor- 
mation at hand 
J. B, Van Tassel thenew-car 
salesman is equipped with some 
very strong selling points as to 
why the customer should buy a 
new-car rather than continue to 
fix up the old one. 

In many cases the cost of the re- 
pair bill would equal two or more 
monthly payments on the new-car. 
This is also one very good way of 
taking the customer out of the 
market before he starts out on one 
of those shopping tours which usu- 
ally proves so costly to the dealer. 

The more customers your sales 
force can contact and sell before 
the customer starts to shop the 
more money you stand to make 

on the deal. 

Dealers who are following this 
practice in multiple metropolitan 
areas are very pleased with their 
profit results on new-car sales. 
Compare this sound sales proce- 
dure, if you please, with the present 
day price packing, discounting and 
over-allowing.. 


Unit Profits Drop 

i. profits are dropping much 
faster than expenses can be re- 

duced, and therefore net profits are 





Dealer Business Counsel 


Service Departments Hike New-Car Sales 
By Cutting ‘Shopping Tours’ 


AUTOMOTIVE NEWS, MARCH 7, 1955 


coming down fast. First, let me 
suggest that dealers start facing 
this downward trend in unit prof- 
its realistically by adopting more 
business-like methods in their trad- 
ing rather than resorting to pre- 
war methods of giving merchan- 
dise away. 

Everywhere today there is evi- 
dence of a panicky condition ex- 
isting in the retail auto business. 
It is not uncommon to park your 
car for a few minutes and when 
you return find a sticker on your 
windshield telling you where to 
get the highest price in the world 
on a tradein. 

Others say that some dealer has 
a buyer for your car and can get 
you a price far in excess of the 
market value if you trade right 
now. 

We all know that for several 
years it was quite a problem for 
the average dealer to satisfy cus- 
tomers in the deliveries of new 
cars. During this period dealers 
were accused of everything under 
the sun by the public. This resulted 
in poor public relations for the re- 
tail automobile dealer. 

It seems to me, not only from 

a good public relations stand- 
point, but also from a standpoint 
of building profit stability, that 
dealers now should begin to get 
together and adopt more busi- 
nesslike procedures for merchan- 
dising of new and used cars. 

There is no reason why cars 
should be given away. Certainly it 
is good business to cut prices on 
distressed merchandise but to re- 
duce prices on every car in the line 
just for the sole purpose of making 
a sale, is again going to prove dis- 
astrous. 

Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassell, in care of 
AvuTOMOTIVE News. 











New Commercial Car Registrations, 
48 States for December, 1954-1953 







Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 

























39 States Previous! "54 48| 16622) 203) 4146) | 
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To Dete for December 53 ane ame 23876|  4742| 5797 4 208| mi 844 1255 485| 64937 
Yea 54 a rie 267618} 66599| 83714) 169| 10250) 17472| 6373) 827603 
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13 States for January, 1955-1954 
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~The information contained in this report has been compiled from official ane documents. Every reasonable precaution has been 
— = insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. k & Co. cannot assume any liability ty reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car Registrations, 46 States for December, 1954-1953 — 
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New Passenger Car Registrations, 13 States for January, 1955- 1954. 
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News to Note... 





| Truck World in Brief | 


VANCOUVER, B. C.—Reciprocal 
icensing arrangements for British 
olumbia trucks entering other 
srovinces are being sought by the 
Vancouver Board of Trade. 

It was pointed out that an 
\lberta-based truck operating be- 
tween Vancouver and Ontario pays 
ipproximately $3,000 less in annual 
fees than a B. C. truck. Alberta is 
one of five Canadian provinces 
which have reciprocal agreements. 

+ +” * 


Leasing Group Establishes 


Washington Headquarters 


WASHINGTON. — The Car & 
Truck Renting and Leasing Assn. 
has set up headquarters here at 
Suite 900, 1406 G St., N.W., ac- 
cording to H. C. Farrell, execu- 
tive secretary. 

Howard L. Willett jr. is presi- 
dent. 


* * * 


Filter Savings Seen 


RAHWAY, N. J.—The develop- | 
ment of a new, dry-type air filter | 
by Purolator Products, Inc., should | 
result in big savings for fleet oper- 
ators over the next few years, Jules | 
P. Kovacs, engineering vice-presi- | 
dent, said last week. 

* * * 


‘Duck-Back’ Van Service 


Offered to Puerto Rico 


NEW YORK. — Allied Van | 
Lines, Inc., March 1 began a | 
“duck-back” van service aboard 
ocean-going vessels from New | 
York and Florida to Puerto Rico. 

TMT Trailer Service also has | 
announced that it will buy a 
number of large wartime landing 
ships to permit transportation of 


trucks and trailers by water. 
* * * 


Merged Truckers Meet | 


SAN DIEGO, Calif.—The consoli- 
dation of the Northern California 
and Southern California trucking 
groups into the California Motor 
Truck Assn. appears to have been 
highly successful. 

The state trucking convention, | 
held here, was sponsored by the 
newly formed group and came off 
without a hitch. 

” 





* * 


Brake Harnesses Motor 


PORTLAND, Ore.—A new type 
brake which converts the motor 
into a low pressure air-compres- 
sor to slow and halt heavy freight 
and logging trucks has been de- 
veloped by Power Brake & Equip- 
ment Co. 


* * x 


L. A. Holds Trailer Show 


LOS ANGELES. — A total of 86 
stock trailer models were on ex- 
hibit at the second annual Trailer 
Life Show sponsored by the Trailer 
Coach Assn. > 

7 * 


Waxes Trucked Hot 


HAGINCOURT, Ont. — Inter- 
national Waxes, Ltd., is speeding | 
shipments of petroleum waxes by | 
truck tankers to cut handling 
costs to users. The tanker is a | 
single-compartment type and has | 
a heating unit to maintain flu- 
idity. 


* * * 


Diveo Expands Plant 


DETROIT.—Manufacturing facil- | 
ities at the Divco Corp. plant, 22000 
Hoover Rd., have been increased 
with the occupancy of two new 
buildings, G. E. Muma, president, | 
announced last week. 

* * * 


Air Scoop Shown 
PORTLAND, Ore. — A fiber- | 
glass air scoop for truck-cab com- 


fort has been shown here by 
Plasti-Glass, Inc. 
+ * 





+ 
Southeastern Buys Fleet 


From GMC, Fruehauf 


NASHVILLE.—Southeastern Mo- 
tor Truck Lines, Inc., Nashville, has 
placed orders for $2,360,000 worth 
of tractors and trailers, according 
to Shade Murray, president. 

General Truck Sales, Inc., will 
deliver 90 GMC cab-over diesel 
tractors equipped with Twin Hydra- 


| tising; Roger W. Gerling, cus- 


tomer relations secretary of ATA, 
Washington, and Charles A. 
Logan, general sales manager, 
Wilson Freight Forwarding Co., 
Cincinnati, will head the sales 
forum. * * & 


Bus Increase Seen 
LOUDONVILLE, O. — A predic- 
tion that 1955 city and intercity 


‘ . |bus sales will increase 10 percent 
Matics for approximately $1 mil-| over jast year has been made by 


lion. i « 
The rest of the money will go for | acs. Young, president of Flex 


180 Fruehauf-Carter aluminum, 35- , ‘ ‘ 
foot trailers. The trailers were or- | Young's estimate is largely based 


“ ;on the fact that bus purchasers 
dered through the Nashville office : a 
of Fruchauf -Carter and will be! have not bought their normal num 


built at the Memphis plant. — a. a 


* * * 

: ae ee | Truckers Tell Story 
Specialists to Hold Forums HARRISBURG, Pa.— (UTPS) — 
At Ohio Truck Parley |The 1955 edition of “Trucking in 

Names of four specialists who Sere Senne Se ae 
will hold forums on the closing | industry is tled to everybody's per- 


; 'S |sonal living, has been made avail- 
day of the Ohio Trucking Assn.’s |ahje by the Pennsylvania Motor 
37th annual convention, March 


7-9, have been announced. tuck Am. 86h, 


David Marshall, public rela- Refrigeration Aide Named 
tions planning director for Farm ° 
By Truck-Trailer Group 


Bureau Insurance Cos., Columbus, 
WASHINGTON. —In one of his 


O., will conduct a forum in public 
relations; William A. Arter, Byer | first major actions as president of 
Truck-Trailer Manufacturers Assn., 


& Bowman Advertising Agency, 
Columbus, O., will handle adver- | Inc., R. R. King has appointed L. H. 
Magor, president of Aluminum Body 
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Corp., Montebello, Calif., as chair- 


man of a refrigeration committee. 

One of the steadily increasing 
markets for refrigerated trucks is 
the shipment of fresh orange juice 
from Florida to the northeast and 


midwest. 
* * * 


New Piggy-Back in West 
PORTLAND, Ore.—Southern Pa- 
cific Trucking Corp. has started 
operation of a piggy-back service 
from California to the Pacific 
Northwest. 


* * * 


Lower-Cost Truck Tire 


| Added by Goodrich 


AKRON. — A new lower - cost 
highway truck tire, the B. F. Good- 
rich Express, has been announced 
by B. F. Goodrich Co. Tire & 
Equipment division. 

The new tire is available in 18 
sizes and ply ratings, ranging from 
7.00-15 six-ply to 10.00-22 12-ply. 

* +” x 


Truckers ‘Hold Own’ 


In Canada Rate Battle 


MONTREAL.—Despite the fact 
that its freight traffic was down 
slightly in 1954, the Canadian 
trucking industry held its own in 
the rate war brought on by the 





> el 41 
railway industry, according to Wil- 
liam C. Norris, president of the 
Canadian Trucking Assn. 

“Fast, flexible service remains 
the trucking industry’s greatest 
asset in the current competitive 
struggle,” Norris said. 

* * * 


Truck Cooler Unveiled 


BOYERTOWN, Pa.—A new: truck 
body featuring an AC York truck 
refrigeration system that provides 
temperature control for dairy and 
other perishable foods has been an- 
nounced by Boyertown Auto Body 
Works. 


Oregon ‘Hides’ Scales 


| To Weigh Moving Trucks 


SALEM, Ore. — An electric de- 
vice for weighing trucks in motion 
has been installed on the Pacific 
Highway north of Salem. 

Concealed under the surface of 
the road, the truck scale cannot be 
distinguished from an _ ordinary 


crack in the pavement. 
* * 


* 
Steel Division Opened 


DEARBORN. — George J. Codd, 
executive vice-president of U. S. 
Truck Co., Inc., announces the 
opening of a steel division at 6837 
Wyoming Ave., Dearborn. 








Today, more than ever before, 


ADVERTISING MUST INFLUENCE YOUR CUSTOMERS! 


You don’t have to be told that 
advertising is a powerful sales force 
that can help you sell more, sell 
easier and at greater profit. Nor 
do you have to be told how nec- 
essary it is today, with everyone 
competing for the consumer’s 
dollar and with all the direct com- 
petition you have, to have some 
powerful advertising working for 
you. You need it for the sales job 
that has to be done. 

But don’t make the mistake of 
thinking any advertising will do. 
To do you any good, advertising 
must be seen and read by the 
people you can count on to become 
your customers. And it must in- 


fluence these people favorably 
toward the products you sell. 

If you are typical of the majority 
of the car dealers and automotive 
shop owners in the nation, you are 
located in Country-Side America. 
And, if your supplier is helping you 
by consistent advertising in the 
Country-Side Unit, you’re lucky. 
That kind of advertising support 
was tailor made for you. 

The Country-Side Unit has be- 
come the largest sales force among 
the 19,000,000 families who make 
up America’s biggest automotive 
market because it meets the needs 
of this market as nothing else does. 
It has tremendous impact among 





the people you must count on as 
your customers. Advertising in 
the Country-Side Unit for the 
products you sell influences these 
people favorably toward those 
products. It gives you coverage 
among the best customers in your 
territory like a local newspaper 
with impact that pays off in sales. 


CSU 
Farm Journal 


The magazine farm families depend on 


Town Journal 


The magazine town families depend on 








i 
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the sponsorship of 36 nations, tak- 
ing part in the International Geo- 
physical Year, leaves for the long 
voyage in 1957. The ship will be 
| equipped with radar, long-range 
| aircraft, rockets to pierce the upper 
|atmosphere, aerial mapping cam- 
‘eras, and huge tracked amphibians. 
The expedition may culminate in 
the mapping of an unknown conti- 
nent and reveal rich treasures, 
especially knowledge. 


The U. S. is already locating an 


ra eae i our poenee- anetedien post at the South Pole, 

scientific study class may now | where planes and other equipment 
read the results of a world-wide dis-|may be stationed. The Antarctic 
cussion, sponsored by the British has been inhospitable in the past, 
Royal Society and participated in| before the recent advances in avia- 
by thousands of engineers, doctors, | tion, food and heating. 


architects, schoolboys and house- 
wives, on “What is life in the year 


2,000 going to be like?” 


Will someone tell me what is 
likely to happen in the next five 
years in Antarctica, that vast con- 
tinent which is almost as large 
as Australia and Europe com- 
bined, and covers nearly 6 million 
square miles and which must hide 
some of the most vital secrets in 


the world. 


* *- * 


85 Below Reported 


N° ONE knows how cold it gets 
down there after six months of 
darkness. Temperatures of 85 de- 
grees below zero have been re- 
corded in Siberia and it’s possibly 
colder at the Pole. One expedition 
in Adelie Land recorded a mean 
annual wind velocity of 50 miles an 
hour. The Pole itself lies on a 
plateau 10,000 feet above sea level. 


The quest will begin when the| Amundsen and Scott were there in 
U. S. Navy icebreaker Atka, under! the summer of 1911 but no one else 





a COMPLETE line... 
for more profitable truck sales 


Featuring unique flexibility and advanced designing .. . 
completely engineered for every service job, Morrison's 
new line of all-steel Service Bodies will help you sell 
more trucks. Now, you can offer your trucks as fully 
equipped, ready-to-work units, tailored to the specific 
needs of the public utilities and the service trades .. . 
among the largest users of trucks and special truck 


equipment. 


And you'll make more money on every sale that includes 
Morrison Service Bodies and Accessories .. . 


truck body profits guaranteed b 


discount. Morrison Service Body Division, MORRISON 
STEEL ProbUCTS, INC., 680 Amherst St., Buffalo 7, N.Y. 





Important: 


Chassis for Morrison 
Service Bodies i 
should be ordered & 
with short running 
boards .. . without 
rear fenders or 
pickup box. 


For Better Service and Greater Utility...Specify 
N f & 
Cervice bod 


Also manufacturers of MOR-SUN Furnaces 
and ROLY-DOOR Steel Garage Doors 





C of C Head— 


Jack F. Wolfram (right), general man- 
ager of Oldsmobile, takes over as presi- 
dent of the Lansing Chamber of Com- 
merce from William J. Porter jr., retiring 
president. 





has seen the Pole except from one 
of the Byrd planes. 


Scientists in America claim that | 
Nathaniel Palmer, of Stonington, 


Conn., first sighted the continent 
in 1820. The Russians claim Ad- 
miral Bellinghausen discovered it. 


Aside from the expectations of 
the scientists that many precious 
metals will be found under all that 
ice (including uranium), the Ant- 





your Morrison dealer 


Model 900 $ 


discounts and the 


Auto Safety House 
Phoenix, Ariz. 
Southern Equipmen 
* Fort Smith, Ark. 


Denver 2, Colora 
S. J. Meeks’ Son 

Washington 1, D. 
DeBoliac Truck Equ 

Miami, Florida 


Orlando, Florida 


big extra Tampa, Florida 


Atlanta, Georgia 


Boise, Idaho 
Platt, Inc. 


Scruggs-Drake Equi 
Decatur, Illinois 

Moline Body Co. 
Moline, Illinois 

Drake-Scruggs Equi 


Hallenberger, Inc. 


Allied Truck Equip. 
Indianapolis 18, 


Tom Rice, Inc. 


Works, Inc. 
New Orleans 16, 


Shreveport, La. 
Hercules-Campbell 
Body Co., Inc. 

Portland, Maine 


Continental Body C 
Bay City, Mich. 


Model 700-4 


cam !$o 








Roadway Mtg. & 
Van Dyke, Mic’ 


Kansas City 1, 
Eaton Metal Prod 


No. Little Rock, Ark. 
Jumbo Equipment Co. 

Los Angeles 15, Calif. 
The Winter-Weiss Co. 


Rivers Body Factory 
Jacksonville 4, Florida 
Truck Equip. Co. of Atlanta 


Olson Manufacturing Co. 


Chicago 20, Illinois 


Springfield, IIlinois 


Evansville 12, Ind. 


lowa Body & Equip. Co. 
Des Moines 9, lowa 

Harry Young & Sons 
Wichita 4, Kansas 


Louisville 1, Kentucky 
Blattman Sheet Metal 


Dealers Truck Equip. Co. 


Cambridge, Mass. 


Model 1050 $ 


Neil's Automotive Service, Inc. 
Kalamazoo, Mich. 

Burch Body Works 
Rockford, Mich. 


West End Auto Body Co. 
Duluth 6, Minn. 
Keystone Trailer & Equip. Co. 


Model 700-6 


@ FOR COMPLETE INFORMATION on Morrison 
Service Bodies and Accessories — including prices, dealer 


Morrison Demonstrator Plan — see 


your nearest Morrison Distributor. 


Badger Body Mfg. Co. 
Omaha 2, Nebraska 

The Winter-Weiss Co. 

of New Mexico 
Albuquerque, N.M. 

Maday Body & Equip. Co. 
Buffalo 11, New York 
Rochester, New York 

Hercules-Campbell 

Body Co., Inc. 

ic. Latham, New York 

ip. Co. Tarrytown, New York 
Waterloo, New York 

Baker Equip. Eng. Co., Inc. 
Charlotte 1, N.C. 

Swanston Equip. Co. 
Bismarck, N.D. 
Fargo, N.D. 

Myers Equip. Corp. 
Canfield, Ohio 

Power Brake Service, Inc. 
Cleveland, Ohio 

Buckeye Truck Body 


t Co. 


do 


p. Co. Builders, Inc. 
Columbus 3, Ohio 
Perfection Equip. Co. 
p. Co. Oklahoma City, Okla. 


Schetky Equip. Corp. 
Portland, Oregon 

M. A. Brightbill Body Wks. 
Lebanon, Pa. 

Eastern Body Co. 
Philadelphia 32, Pa. 

Auto Truck Equip. Co. 
Pittsburgh 8, Pa. 

Roy F. Drake Body 

& Equip. Co. 
Sioux Falls, $.D. 

A. Fassnacht & Sons 
Chattanooga, Tenn. 

La. W. T. Stringfellow & Co. 
Nashville, Tenn. 

Williamsen Body & 

Equip. Co. 
Ogden, Utah 

Baker Equip. Eng. Co., Inc. 
Richmond 11, Va. 


Corp. 
Ind. 


°. Nelson Truck Equip. Co., Inc. 
Seattle 9, Wash. 





American Machine Co. 
Spokane 11, Wash. 

Baker Equip. Eng. Co., Inc. 
Bluefield, W.Va. 


Equip. Co. Charleston, W.Va. 


h. Clarksburg, W.Va. 


Huntington, W.Va. 
Lindsay Bros. Inc. 
Milwaukee 1, Wisc. 


Hay & Harding, Ltd. 
Calgary, Alta., Canada 


Mo, 
ucts Co. 


Billings, Montana 


arctic might prove to be an im- 
mense source of food. Icy though 
the seas may be, they produce vast 
quantities of “algae,” the sea weed 
that manufactures carbohydrates 
and makes animal life possible. It 
is estimated that the waters pro- 
duce three or four times more or- 
ganic matter an acre than the most 
fertile farm or forest land. 
* * * 


Many Claimants 
OW, several nations—New Zea- 
land, Australia, Norway, France 
and perhaps Germany — are claim- 
ing part of Antarctica. 

The most promising new plane 
for Antarctic exploration is the 
| Navy’s P2V Neptune patrol bomber. 
The U. S. Navy’s “Operation High- 
jump” was the most massive Ant- 
|arctic venture to date. It involved 
4,000 men on 13 ships. 

Can you imagine that the Pole 
is 700 miles south of its nearest 

base, Little America? The LV(T), 
the “alligator,” used in World 
War Il, travels best on the snow 
and ice but can carry only enough 
fuel for a few hundred miles and 
the massive crevices and moun- 
tain ranges lie between. One so- 
| lution is air-dropped fuel. 

These developments in wings and 
wheels, electronics and other tech- 
nology may lead to a more rapid 
advance in filling in of the un- 
knowns in a great area of today’s 
otherwise much explored world. 








Lammerts Stages 
Own Auto Show 
In Niagara Falls 


NIAGARA FALLS, N. Y.—Lam- 
merts, Inc. (Buick), has staged an 
auto show of its own to acquaint 
Niagara Falls with the new 1955 
Buicks. 

Lammerts cleared out two floors 
of its service department and filled 
all available space with a variety 
of new models and colors. 

The firm said it had made spe- 
cial arrangements with the factory 
for “the greatest selection of new 
Buicks ever seen in Niagara Falls.” 

A wide selection of accessories 
also was featured. The city has no 
formal auto show. 


Nash Picks Keller 
As Atlanta Head 


DETROIT. — C. D. Keller has 
been appointed manager of Nash 
Motors’ Atlanta zone, according to 
Roy Abernethy, 
Nash sales vice- 
president. 

Keller, former 
Boston zone man- 
ager, joined Nash | 
in 1945 as busi-| 
ness management | 
manager of the| 
St. Louis zone.| 
He was advanced | 
to assistant zone 
Manager in 1946 
and was named 
zone Manager in 1950. 

Keller entered the auto business 
in 1934 as a retail salesman. He 
was associated with Studebaker 
from 1936 until 1941 as a business 
management representative, resign- 
ing to join Ford Motor Co. as a 
zone sales Manager at Cincinnati. 












Cc. D. Keller 








Vandals Smash Cars 


Stored by Converse 
ALBUQUERQUE, N. M.—Two 
teenagers, free on suspended house- 
burglary sentences, are believed re- 
sponsible for a vandalism spree 
that cost Converse Motor Co. 
(Chrysler-Plymouth), around $1,000 
damage to nine new cars stored at 
Bernalillo County Fairgrounds. 


The cars were driven against 
locked doors of the Industrial 
Building, apparently in daylight, 
smashed in headon collisions at 
high speeds, run into buildings, 
walls and a transformer on a util- 
ity pole, causing another estimated 
$1,000 to fairgrounds property. Wit- 
nesses seeing the cars driven at 
high speeds on fairground roads 
the previous day thought the cars 
were being tested by Converse em- 
ployes. 













































AS FUMES 


this simple 
inexpensive way! 


TESTED—APPROVED 
x WENTILATION SYSTEMS 
§ OVERHEAD—UNDERFLOOR 


Install it yourself 


Complete “Packaged” Kits 
Priced 
From 
















Write for FREE literature—No obligation 


The National System of 
Garage Ventilation, Inc. 


147 West William St. © Decatur, Illinois 


 PORTAMA 
AUTO TURNTABLES 


Amazingly low in price and easily 
set up by you—ANYWHERE. 


As simpie as that—AMER-STAGE portable 
turntables now bring top-flight showman- 
ship within the reach of every car deal- 
er's budget. Best of all, they can 


quickly and easily moved to any spot you 


choose. 
Here is a rugged, all steei turntable. 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. 


Also 
avail- 
able 


POSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE 
EQUIPMENT, INC. 
805 East 134 St., Bronx 54, N. Y. 


USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF '53- ‘54 210 Chevrolets 5 
Custom Fords— © 

WE ARE AS NEAR AS 
YOUR TELEPHONE 
WITH A STEADY SUPPLY 
wk <ALL CARS CLEAN x 


EMKAY, INC. 
6850 Cottage Grove Ave. 
Chicago 37, Ill. 


Phone: Museum 4-6969 
Ask for Ben Geller 


USED CAR 


SALES 


Systems Aids Promotions 
Write for free catalog 


BARRY AUTOMOTIVE CO. 
1362 W. 65th St. Cleveland 2. Obie 


Cuacles Gccole , 
LEFT FOOT PEDAL 
Step on the gas with either foot 

with equal ease. Drive relaxed 

Guaranteed for the life of the car — 

which originally installed on. FITS ALL CARS 

eae 
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MR. AUTO AUCTION OWNER: 


AY 
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ve 


wat 2H 
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Let him huff... 
let him puff... 








‘Il blow i ket if Fidelity Check | | 
All he'll blow is a gasket if youve got Fidelity eck Insurance! 
THERE’S ALWAYS A WOLF AT THE DOOR .. . huffing (usually same day claim is made) of any check turned 
and puffing and trying to blow your house in. Can down by any bank for any of these reasons! 
he do it? How many blows from bad checks would 
, ? 
, WH AFRAID THE HECK? m 
it take to wreck your house? $7,500? $10,000? SO WHO'S OF BIG BAD CHECK? He may 
$20,000? blow a gasket but he won’t wreck your auction when 
’ . . ! 
: you’re protected by Fidelity Check Insurance! Not 
LET HIM HUFF AND PUFF... while you count the 
——— sa only does it save you both money and time, but 
profits in perfect safety. Fidelity holds the fort y y y , 
against bad check losses growing out of the bank’s Fidelity Check Insurance builds volume, brings you 
refusal to pay because of insufficient funds, improper bigger consignments of cars ... because the man 
. . ’ 
or unauthorized signature, closed account, no such who has them to sell sells ’em where the checks are 
account, or forgery. Fidelity guarantees payment guaranteed sound! 
Get the full story today 
Stahlman Bldg., Nashville, Tennessee...Phone 5-4101 
eeeeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ee eee ee eee ee see @e@eeeweeeeeneeeeeeeeeeeeeeeeeeeeeseeseee#eeeeeeeeeeeee @ 
° 7 
. . 
: CHECK WITH ANY OF THESE FIDELITY CHECK-INSURED AUCTIONS . 
7 
: ° 
. . 
= : AL & BENNY FRIENDLY AUTO AUCTION Thursday CONCORD AUTO AUCTION, INC. Mon. & Fri. LEBANON AUTO AUCTION, INC. Wednesday § ROCKFORD AUTO AUCTION Thursday ‘ 
: Municipal Airport, Daytona Beach, Fla. 29 Sudbury Road, Concord, Mass. Highway 22, N. Plainfield, N. J. 6402 Forest Hills Rd., Rockford, III. ° 
. APTCO AUTO AUCTION Wed. & Fri. DAYTON DIXIE AUTO AUCTION, INC Monday LEITCH MOTOR SALES, INC. Thursday SKYLINE AUTO AUCTION Tuesday 
° 19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 5310 North Dixie, Dayton, Ohio 1450 E. Main St., Owosso, Michigan Greenpoint Ave. at Provost St., Brooklyn, N. Y. bY 
: ARKANSAS AUTO AUCTION Tuesday paar — erg sii Monday MANEY AUTO AUCTION Friday SODERBERG-KLINE AUTO AUCTION, INC. Thursday ° 
° 1801 East Broadway, North Little Rock, Ark. 9 i : Jordan Lane, Huntsville, Alabama 13th and Locust St., Omaha, Nebraska 7 
‘ DIXIE MOTORS AUTO AUCTION Tues. & Fri. ° 
: ARLINGTON AUTO AUCTION, INC. Wednesday 718 anaier Ave., Atlanta, Ga. — MAULDIN AUCTION SALES, INC. Tuesday SOUTHERN AUTO SALES Wednesday . 
Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. 1227 New Buncombe, Greenville, $. C. Route 5, Warehouse Point, Conn. . 
DOWNINGTOWN AUTO AUCTION Wednesday y 
5 . BORDENTOWN AUTO AUCTION Monday Route 30—Lancaster Pike, Downingtown, Penna. MIDDLE GEORGIA AUTO AUCTION = Wednesday SYRACUSE AUTO AUCTION Wednesday H 
: Route 130, Bordentown, N. J. R. PG GOFF AUTO AUCTION Monitor Eastside Highway, Macon, Georgia R. D. #1, Lafayette, New York ° 
° tg — eee oy sa wae nee Tame Siren, Genetend, Meride MONTPELIER AUTO AUCTION CO. Monday TOLEDO AUTO AUCTION CO. Thursday ; 
. ate Fair Grounds, Columbus, Ohio GRAND BLVD. AUTO AUCTION Wednesday Route #1, Montpelier, Ohio 714 Huron St., Toledo, Ohio a 
e 6336 South Grand Bivd., St. Louis, Missouri 
—————— eerie aieliad sa - ‘ me MUNCIE AUTO AUCTION Friday TRI-STATE AUCTION CO. Thursday ° 
‘ IONS, INC. i i . 
F 125 South Delaware, Mason City, lowa 0168-M21, Jenison, Michigan aaa 3344 So. Madison St., Muncie, Ind. 3021 W. Front St., Fargo, N. Dakota Ps 
. COMELD AUTO AUCTION Monday GREATER SHREVEPORT AUTO AUCTION Thursday — oon eo Wednesday = TRI-STATE AUTO AUCTION, 100C. Ovidey . 
° Boaz, Alabama 1310 N. Market St., Shreveport, La. 35th at Divine St., Chattanooga, Tenn. Valley Springs, S$. Dakota . 
+ 
_ COLUMBUS AUTO AUCTION Thursday INDIANAPOLIS AUTO AUCTION, INC. Wednesday QUINCY AUTO AUCTION Friday WEST KENTUCKY AUTO AUCTION Wednesday - 
. 2603 Cusseta Road, Columbus, Ga. 4501 West léth St., Indianapolis, Ind. 3220 Broadway, Quincy, Illinois Chestnut at W. 12th St., Murray, Ky. ° 
| # : 
° . 
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Sales Conditions in Various Areas... 





Auto Market Reports 


increase in licensed drivers. (About;the best and biggest ever.— 


Connecticut 


New-car sales in Connecticut 
were 82,324 last year compared with 
87,287 in 1953, according to Carl R. 
Lane, executive vice-president of 
the Connecticut Automotive Trades 
Assn. 


Although new-car sales were 
down, State Motor Vehicles Com- 
missioner Charles F. Kelley re- 
ported an approximate 4 percent 
increase in all types of motor ve- 
hicle registrations in Connecticut 
last year over 1953. 

He said that registrations in- 
creased from 879,473 in 1953 to 
928,030 in 1954, with a 3 percent 
rise in commercial vehicles and 
a 5 percent increase in passenger 
cars. 

Meantime, these factors seem to 
indicate greater sales opportunities 
for the automotive trade in Con- 
necticut (population, about 2,200,- 
000) throughout 1955: 

Kelley's report of a 4.5 percent 





1,100,000 Connecticut residents hold 
driving licenses.) 


The State Labor Department's | 
year-end report that total employ- | 
ment reached a yearly peak in De- | 
cember and that non-manufactur- | 
ing employment hit a new high. | 

Commenting on this heavily in- 
dustrialized state’s manufactur- 
ing employment, State Labor 
Commissioner John J. Egan noted 
that industrial wages rose during 
the second half of the year. 

Recent Government orders to 
Connecticut’s extensive aircraft 
and allied 
vide countless new industrial jobs, 
especially for high-paid skilled and 
semi-skilled workers. 


The 


industries should pro- 


mercantile trade reports 


jthat the recent Christmas buying 


season was, generally, just about 


(Thomas Marks.) 
* * 


* 


Ottawa 
New-car sales during February 
were “good” for most dealers in 
| this capital and “boomed” for some 
near the end of the month. 
Nearly all dealers said busi- 
ness exceeded expectations and 


| would have been even better if 


rumors had not been spread 
about possible reduction of Fed- 
eral taxes in the coming budget. 


Many dealers were surprised by 
| the demand for higher-priced cars. 


One said he had added three men 
to help his regular staff on high- 


| priced units.—(M. L. Schwartz.) 


* * * 


Washington and Union, Mo. | 
Sales are reported good in these | 


two conservative Missouri towns, 
only a few miles apart. 


New-car styles are proving at- 


tractive and this area probably has - 


Any way you Iook at it 
the New WHITE MUSTANG 


means MORE PROFIT 
a P hast i okedas operations 


LOOK INTO the positive money-saving, 


money-earning advantages of the new 


White Mustang Engines—when you buy 


new Whites...or for your truck replace- 


ment engine needs. 


They really pay in extra payload ability 


and low operating cost first day in service 


and for years to come. Ask your White 


Representative for facts about the Mighty 


Mustangs for your business. 






(j 





rite, << 


POWER 





More power with less fuel—outstanding efficiency 
of its exclusive induction system—cylinder head with 
machined combustion chambers; domed pistons with 
special rings and ni-resist insert; individual intake 
ports; high-lift rotation valves; dual carburation and 
cooling system of exclusive design with directed flow. 


Higher horsepower per pound of engine weight. 
Balanced design and extensive use of high-strength, 


light-weight metals. 


Longer life with lower maintenance cost—Highest 
quality materials, skilled workmanship and constant 
testing carry out the tradition of White leadership in 


engine design. 


Lower cost per ton mile, load or package— 
Whatever your transportation problem, White Mustang 
Engines mean increase profit or savings. 


THE WHITE MOTOR COMPANY 


Cleveland 1, Ohio 


FOR MORE THAN 50 YEARS THE GREATEST NAME 


| the largest ratio of cash buyers to | Chevrolet, 


‘population of any place in the 
country. 

Car registrations by make were: 
have the best points shown to 
them, whether they are linked to 
performance or trim. Power 
packs, however, are creating al- 
most no interest. 

Repossessions are so low as to be 
almost non-existent and the used- 
car inventories are normal. There 
is some bootlegging and what there 
is has been described by fran- 
chised dealers as “rough.”—(L. H. 
Houck.) 


* * * 


New Orleans 

Total new-car registrations for 
New Orleans in January amounted 
to 1,896, a decrease of 415 units 
from December but an increase of 
400 over January, 1954. 

Truck registrations totaled 276, a 
67-unit increase over the previous 
month. 


96; International, 2€; 


Dodge, 17; Studebaker, 8; GMC, 
White, 4, and Reo, 2. =» (Gordo: 
Hebert.) 

* > 7” 


Tacoma, Wash. 


Ford was relegated to third place 
in January new-car registration:, 
and fourth place for new trucks, in 
Pierce County (Tacoma), Wash. 


Chevrolet was first and Plymouth 
second in the new-car- count. 
Dodge was No. 1 in trucks and 

ranked fifth in new cars, behind 
Buick but ahead of Pontiac and 
Oldsmobile. Second and _ third 
place in trucks were claimed, re- 
spectively, by Chevrolet and In- 
ternational. 

Car registrations totaled 479; 
trucks, 145. 

New-car registrations were: 
Chevrolet, 86; Plymouth, 63; Ford, 
61; Buick, 46; Dodge, 40; Pontiac, 











32; Oldsmobile, 28; Mercury, 21; 
DeSoto, 20; Hudson, 17; Stude- 
baker, 16; Cadillac, 14; Nash, 13; 
Chrysler, 10; Lincoln, 5; Willys, 5, 
and MG,2. 

Truck registrations were: Dodge, 
45; Chevrolet, 29; International, 28; 
Ford, 21; GMC, 13; Diamond T, 2; 
son, 3; Nash, 2; Volkswagen, 1, | Mack, 2; Willys, 2, and miscellane- 


and Austin, 1. ous, 3.—(Robert Sconce.) 
Truck turnover was: Ford, 116; * * «* 


Atlanta 

In the race for first position in 
the Atlanta area, Ford and Chev- 
rolet ended the year 1954 close 
contenders, with Ford slightly out 
in front. Total new-car registra- 
tions for Ford were 7,685; for 
Chevrolet, 7,617. Buick was in third 
place with 2,340 registrations. 

Total registrations for all makes 
during the year was 26,991. 

Other registrations were: 

Pontiac, 1,629; Plymouth, 1,600; 
Mercury, 1,561; Oldsmobile, 1,538; 
Dodge, 637; Cadillac, 449; Stude- 
baker, 369; Chrysler, 330; Nash, 

| 317; DeSoto, 226; Packard, 216; 
| Lincoln, 172; Willys, 59; Kaiser, 
51; Hudson, 42; Austin, 8, and 
miscellaneous, 45. 
| New-truck registrations totaled 
3,470. By make, the were: 

Chevrolet, 1,312; Ford, 1,095; In- 
ternational, 398; GMC, 264; Dodge, 
215; White, 101; Mack, 31; Stude- 
baker, 18; Reo, 5, and miscellane- 
|ous, 31. 

Registration records were broken 
in Atlanta in January when 3,480 
new cars and 422 new trucks were 
titled. 

Even December registrations, 
with 250 new cars and 16 new 
| trucks titled in the names of deal- 

ers or factories, fell far short of 
the January totals. Registered in 
December were 2,094 new cars and 
213 trucks. 

January new-car registrations 
were: Ford, 976; Chevrolet, 831; 
Buick, 315; Pontiac, 312; Plym- 
outh, 258; Oldsmobile, 204; Mer- 
cury, 165; Dodge, 127; Cadillac, 
92; Chrysler, 70; Studebaker, 38; 
DeSoto, 34; Nash, 26; Lincoln, 
13; Packard, 13; Willys, 2; Kaiser, 
1, and miscellaneous, 3. 

Ford and Chevrolet tied in new- 
| truck sales with 153 units each. 
| Other makes ranked as follows: 
| GMC, 32; International, 29; Dodge, 
27; White, 13; Reo, 3; Studebaker. 
'3; Mack, 1, and miscellaneous, 8.- 
(E. C. Bash.) 


* x * 


| Salt Lake City 

A total of 564 new cars and 31 
|new trucks were registered in Salt 
| Lake County (Salt Lake City) dur- 
|ing January, compared with 971 
cars and 159 trucks in December. 
| January new-car registrations 
| broke down as follows: Chevro- 
| let, 136; Ford, 106; Buick, 92; 
| Oldsmobile, 62; Pontiac, 46; 
Plymouth, 33; Dodge, 18; Chrys- 
ler, 16; Cadillac, 15; Mercury, 14; 
DeSoto, 8; Lincoln, 6; Hudson, 3; 
| Studebaker, 2; Packard, 1, and 
| miscellaneous, 2. 

Truck registrations were: GMC. 
10; Willys, 6; International ,5; Ford 
4; Chevrolet, 3; Dodge, 1; Reo, 1, 
and miscellaneous, 1. 

Ed om Bd 


Pittsburgh 

| New-Car registrations in the 
Pittsburgh district reflected a coun- 
ter-seasonal gain in the week ended 
Feb. 19, according to the bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

Business in general rose to 174.4 
percent of the 1935-39 average 
during the week, the bureau said, 
the highest figure reported since 

(Continued on Page 45, Col. 1) 


Car registrations by make were: 
Ford, 604; Chevrolet, 396; Pon- 
tiac, 162; Oldsmobile, 160; Plym- 
outh, 136; Buick, 128; Mercury, 
100; Studebaker, 45; DeSoto, 39; 
Dodge, 39; Chrysler, 37; Cadillac, 
33; Lincoln, 7; Packard, 3; Hud- 
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(Continued from Page 44) 


December, 1958. The highest level 
reached in 1954 was 172.9 in the 
week ended Jan. 30, and the 1954 
low was 124.5 in the week ended 
July 3. 

Pittsburgh steel mills operated at 
88.5 percent of practical capacity 
in the week ended Feb. 19, a new 
high for 1955. 


* om * 
Roanoke, Va. 
January registrations of new 


cars in Roanoke County (Roan- 
oke), Va., totaled 335, while new- 
truck transactions numbered 27. 

Ford was first in new-car sales 
with 60 units and in new-truck 
sales with 14 units. 


In new-car registrations, a stiff, 
three-way fight for second place 
was won by Buick, with 47. Close 
behind came Chevrolet, with 46, 
and Plymouth, with 45. 

Other car registrations were: 
Pontiac, 36; Oldsmobile, 24; Chrys- 
ler, 23; Dodge, 14; Cadillac, 10; 
Mercury, 10; DeSoto, 9; Studebaker, 
3; Lincoln, 2; Nash, 2; Willys, 2, 
and miscellaneous, 2. 

Following Ford in new- truck 
registrations were: Dodge, 6; In- 
ternational, 3; Chevrolet, 2; Brock- 
way, 1, and GMC, 1. | 

. 2 * 
Miami 

Contrary to the trend in many | 
southern areas, the used-car busi- | 
ness in Miami has been generally | 
firm. 

John W. Grentner, president of | 
the Miami Used Car Dealers 
Assn., said: “February was one 
of our busiest months. If there 
is any soft spot it is in the higher 
priced cars, 1954 and 1955 mod- 
els, some of which are slow to 
move.” 

New-car dealers are equally op- 
timistic over market conditions. 
Ford, Chevrolet and Plymouth deal- | 
ers say they are getting results| 
from their advertising campaigns. 
Plymouth continues to lead the| 
field here in percentage gains over 
1954.—(George S. Connell.) 

7 ~ t 


Van Wert County, O. 

New-car registrations in Van 
Wert County, O., for January to- 
taled 85. 

They were as follows: Ford, 16; 
Buick, 14; Oldsmobile, 12; Chevro- | 
let, 9; Mercury, 9; Dodge, 7; Plym- 
outh, 6; Studebaker, 5; Cadillac, 2; 
Chrysler, 2; Pontiac, 1; DeSoto, 1, 
and Packard, 1. — (Simon M.! 


Schwartz.) 
* * 


Augusta, Ga. 

The outlook for both new and 
used cars still looks bright, accord- 
ing to Augusta dealers, who report 
more heavy cars selling now than 
in the past six years. 

Low downpayments and smaller 
monthly payments are responsi- 
ble for much of the increase, they 


say. 
Some of the leading used-car 
lots are offering 1955 models of al- 
most every make at a discount.— 
(Julanie Lampkin.) 
* | 


* 


Detroit 

A further increase in its share of 
the Wayne County (Detroit) mar- 
ket was scored by Chrysler Corp. 
in January, according to registra- 
tion figures compiled by the De- 
troit Auto Dealers Assn. 

General Motors and the “Lit- 
tle Three” also scored gains. All 
increases were made at the ex- 
pense of Ford Motor Co. 

DADA figures showed Chrysler 
Corp.’s January share up to 18.03 
percent from December’s 16.23 per- 
cent; GM up from 45.57 to 48.10; 
“Little Three” up to 2.01 from 1.69. 

Ford Motor Co. slumped from 


36.51 in December to 31.86 in Janu- | 


ary. 
Total January new-car registra- 
tions were 14,610, compared with 
18,638 in December and 10,039 in 
January, 1954. New-truck registra- 
tions were 856 in January, com- 
pared with 935 in December and 


064; Pontiac, 942; 818; 

Mercury, 809; Dodge, 787; Chrys- 
ler, 358; DeSoto, 280; Nash, 82; 

Studebaker, 73; Hudson, 50; Pack- 
ard, 48; Kaiser, 12; Willys, 6, 

and miscellaneous, 24. 

Truck registrations were: Ford, 
464; Chevrolet, 218; Dodge, 87; 
GMC, 40; International, 20; Divco, 
8; Mack, 5; Diamond T, 3; White, 
3; Willys, 3; Reo, 2; Studebaker, 2, 
and miscellaneous, 1. 

. * > 


Columbus, O. 

New-car registrations in Frank- 
lin County (Columbus), O., in the 
first 15 days of February jumped 
nearly 38 percent over the same 
period of January to total 1,051. 

New-trucks dipped slightly, fall- 
ing to 67 from 71 in the previous 
comparable period. 

As in the opening half of Jan- 
uary, Ford held first place in 
new-car registrations with a to- 


Plymouth, 1,260; Oldsmobile, 1,- 
Cadillac, 


tal of 269, compared with 206 for 

Chevrolet. 

Other new-car registrations were: 
Buick, 126; Plymouth, 98; Pontiac, 
77; Oldsmobile, 68; Mercury, 42; 
Dodge, 39; DeSoto, 38; Cadillac, 23; 
Chrysler, 20; Studebaker, 16; Pack- 
ard, 7; Hudson, 4; Imperial, 4; Lin- 
coln, 4; Willys, 3; Jaguar, 2; MG, 
2; Nash, 2, and Austin, 1. 

New -truck registrations were: 
Ford, 24; Chevrolet, 18; Divceo, 14; 
Dodge, 5; International, 3; GMC, 
2, and White, 1—(Bert Strang.) 


* * * 


Providence 

New-car registrations in Provi- 
dence during January totaled 1,581, 
compared with 1,288 in December. 

New-truck registrations also in- 
creased, totaling 125 in January, 
compared with 106 in the previous 
month. 

New-car registrations by make 
included: Ford, 315; Chevrolet, 
310; Plymouth, 203; Oldsmobile, 
148; Buick, 137; Pontiac, 122; 
Cadillac, 62; Chrysler, 59; Dodge, 
55; Mercury, 51; DeSoto, 29; 
Nash, 29; Studebaker, 21; Hud- 
son, 14; Lincoln, 10; Packard, 7; 
Willys, 3, and miscellaneous, 6. 








Lincoln Sales Leader— 


Wallace T. Peterson (right), Cleveland district Lincoln sales manager, accepts a 
bronze plaque for January sales leadership in Lincoin-Mercury'’s central region. 
Norman E. Crews (left), regional manager, makes the presentation, while Harry G. 
Maides, Cleveland district sales manager, looks on. The district achieved 111.9 per- 


cent of its Lincoln sales goal. 


47; Chevrolet, 35; International, 21; 


The discovery millions need and want! 


NEW BIGELOW ANTI-SHOCK SPRAY 
BANISHES STATIC ELECTRICITY! 





At lasti—static electricity can be removed from car- 
pets, upholstery and auto seat covers...easily, quickly 
—without encouraging soiling! 

Walk across a carpet and touch a door knob...shock! 
Slide into the car and touch metal ...shock! Fix the 
drapes and touch the light switch. ..shock! 


Now! Bigelow answers the problem with a new 


anti-shock spray! 


Simply apply spray to all exposed surfaces of your 





850 in January a year ago. 

year, January new-car 
registrations were: Ford, 3,747; 
Chevrolet, 2,653; Buick, 1,549; 








carpet, or your nylon orsaran car seat covers and shock 
disappears. Bigelow’s new formula in the handy aerosol 
can banishes shock miraculously. 


Treats 25 to 50 square yards! Ample supply to make 
carpet traffic lanes, and upholstery shock-free. 


Lasts up to 3 months! One or two treatments will 
fully neutralize fabrics during those months when 
static electricity is at its worst. 


Safe for all fabrics! Bigelow Anti-Shock Spray dries 
instantly and invisibly. Does not encourage soiling or 
fading. Does not affect the durability of textile ma- 
terials. 





Bigelow Anti-Shock Spray—QUICK, SAFE PROTECTION 
@ New formula banishes shock from wool and 

synthetic fabrics. 
@ Covers up to 50 square yards. 


@ Lasts up to 3 months. 


@ Dries instantly — invisibly. 


e@ Does not encourage soiling or fading. Does not affect 
durability of fabrics. 


© 12-0z. easy-to-use aerosol container. 





Again— Bigelow is first to open up a new sales and 
profit opportunity with a popular-priced item at $1.69 
suggested retail! 

Plenty of consumers are going to jump at the chance 
to end the annoyance of shock! It’s an old, familiar 
problem, and it has a brand-new answer... Bigelow 
Anti-Shock Spray! 


Here’s how to get your share of this ready-made 
market. Retailers’ and wholesalers’ inquiries invited. 


BIGELOW-SANFORD CARPET COMPANY, INC. 





BIGELOW 
a = e Anti-Shock Spray, 140 Madison Avenue, New York 16, New York 
Please send me complete details on prices, etc. of new Bigelow Anti-Shock Spray for resale. | Pease check: 
COMPANY ; aa) 
* ow | RETAILER 
SPECIAL STREET a mee po a , 
rs = 
RODUCTS av a TATE _| WHOLESALER 


2; Reo, 1; Studebaker, 1, and mis- 
Truck registrations were: Ford, | Dodge, 9; Mack, 4; GMC, 2; White, | cellaneous, 3—(Thomas L. Forbes.) 











46 
Four Add More Dealers . . 








Six Factories Boost 
Merchandising Setups | 


Dealership and merchandising | 
expansions were anneunced by six 
manufacturers last week. High- 


lights of each announcement fol- | 
|A. G. Worden & Sons, Titusville, 


low: 
* . * 


Nash 


DETROIT. — Nash Motors added 
100 dealers during February, Roy 
Abernethy, sales vice - president, 
said last week. 

At least one new franchise was 
granted in each state, he said. 

“Never before in Nash history | 
have so many dealers been signed | 
up in a like period,” Abernethy 
said, adding, “The concerted effort 
made last month was part of Nash 





Motors’ new and intensive sales 
program which will benefit Nash | 
ear buyers, dealers and stock- 
holders.” 

Abernethy credited much of the 
success for last month’s drive to 
Nash Motors’ new profit-sharing | 
program for dealers, which was 
announced Jan. 31. 

* a * 


Lincoln-Mercury 


DETROIT.— A move to expand 
the merchandising and product 
planning activities of the Lincoln- 
Mercury was announced Sunday by | 
Benson Ford, general manager of 
the division. 

Establishment of a merchandising 
and product planning office to study 
and appraise the future require- 
ments of automotive customers and 
to develop new products to meet) 
these needs was announced by| 
Ford. J. Emmet Judge was ap-| 
pointed manager of the office. 

The following appointments in the | 
new office were announced by} 
Judge: 

W. J. Moriarty, Mercury plan- 
ning manager; R. E. Donley, prod- | 
uct programming manager; C. B. | 
Pfeiffer, manager of the product | 
and competitive analysis depart- | 
ment, and M. H. Leiblich, manager | 
of the economic studies department. | 
A Lincoln planning manager will | 
be appointed. | ‘ 


* * 


Studebaker 


SOUTH BEND.—Studebaker has | 
announced 19 new dealers. 

The dealers are: Helms Bros., | 
Inc., Bayside, N. Y.; Gardner Mo- 
tors, Tupelo, Miss.; White Motor 
Co., Hannibal, Mo.; Alvin Joseph 
Motor Co., Hayward, Calif.; Gag- | 
non’s Garage, Sanford, Me.: J. & | 
J. Motor Co., Big Timber, Mont.; 
Lindenbusch Motors, University | 
City, Mo.; Harris Motors, Emmett, | 
Id.; Walter M. Roby, Wellsboro. | 
Pa., and Ben Stepman Motor Co., | 
St. Louis. | 

Rosenfeld’s Garage, Milford, 
Mass.; Liberty Motors, Moncks 
Corner, S. C.; Southside Motors, 
Inc., Indianapolis; Retzloff & Ry-| 
der, Menomonie, Wis.; Peterson 
Implement & Auto Sales, Lemmon, 
S. D.; Community Auto & Oil Co.,| 
Farmington, Minn.; Glah Bros. 
Sales & Service, Upper Darby, Pa., | 





and Jack’s Motor Co., Bowling | 
Green, Fla. 
* * + 
Hudson 
DETROIT. — Hudson has an-| 
| 


nounced signing 30 new dealers 
throughout the U. S. 

The new dealerships include | 
Auto Corral, Inc., Jackson, Miss.; 
Harmony Motors, Inc., East Bridge- | 
water, Mass.; Felix Wilson Motors, | 





NEAT SIGNS 
Make ‘em 


“STOP & LOOK" 








Gio Colors on Clear Plastic Film 
rices, Car Names, Sales Readers— 
Kit, ‘all Re-usable. | 
SH" Signs. right at 
elds — Ne | 


Brilliant Da 

Year Nos., 

Over 200 Units in Ha 

Makes Thousands of “ 

your desk. They cling to Windsh 

paste or tapes 

Your Letterhead brings 
Samples and Details, quick 
PLASTIKON DISPLAYS 

45 No. Division St. Buffalo 3, N. Y. 


Inc., Glasgow, Ky.; Harrison Mo- 
tor Co., Greenville, Tenn.; Harry 
Aldridge Motors, Lexington, Ky.; 
Connell Brothers, Victoria, Tex.; 


Pa.; Paul Sammon’s, Inc., Akron; 


Thompson-Hudson, San Jose, Calif., 
|}and Marty’s Sales & Service, Lo- 


gansport, Ind. 


Basil Motors, Cheektowaga, N. Y.; 
Collinwood Motor Service, Inc., 
Cleveland; Hudson Sales, Colum- 
bus, Ga.; Bob Mix, Jackson, Minn.; 
Homer Leon & Fitzhugh L. Saun- | 
|ders jr., 


Anderson, S. C.; Auto| 
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| 
field, Ky.; Thomas & Neill, Inc., | 
Alliance, O., and Vaughan Motor | 
Co., Columbus, O. 
| Waterloo Motor Sales, Waterloo, 
N. Y.; South High Motors, Mor- 
|gantown, W. Va.; Knese Motors, | 
| Lisbon, N. D.; Finley Motor Sales, 
Alton, IIL; Klug Sales & Service, 
Jefferson City, Mo.; Maynor Motor | 
Co., Decatur, Ala.; Davis-Delcam- | 
'bre Motors, Inc., New Iberia, La.; 
| Beals Motor Service, Borger, Tex.: 
| Wilkinson Motors, Inc., Springdale, 
Ark., and Federal Auto Sales, Flat 
River, Mo. 





* * a 
Willys 
TOLEDO.—Art Winberg, district 
manager for Kurland Motors, Den- 
|ver, Willys distributor, won a 
| Kaiser Darrin sports car as the top | 
| award in a national dealer develop- 
|ment program in which 464 dealers 
were added. 
Winberg was responsible for | 


IN. C; C. V. Durkin, 


agers competed, brought the com- 
pany’s dealer total to 2,400. 
Divisional award winners were 
Donald Benfield, Boston; R. C. Par- 
rish, Dallas, and T. S. Fortney, 
Toledo. Each received $300 cash 
awards and a week’s paid vacation. 
Zone winners, who were pre- 
sented with engraved gold watches, 
were E. E. Smith, Greensboro, 
New York; 
Joseph E. Ortolani, Buffalo; H. G. 
Orr, Sioux Falls, S.D.; C. W. Rick, 
Chicago; Frank Lacaff, Kansas 
City; A. W. Swenson, Minneapolis; 
D. M. Mabey, Salt Lake City; 
Charles Riebeling, Phoenix, Ariz.; 
Henry Veale, San Francisco; Hal 


Stensrud, Portland, Ore.; John S. 
Richards, Spokane; J. E. Martin, 
Seattle, and O. R. Watson, Los 


Angeles. 


* * * 


Chrysler Corp. 


DETROIT.—Establishment of five | 


Clinic, Inc., Minneapolis; McLaugh- signing 22 dealers during the six- | regions and several personnel pro- | 
lin Hudson Sales, Flint; Carman & | month contest period. The program, | motions in expansion of Chrysler | | West Coast. All three have been 
Travis Automotive Service, May-|!in which all ‘Willys district man- | Corp.’ s dealer enterprise office were | assistant investment managers. 











announced last week by R. W. 
Shanklin, manager. 

A. H. Green, former central ir - 
vestment manager, has been pri - 
moted to operations manager, an.j 
D. A. Buckley, eastern investmert 
manager, is investment manage. 
They will direct dealership inves: - 
ment activities. 

The five new regions are Los Ar- 
geles, San Francisco, Midwest, D-- 
troit and Atlanta. Robert Goode!l, 
western investment manager will 
head the Los Angeles region; J. !1. 
Mailand, assistant investment man- 
ager, has been promoted to man- 
ager of the San Francisco region. 
L. S. Oehring, investment manager, 
becomes manager of the Midwest 
region. 

Other promotions include B. V. 
Kirk as manager of the Detroit 
region; J. W. Stokes as manager of 
the Atlanta region, and N. S. Elliott 
as operations staff representative, 


Decision-makers in one of America’s largest industries are 


SOLD ON 


bier Dome ee ee el eT 


are Sold on Spot as a basic advertising medium! 





Today, with a good product backed by vigorous advertising, Pontiac is one of 
America’s fastest selling cars . . . and a substantial portion of Pontiac’s advertising 
budget goes into Spot Radio and Spot Television ! 


If yours is a highly competitive product—like automobiles—Spot should be one of 
your basic selling tools, too. Here’s what a Spot schedule does for Pontiac: 


SPOT is co-ordinated with other media in the introduction of new models with con- 
centrated short-term saturation campaigns. 
SPOT is frequently used in specific markets where additional sales impact is needed. 
SPOT is often used for special promotion throughout the year. 
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Where Plymouth V-8 Engines Will Roll— 


Plymouth now is expanding and tooling the Chrysler Mound Rd. plant in Detroit 
for production of all the division’s V-8 engines. Opening of the engine line this 
fall will triple Plymouth V-8 power plant output over the present 1,000-a-day maxi- 
mum available from the Dodge main plant. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 

















By Maynard M. Gordon 
News Editor 
DETROIT. — The ’56 Plymouths 
will be the first to use the prod- 
ucts of the division’s new V-8 
engine plant, President John P. 
Mansfield dis- 
closed last week. 
Completion of 
tooling and start 
of production by 
late fall, Mans- 
field said, will en- 
able Plymouth to 
triple V-8 engine 
output from the 
present 1,000 a 

day. 

Plymouth is 
spending more 
than $45 million to retool the 


J. P. Mansfield 


Advertis 


Account 
MacMan 


Radio & 


Central 


Detroit 


Plymouth Maps V-8 Hike 


New Engine Plant to Triple Production 
In Time for ’56 Models 








Chrysler Corp. Mound Rd. plant 
here for V-8 engine work, ac- 
cording to Mansfield. A Boeing 
bomber airframe job is being 
moved out while the engine ma- 
chinery comes in for installation. 
Facilities for building six-cylin- 
der engines will remain at Plym- 
outh’s main plant on Lynch Rd. 
Six capacity there is 3,200 daily. 
“Dealers are clamoring for more 
| V-8s,” Mansfield said, “but our 
| present source (Dodge) can only 


P |supply us with enough for a ratio 


of one eight to three sixes. The 


. |new plant will allow a 50-50 divi- 


| Sion.” 

Describing the tooling for the 
inew plant as the “most modern 
anywhere,” Mansfield and Car] J. 
| Demrick, manufacturing vice-pres- 





Left to Right: 


B. B. KIMBALL 


ing Manager, 


Pontiac Motor Division, 
General Motors Corp. 


PAUL FOLEY 


Executive, 
us, John & Adams, Inc. 


CHARLES CAMPBELL 


TV Media Director, 


Detroit Office, 
MacManus, John & Adams, Inc. 


PAUL MENSING 


Division Sales Manager, 


Radio, NBC Spot Sales 


ALLAN KERR 


Sales Manager, 


Television, NBC Spot Sales 


Candid photo by Eliott Erwitt. 
Taken at Pontiac main assembly 
plant, Pontiac, Mich. 


Stations Represented 
by NBC Spot Sales: 


RADIO 

WTAM Cleveland 

WAVE Louisville 

KGU Honolulu, Hawaii 
WRCA New York 

WMAQ Chicago 

KNBC San Francisco 
KSD St. Louis 

WRC Washington, D.C. 
and the 


NBC Western Radio Network 


TELEVISION 

WAVE-TV Louisville 

WRGB Schenectady- 
Albany-Troy 

KONA-TV Honolulu, Hawaii 

WRCA-TV New York 

WNBQ Chicago 

KRCA Los Angeles 

KSD-TV St. Louis 

WRC-TV Washington, D.C. 

WNBK Cleveland 

KPTV Portland, Ore. 


Spot, with its complete flexibility, its bed-rock economy and its hard-hitting sales 
impact, plays an important role in Pontiac’s yearly advertising plan. These advantages 


can help boost your sales, too. 


Ask your advertising agency or an NBC Spot Salesman to show you how Spot can fit 
into your advertising plans...and how the stations represented by NBC Spot Sales can 
sell for you in eleven major markets, accounting for 45% of the nation’s retail sales. 


Decision-makers are Sold on Spot because their customers are Sold on Spot... 


and some spots are better than others! 








SPOT SALES 


Chicago Detroit 
San Francisco 
Atlanta* 


Los Angeles 


30 Rockefeller Plaza, New York 20, N. Y. 
Cleveland Washington 
Charlotte* 
Dallas* *Bomar Lowrance Associates 
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ident, said heavy stress will be 
placed on quality control and auto- 
mation. 

The Mound Rd. plant is being 
expanded to 530,000 square feet 
for the V-8 job. 


Mansfield said he was unhappy 
about the present Plymouth V-8 
engine “bottleneck,” but said no 
relief was possible until the new 
plant gets rolling. Plymouth intro- 
duced its V-8 on ’55 models last 
| November. 


Colorado Bill Asks 
Lid on Dealers’ 


Finance Rates 


DENVER.—A bill has been in- 
troduced in the Colorado Legisla- 
ture by Rep. John Vanderhoof, 
Glenwood Springs Republican, 
which would set a maximum inter- 
est rate auto dealers could charge 
customers buying cars on time- 
payment plans. 


Vanderhoof said some dealers 
|advertised “near-new cars” at a 
savings of $200 to $500. 


“But they pressure the buyer 
|into purchasing the car with a 
small downpayment, then charge 
an outrageous interest rate on the 
| Salanee to make up for the dis- 
| count price,” he said. 

His bill would place a maximum 
| interest rate of 1% percent per 
|month on the ‘balance when cars 
|18 months old or newer are pur- 
|chased; 1% percent per month on 
cars 18 months to three years old, 
and a maximum of 2 percent per 
month on cars three years old or 
older. 

“This rate of interest is still too 
high,” Vanderhoof said, “but it at 
least places some ceiling on that 
type of car loan.” 





\Lincoln Futura 
‘Gets First Public 
Driving Test 


NEW YORK. — Lincoln’s newest 
dream car, the twin-dome Futura, 
was given its driving debut here 
last week by Benson Ford, general 
manager of Lincoln-Mercury divi- 
sion. 

Ford drove the show car for the 
first time on a public thoroughfare 
in Central Park. He called it a 
$250,000 laboratory on wheels.” 
| Success of the drive, a Lincoln 
| spokesman said, indicates that the 
Futura has many engineering inno- 
| vations which can be adapted for 
| production cars. 


‘7 Truckers Lose 
} . 
|Axle-Mile Appeal 

COLUMBUS, O. — Seven out-of- 
state trucking firms last week lost 
an appeal against assessment of 
$213,517.46 under Ohio’s axle-mile 
highway use tax. 

The Board of Tax Appeals sup- 
ported Stanley J. Bowers, tax com- 
missioner, and ruled no reciprocal 
agreements with other states had 


been made which would exempt the 
carriers. 





PRESTO SPRAY ENAMEL 
11 Popular Colors ‘ 


Use this economical, x. 
fast way to touch up — 
hard-to-get-at, unslightly spots. With no mess 
or fuss that “new” look is sprayed on in just 
a few seconds. Attractive 12 can display rack 
holds a variety of popular colors. 
Available in 12 Oz. cans. 
» and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 





ZACO LABS 












$1,165*; Cosmopolitan 4-dr., $1,150°. 
4-dr., $120°. 
MERCURY—’55 Custom Sport coupe, $2,- 


Used-Car Auction Prices 
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(Continued from Page 39) 


"50 $925°, $850°. '51 Champion conv., $170°. 
’50 Champion 2-dr., $295°; Commander 


2-dr., $225; 4-dr., $145°. 


435°. °54 Monterey coupe, $2,075*; conv., | WILLYS—’54 Aero 4-dr., $950°. 
$1,900°; Custom Sport en, eee 

4-dr., $1,575°, $1,555° (ps). ° om 

Sport soupe, $1,345; 4-dr., §$1,300°. FT. WAYNE, IND. 


, “ °, (Carl Marker’s Auto Auction, Sale every 
ese aa aa te ae oo Tuesday. Prices are for sale of Feb. 22.) 
bassador 4-dr., $950*; Rambler station (Market good, Sold 96 cars out of 136 
wagon, $705. °51 Ambassador 4-dr.,| offerings.) 
aoe wyns RM 4-dr.. $1,405° (ps); Super conv., 
OLDSMOBILE—'55 (98) Holiday, $3,280*| | -dr., $1,405° (ps); Super conv.., | 
(ps). '54 (98) Holiday, $2,700° (ps); | Sikh (pe. eons purer ads, $270". | 
(88) Holiday, $2,145*, $1,920*. ’53 (98) 50 RM conv., $53 uper 4-dr., $ 
Holiday, $1,495* (ps); (88) Holiday, |\ CADILLAC—’53 (62) coupe, $2,365* (ps). 
$1,485*; 4-dr., $1,460°, $1,440°, $1,375°; "52 (62) coupe deéVille, $2,115° (ps), 
2-dr., $1,385°, $1,325°, $1,165°, $970. $2,030*. 
'S52 (88) 4-dr., $1,015°. On. sane ica oo +a (6) Hard = 
, a ae 115; ‘o-ten (6) ion wagon, $1,- 
Oe ie sere bo dr. 'gae0", 51) 865; 4-dr., $1,775*, $1,720. '54 Bel Air 
ne = “7 4 o 4-dr., $1,475*; Hard Top, $1,300*. °53 
PLYMOUTH—’ 55 Savoy (8) 4-dr., $1,800°. Bel Air 4-dr., $950; One-fifty 2-dr., $730, 
’54 Savoy 2-dr., $1,180*. '53 Cambridge) $650, ‘52 SL Deluxe 2-dr., $725, $700, 
Suburban, $1,130; 4-dr., $695, $680;| $675. °51 SL Deluxe 2-dr., $510*. 50 SL 
Cranbrook 2-dr., $835, $640; 4-dr., $800. Deluxe 2-dr., $460*, $455*, $400. '47 FL | 
'52 Cambridge Suburban, $715; Cran- 2-dr., $170, '°46 FM 4-dr., $140. | 
brook 4-dr., $500. CHRYSLER — '52 Windsor 4-dr., $800* | 
INTIAOC —’'55 Star Chief (8) Catalina, (ps). 
$2,400* (ps). '53 Chieftain (8) Catalina, | DeSOTO—’52 Fire Dome (8) 4-dr., $845* 
$1,200*; 4-dr., $1,145*, $1,100°; 2-dr., (ps). '561 Custom 4-dr., $490. 
$1,110*, $885. ’51 Silver Streak (8) Cata-| DODGE — '53 Coronet (8) 4-dr., $950; | 
lina, $610°*; 4-dr., $495, $445*, $400°. Meadowbrook 4-dr., $690. 
STUDE) ’53 Champion club coupe, | FORD—’55 Custom (8) 2-dr., $1,805*. '54 





Here’s the machine 


that simplifies dealer accounting 
without any change in 


factory-recommended procedures 


Main (8) Ranch Wagon, $1,420; 2-dr., 
$965. °53 Main (8) Ranch Wagon, $1,- 
095; Custom (8) 2-dr., $1,025; station 
wagon, $960. '52 Custom (8) 4-dr., $800*. 
‘51 Custom (6) 2-dr., $455. 
(6) 2-dr., $285, $265. 


HUDSON—’53 Hornet 4-dr., $905. '49 4-dr., | 


$110. '48 2-dr., $150. 
KAISER—’51 Deluxe 4-dr., 
LINCOLN—’51 4-dr., $810. 


ROURY —’'53 Monterey 2-dr., 
’48 4-dr., $105. 
NASH —’'53 Statesman 4-dr., $855. °52 
Rambler station wagon, $585, '51 States- 
man 2-dr., $330. 


$285. 


$1,175. 


OLDSMOBILE — '53 (98) 4-dr., $1,550° 
(ps). '52 (98) 4-dr., $1,000°. '51 (98) 
Holiday, $810°. '50 (88) 4-dr., $580*. 


‘47 (78) 4-dr., $130*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,880*. 
’53 Cambridge Suburban, $1,060. ‘52 
Cambridge 2-dr., $635. ‘51 Cranbrook 
4-dr., $480. °50 Special Deluxe 4-dr., 
$350. '49 Deluxe 2-dr., $160. 

PONTIAC—’54 Chieftain (8) conv., $1,- 
805°. ’52 Chieftain (8) 2-dr., $785; 4-dr., 
$780, $715. '50 Silver Streak (8) conv., 
$450. '47 Torpedo (8) 4-dr., $150, $130. 

STUDEBAKER—’53 Champion Hard Top, 


$875; Commander 4-dr., $850. '51 Cham- 
pion 4-dr., $325. 
MISCELLANEOUS—’53 GMC %-ton pick- 


up, $675. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. 


of Feb. 22-25.) 
(Market excellent. Buyers active and 
sharp cars are bringing top prices.) 
BUICK —’51 RM Riviera, $680*, $640°; 
Super sedan, $570*. °50 Super sedan, 
$465°; Special sedan, $460, $380. °49 RM 


| OLDSMOBILE—’50 (88) sedan, 
Sale every | 
Tuesday and Friday. Prices are for sales | 





sedan, $290; Super sedan, $240. '48 Su- 
per sedan, $160, $110. 
CADILLAOC—’53 (62) conv., $2,800° (ps). 


*50 (61) sedan, $1,020°. 
CHEVROLET—’55 Two-ten (6) sedan, $1,- 
685. °53 Two-ten sedan, $860; One-fifty 
station wagon, $1,170. ‘52 SL Deluxe 
sedan, $740, $710, $700; SL Special se- 
dan, , 475. ’51 SL Deluxe sedan, $610, 
$600; SL ee sedan, $455. '50 
sL Delaxe sedan, $490, 2 at $475, 
$440, $400, $385. "49 Me bL Deluxe sedan, 


$310, $305, $300; SL Special sedan, $150. 
’48 FM sedan, $190. 
CHRYSLER—’53 Windsor sedan, $1,250, 
$1,120. °52 NY sedan, $990. 
DeSOTO—’49 Custom sedan, $290. 
DODGE — ’55 %-ton pickup, $1,055. ‘53 
Coronet club coupe, '49 Coronet 


sedan, $325, $275; Meadowbrook sedan, 
$355; Wayfarer sedan, $180. '48 Custom 
club coupe, $200. 

FORD—’55 %-ton pickup, $1,320. '54 Cus- 
tom (8) sedan, $1,325. °53 Custom (8) 
sedan, $1,070. °52 Custom (6) sedan, 
$825*, '51 Custom (8) sedan, $535. ‘50 
Custom (8) sedan, $415, $410, $390, $190. 
’49 Custom (8) sedan, $295, $150; club 
coupe, $290°*. 

KAISER—’51 sedan, $300. 

MERCURY—’ 55 Monterey sedan, $2,455*. 
’54 Monterey Hard Top, $1,650. '53 Mon- 
terey Hard Top, $1,290*. '47 sedan, $160; 
conv., $135. 

NASH—’49 (600) sedan, $185. 

$435. ‘48 
(76) sedan, $180°. 

PACKARD—’53 (200) sedan, 
sedan, $180. 


$1,100°. ‘50 


| PLYMOUTH—’53 Cranbrook sedan, $685; 


$770. °52 Cambridge 
’51 Cranbrook Belvedere, 
$580; Cambridge sedan, 
’50 Special Deluxe sedan, 


Cambridge sedan, 
sedan, $535. 
$650; sedan, 
$425, $410. 








When you use this accounting machine, the Burroughs Sensimatic, 
there’s no need to change your system in order to mechanize it. 
Following your present factory-recommended procedures, the 
Burroughs Sensimatic will handle all accounting records quickly and 
easily, and prepare your Distribution Journals three times faster! What’s 
more, this machine is easy to operate (even beginners quickly do expert 
work), and it’s not outmoded by changes in your system or growth 


of your business. For a demonstration—of how you can 
mechanize without upsetting your accounting cart— 
call our nearby branch office today. Or write to 
Burroughs Corporation, Detroit 32, Michigan. 


Burroughs and Sensimatic are trade-marks 






Ask for a free copy 
of this booklet on 
Automobile Dealer 
Accounting Systems. 


$440. '49 Special Deluxe sedan, $ 65; 
Deluxe sedan, $295. °48 Special De ixe 
sedan, $170, $160. 


PONTIAC—’55 Chieftain (8) sedan, $1, 40. 
’54 Chieftain (8) station wagon, $1,7°5*, 
$1,675. '53 Chieftain (8) sedan, $1. 40. 
'51 Silver Streak (8) sedan, $625*. ‘50 
Silver Streak (8) sedan, $575*, $4 40°, 
$410. '49 Silver Streak (8) conv., { 365. 
'48 Torpedo (6) sedan, $165. '47 (Cor. 
pedo (8) sedan, $130. 


STUDEBAKER—’53 Champion club cc upe, 
$675. °'52 Champion sedan, $300. ’51 
Champion sedan, $340. ‘50 Comma der 
Land Cruiser, $380. '48 Commander se- 
dan, $180. 


MISCELLANEOUS — '53 Henry J se:ian, 
$360. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every ‘ved 

nesday. Prices are for sale of Feb. 23.) 

(Prices strong on clean autos; off on 
older and rough units. Plenty of buyers 
attended today but consignments were 
down due to post-holiday sale. Weather 

clear and warm. Sold 52 cars out of 92 
offerings.) 

BUICK — ’52 Super Riviera, 
Special 4-dr., $790*. °49 Super 4-dr. 
$315*. °48 Super 2-dr., $375*%; Specia) 
4-dr., $200. ’47 Special 4-dr., $130. 

CADILLAC—’53 (62) coupe deVille, $2,- 
850* (ps). °49 (62) 4-dr., $780*. 

CHEVROLET—’53 Two-ten conv., $1,355*; 
4-dr., $1,180", $1,105; %-ton pickup, 
$850. '52 SL Deluxe 2-dr., $850. '51 SL 
Deluxe 2-dr., $640. ’50 SL Deluxe 2-dr., 
$510; club coupe, $505; 4-dr., $405. ‘49 
SL Deluxe 2-dr., $305. ‘48 SM 2-dr., 
$295. °47 FM 2-dr., $280. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,100*. 
$1,065*; club coupe, $1.100*, $1,070*. '52 
Fire Dome (8) 4-dr., $1,050*. 

NDONGE—' 49 4-dr., $370*. 

FORD—’53 Custom (8) Country sedan. $1,- 


$1,105*. ‘51 





550°; Crest (8) Victoria, $1.365. 52 %- 
ton pickup. $685. ’51 Custom (8) 4-dr., 
$600. ’50 Custom (8) 2-dr., $449: 4-dr., 
$315. °49 Custom (8) 4-dr., $340. '46 
Custom (8) 2-dr., $105. 
HUDSON—’49 4-dr., $280. 
KAISER—’51 Deluxe 4-dr., $400*. 
LINCOLN—’49 4-dr., $300*. 
MERCURY—’51 2-dr., $535; conv., $520*. 


NASH—’53 Rambler station wagon, $955*. 
OLDSMOBILE—’51 (88) Hard Top, $1,- 
080*. 
PACKARD—’50 4-dr., $300. 
PLYMOUTH—’54 Plaza 4-dr., $1,080. '53 
Cranbrook club coupe, $1,055*. °50 Spe- 
cial Deluxe conv., $410. '49 Special De- 
luxe 4-dr., $360, $325. 
PONTIAC—’54 Star Chief (8) 4-dr., 
785. °52 Chieftain (8) station wagon, 
$1,100*. '48 Torpedo (8) 2-dr., $210°*. 
STUDEBAKER—’50 Champion coupe, $275 
MISCELLANEOUS—’50 Anglia 2-dr., $180. 


ALBANY 


(Tim Anspach Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
Feb. 21.) 

(Today’s market held about the same. 
| All ’53 models difficult to sell at a profit; 
they must be bought cheaper to make 
|, money. Retailers complain buying public 
| not interested at prevailing prices. Sold 
| 109 cars out of 130 offerings.) 
BUICK—’54 RM Riviera coupe. $2,350*. 

"53 RM Riviera coupe, $1,435* (ps); 

Special Riviera, $1,315*. '52 RM Riviera 

coupe, $1,080* (ps). ’50 Special 4-dr., 

$500*. '49 RM 4-dr., $220*. '48 Super 
2-dr., $150. '47 Super 2-dr., $100. 
CADILLAC—’53 (62) 4-dr., ” $2,505*. 

(62) 4-dr., $1,830* (ps), $1,740°*, "51 (62) 

4-dr., $1,250*. "50 (62) 4-dr., $1,050*; 

(61) 4-dr., $1,050*. '49 (62) 4-dr., $760*. 

"48 (60) 2-dr., $390, $300*. 
CHEVROLET—'55 Bel Air (8) coupe, $2,- 

210*; Two-ten (6) 4-dr., $1,860*, $1,735; 

2- dr., $1,750*. '54 Bel Air coupe, $1,470*. 

"53 Bel Air 4-dr., $1,225*; coupe, $1,220*; 

Two-ten 2-dr., $1,000*, $960, $920, $900; 

4-dr., $1,050*; One-fifty 2- dr., $800, $750. 

'52 SL Deluxe 4-dr., $700; 2- dr., $670*. 

’51 SL Deluxe 2-dr., $630*, $515", $435; 

4-dr., $625*, $600*, $540*, $470*; FL 

Deluxe 4-dr., $600*; SL Special 4-dr., 

$540. ’50 SL Deluxe 4-dr., $430, $400; 

SL Special 4-dr., $320; 2-dr., $470, $370. 

*49 SL Deluxe 4-dr., $360, $290; 2-dr., 

$330; conv., $150; coupe, $150. 
| CHRYSLER—’49 NY 4-dr., $145*. 
| DeSOTO—’50 Custom 4- dr., $395*. 

DODGE—’53 Meadowbrook 4-dr., $710. ‘52 

Coronet 4-dr., $630*. °51 Meadowbrook 

$500*. °49 Meadowbrook 4-dr., 


FORD—’ 55 Fairlane (8) Victoria, $2,250* 
(ps); 4-dr., $2,075*; 2-dr., $2,060*; Cus- 
tom (8) 2-dr., $1,810, $1,775; station 
wagon, $1,950. °54 Custom (6) 2-dr., 
$1,330. ’53 Custom (8) 2-dr., $890; Main 
(8) 2-dr., $880. '52 Main (6) 2-dr., $770. 
51 Custom (8) Victoria, $750; Deluxe 
(8) 2-dr., $510. °50 Custom (6) 4-dr., 
$410; station wagon, $260. "48 Deluxe 
(8) coupe, $110. 


$1,- 





"52 


| HUDSON—’53 Hornet coupe, $1,100*. ‘52 
| Wasp 2-dr., $670. 
| LINCOLN—'49 Cosmopolitan conv., $240 
| MERCURY—’51 2-dr., $310. 

| NASH—’47 (600) coupe, $130. 
| OLDSMOBILE — ’52 (88) conv., $1,090°. 
| °49 (98) 4-dr., $420*, $250*°; 2- dr., $300°; 
| (88) 4-dr., $420*. ’°47 (66) 4-dr., "$100 
| PACKARD—’49 2-dr., $140. 
| PLYMOUTH—’55 Savoy (8) 4-dr., $1,975. 


*53 Cranbrook station wagon, $1,080. '52 


Cranbrook 4-dr., $620, $520. '51 Cran- 
brook 4-dr., $510, $490, $380; Cambridge 
4-dr., $420; 2-dr., $300. 


PONTIAC — '54 Chieftain (8) 2-dr., 2 at 
$1,150. ’53 Custom (8) Catalina, $1,530*; 
4-dr., $1,290°; 2-dr., $1,090. °52 Chief- 
tain (8) 4-dr., $785*, °51 Silver Streak 
(8) 2-dr., $490. ’50 Silver Streak (8) 
4-dr., $580*, $500. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Feb. 23.) 

(Consignment lower today as new-car 
business is off in this area. Good activity 
wholesale. Sold 54 cars out of 83 offer- 
ings.) 


BUICK—’52 Super 4-dr., $705*. °51 Spe- 
cial 4-dr., $600*. '50 Super 4-dr., $41". 

CADILLAC—’50 (61) 4-dr., $1,105*. 49 
(62) 4-dr., $700*. 

CHEVROLET—’54 Two-ten 4-dr., $1,210. 
$1,220. ’53 Two-ten 4-dr., $875, 2 at $860 
‘52 SL Deluxe 4-dr., $740, $720, 2 at 
$700. '51 SL Deluxe 2-dr., $520, $460 
a Deluxe 4-dr., $395. '47 SM 4-cr 
$160. 

CHRYSLER — '50 NY 4-dr., $405*%, 2 +t 
$310". 


| (Continued on Page 49, Col. 1) 
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‘60 Deluxe (8) 2-dr., $270. 





4-dr., $380. with everything moving 


































65: 
1xe ‘49 Custom (8) 2-dr., $225, $170. ers. Prices steady with 95 sold out of 118. 
« * HUDSON—’49 Pacemaker 2-dr., $175. + . * 
+ Use -Car Auction Prices RAMER—'01 Detue S-ér., G00, FONTANA, WIS. 
‘a, MEROURS—'Gi Custom ¢-Er., S555. Hollenbeck Auto Auction. Sale every Fri- 
"50 NASH —’53 Statesman 4-dr., $715*. ‘52 day (Feb. 18), Market strong as ever on 
10* | eee sa56e $750*°. °50 Statesman most models with a slight softening on 
65, -ar., , . ’54s. Consignment shows tendency toward 
= (Continued from Page 48) | OLDSMOBILE—' 49 (98) 2-dr., $295°*. sauebine. 
DONGE — "51 Meadowbrook 4-dr., $460,| Chieftain (8) Catalina, $925, '51 Silver | PACKARD 0? (200) 2-dr, “5_ 8400. 100. "SS * * & 
ipe, $455, $440. 50 Meadowbrook 4-dr., $310. Streak (8) Catalina, $780*; station wag- Cranbrook elub cou y $700. JENISON, MICH. 
‘51 FOND—'54 Custom (8) 4-dr., $1,420%, $1,-| on, $695°*. PONTIAC —'50 Silver Streak (8) 4-dr amie 
der 4 °53 Custom (8) 2-dr., $995*, e600 at STUDEBAKER —'53 ea Sanoe, | 20*. pa Grand Rapids Auctions, Inc. Sale every 
se- g075*, $960. ’51 Custom (8) 4-dr., ° ¥ ampion Pes "4 ad | Tuesday (Feb. 22). Market very strong on 
») Custom (8) 4-dr., $520*, 2 at $445. “ae on an: abt : | STUDEBAKER 51 Champion 4-dr., $315. Guasp cate ond oven the poets walkd taamh 
40 Deluxe (8) 2-dr., $300*. 2 ri G -ton pick- | | to be in demand again. Sold 99 out of 127. 
an, HUDSON—'80 Wasp 2-dr., $245. up, $1,300. N. LITTLE ROCK, ARK. |Raybestos Anniversary— a 
KAISER—'S oe ae : (Arkansas Auto Auction. Sale every : 
ope CEES COM Ears Tp, Oe" DETROIT Tuesday. Prices are for sale of Feb. ae wine fae “hamien te A ‘feeder | WINDSOR, VA. 
(PS eree.? i ° (Market definitely off an average 0: Windsor Auto Auction, Sale every Wed- 
ed- aos UneTO’. Si 4-dr. “Sis te te. clcuie. Panis oo a. we . “on $30 on °49 through ’52 models. ’53 and | Evening Post, Morton S. Bailey (right), ad-|nesday (Feb. 23.) In spite of rain and 
$508 ; ; rr (Market very firm for this time of the | ‘54 models are holding firm with °55s off | vertising director of the magazine, pre-|C°!d, 79 percent of 200 cars registered 
mn Hi " Weather ideal. Sold 42 t of | $20 to $30. Buyers are more particular. cane ; : =" | changed ownership. 
rs NASH—'53 eee 4-Gr., $1,000, 2 oo ont oan secon 4 cars out of | They want the clean ones. Sold 46 cars | sents William S. Simpson, vice-president | a 
re Oe 83. (88) ‘Super 2-dr.” 1.600%, sr. BUICK. O41 Century 2-dr., $2,150°; ape- | out of 111 offerings.) of the Raybestos division, with a book | 
a i70*. '52 (98) 4-dr., $1,100*. '51 (98) | cial 2-dr., $1,975*. '53 Special 2-dr., $1,- | BUICK—'53 RM 4-dr., $1,335*, $1,145*. | containing reproductions of all the firm's MONTPELIER, O. 
92 4-dr., $700*. '50 (76) 2-dr., $480*, 200°. °49 Super 4-dr., $100*. ’52 Super 2-dr., $725*. *50 Special conv., | Ga. during the 40-year span. Montpelier Auto Auction Co. Sale every 
, PLYMOUTH—’53 Cambridge 4-dr., $725. |CADILLAC—’51 (62) 4-dr., $1,150", '50 $480*. | _____———s| Monday (Feb. 21), Bidding rather slow 
51 ’52 Cranbrook 4-dr., $530. ’51 Cranbrook, (62) 2-dr., $950°*. CADILLAC—’47 (61) 4-dr., $355*. today. 
ir. station wagon, $695. °49 Special Deluxe |CHEVROLET—’53 Two-ten 4-dr., $720, CHEVROLET—’53 Two-ten 4-dr., $750*; $375. '51 Cranbrook Suburban, $360. ’50 * * 2 
Hal 4-dr., $310. $675. '52 SL Deluxe 4-dr., 2 at $645. '51 o-é.» $700. ¢ SL — — wagon, | Special Deluxe 4-dr., $440, $385. rmog = 
NTIAC—’ 54 Chieftain (8) 4-dr., $1,440*. SL Deluxe club coupe, $625; 2-dr., $480. | 430; 4-dr., P $ -ton pickup, ty NIX, AR 
2,- Pony Chieftain (8) 2-dr.. $1,105%, °50 Sil-| '50 SL Deluxe 4-dr.,’ $350, "49 SL. De: | $400. '49 SL Deluxe 2-dr., $225, $180. eal a ee eee ee oll 
Streak (6) 4-dr. 00". luxe 4-dr., $235. "4 eluxe 2-dr., . . . ’ . 
°: sTUDEBAKER~’51 Chempten 2-dr., $325. | CHRYSLER—’53_ NY 4-dr., $1,125*. °51| FORD—'54 Crest (8) Victoria, $1,675*. | WILLYS—'49 station wagon, $185. | oe a 23). Market strong on 
uP, NY 4-dr., $730*, $525*; club coupe,| 53 %-ton pickup, $475. '52 %-ton pick- | MISCELLANEOUS—'51 GMC %-ton pick- | 518 through °53s and hardtops. Sold 90 
SL MASON CITY. IA $625*. up, $400, $275. ’51 Custom (8) 4-dr.,| up, $290. | cars out o . 
3 ? < DeSOTO—’53 Deluxe (8) 4-dr., $990*. $550*, $300; Deluxe (6) 2-dr., “Seba * * * * * * 
as (Central States Auto Auction. Sale every |DODGE — ’53 Coronet club coupe, $780*, toria, $600*, $495*. "50 Custom (6) 2-dr., ‘ “ 
Ir, Wednesday. Prices are for sale of Feb. 23.) | $775*. $210. '47 Deluxe 2-dr., $105. — Auctions in Brief — DENVER 
BUICK—’54 RM 4-dr., $2,110* (ps). ’°53 FORD—’54 Crest (8) 4-dr., $1,375. '53 MERCURY—’48 4-dr., $180. N. PLAINFIELD, N. J | Colorado Auto Auction, Sales every Sun- 
D°. Super Riviera, $1,310*; 2-dr., $1,115; RM| Custom (8) 4-dr., $935; Main (8) 4-dr., OLDSMOBILE—’53 (88) 4-dr., $1,330°. | : ’ o Oe |day and Monday (Feb. 20-21). Volume 
52 4-dr., $1,255* (ps). "51 Super Riviera, | $825. °52 Custom (8) 2-dr., $755. °51 PLYMOUTH —’53 Cranbrook 4-dr., $855. | Lebanon Auto Auction. Sale every Wed- down due to heavy snows locally and in 
$725°. 50 Special 4-dr., $560*, $440*; Custom (8) 4-dr., $525*; Deluxe (8) ‘oa Cranbrook Belvedere, $505; 2-dr., nesday (Feb. 23). Hottest sale in a year adjoining states. Bold | a total of 235 cars. 
Super Riviera, $540*. °49 RM 4-dr., | ————————— —__—_—— — — a rae —_—_—_—_—_ SED 
1,- $320°. 
M- CADILLAC—’53 (62) 4-dr., $2,325*; $2,- 
re, 290°. '52 (62) coupe deVille, $2,115*; | 
r.. 4-dr., $1,890°. '51 (62) 4-dr., $1,480*, 
46 $1,385*. '49 (62) 4-dr., $815*. 
CHEVROLET — '55 Two-ten (8) station 
wagon, $2,165°; 2-dr., $1,750*; Bel Air ee 
(8) 4-dr., $2,055*. °54 Two-ten 2-dr., | 
$1,215. ’53 Two-ten 4-dr., $1,210*, $1,- IT recommend 
*. 005*; conv., $1,075. "52 SL Deluxe 4-dr., 
ie $685; %-ton pickup, $605. '51 SL Deluxe 
oe Bel Air, $685; 4-dr., $615, $610*. '50 %- 
ton pickup, $700. '49 SL Deluxe 4-dr., 
$365. 
03 CHRYSLER—’53 Windsor 4-dr., $950*. ’50 4 
e- Windsor 4-dr., $530*. wctbbegtisic tec elec] 
e- DODGE—’53 Coronet Hard Top, $1,100*; ae \ 
Meadowbrook 2-dr., $765*; %-ton pick- 4 Ps , , 4 | 
. up, $595. 
n, FORD —’55 Fairlane (8) 2-dr., $2,000; 
Custom (8) Country sedan, $2,230; 4-dr., 
5 $1,915; 2-dr., $1,830, $1,725. °53 Crest 
0. (8) Victoria, $1,255*, $1,205; 2-dr., $910; 
Main (8) 4-dr., $825. '52 Main (8): Ranch 
Wagon, $1,115; Custom (8) 4-dr., $785. . 99 
’51 Custom (8) 4-dr., $590. b t t 
» | MUDSON~'83 Hornet ‘-ar.,. $800", ecause it saves money for my customers 
of MERCURY—’54 Monterey 2-dr., $2,000*. 
’53 Monterey 4-dr., $1,330*%; 2-dr., $1,- 
165. '49 2-dr., $310; 4-dr., $250. 
NASH—’53 Statesman 2-dr., $965; 4-dr., 
. $800. 
° OLDSMOBILE—’55 (88) Super 2-dr., $2,- 
650* (ps), $2,565* (ps); 4-dr., $2,495* 
(ps). "54 (98) 4-dr., $2,440* (ps). °53 
*. (98) 4-dr., $1,545*. '52 (88) Super Holi- 
Ms day, $1,280*; (98) 4-dr., $1,065*. ’50 (88) 
a 4-dr., $550*. '49 (98) 4-dr., $320*. 
* PLYMOUTH — '53 Cranbrook Belvedere, 
rT $985; 4-dr., $825. °51 Cambridge 4-dr., 


$350. °50 Deluxe 4-dr., $395. 
PONTIAC—’ 55 Chieftain (8) Catalina, $2,- 


) 690° (ps), $2,295*; 4-dr., $2,295*, $2,265. | 
: '54 Chieftain (8) 4-dr., $1,710*. "52 
: Calendar 

(Continued from Page 12) 

. General 

E May 6-9—International Motor Exhibition, 

3 International am. Roosevelt Hotel, 

[ 


New Orleans, 

May 8-11—33rd } a Convention, Auto- 
motive Engine Rebuilders Assn., Hotel 
Cleveland, Cleveland, Ohio. 

May 16-20—Materials Handling Techniques 
Conference, International Amphitheater, 
Chicago. 

May 16-20—National Materials Handling 
Exposition, Exposition fiall, Interna- 
tional Amphitheater, Chicag 

May 26-Jyne 4—Exhibition of Automotive 
“nn Parts, Melbourne, Aus 

31-June Design Engineering Show, 
Conaailen Hall, Philadelphia. 

June 7-10 — Spring Technical Meeting, 

feo Welding Society, Kansas City, 


June 8-10—Third Annual Welding Show, 
American Welding Scent Municipal 
Auditorium, Kansas City, M 

June 12-I5—Directors and Gouste Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile alers, inc., Hotel Otesaga, 
Cooperstown, New York. 

Sept. 6-17—Production Engineering Show, 


“~w 


Navy Pier, Chicag 
Sept. ba17—Maghine Mel Show, National 
jachine Builders Assn., Interna- 
tional Amphitheater, Chicago. 
Dec. 7-8—A.S.1. Booth Con a Navy 
, Pier, C icago—Spansored y M.E.W.A., 
, .E\M.A., and N.S.P.A 
;-* “0 


Regional Parts Shows 


March 31-April 2—Southwest Automotive 
Show, Bexer County Coliseum, San An- 
tonio, Tex. 

Apr. 28-30—Southeast Automotive Show, 
Lakewood Park, Atlanta. 

May 19-22 — Tri-State Automotive Show, 

Kingsbridge Armory, Broadway and 63rd 
St., New York City. 

June 9-12—Great Lakes Automorive Show, 
Michigan State Fair Grounds, Detroit. 








Bolton Sells to Schumachers 


Paul Bolton, Inc. (Dodge-Plym- 
outh), 701 S. Patterson Blvd., Day- 
ton, O., has been sold to new 
interests and will be known as 
Park Motors, Inc. Heading the new 
firm are George E. Schumacher, 
president, and his brother, P. J. 
Schumacher, vice-president. They 
purchased the eight-year-old busi- 
ness from Paul Bolton for an es- 
timated $200,000. 















Mr. J. R. Beane, 
Vice President and General M anager 
Merlin Motor Company 

Camden, N. J. 








“The people who buy Lincolns aren’t fooled by glitter. 
They want to be darned sure they get the most for their 
money. Genuine leather upholstery gives them their 
answer—it outwears any other upholstery material by far, 
and saves the expense of dry-cleaning and seat covers. 
On top of that it gets them a better allowance 
at trade-in time.” 

Tests by a famous impartial laboratory prove 
that Mr. Beane is right. They also prove that genuine 
leather upholstery holds its shape better by 37%. 


Only genuine leather wears as well as it looks. 


YOU CAN GET THE FACTS THAT PROVE LEATHER IS BEST. Send the 
coupon today for “Review of Tests” (free), showing results of tests by 
a famous impartial testing company. 


THE UPHOLSTERY LEATHER GROUP, INC., Dept. AN-3 
141 East 44th Street, New York 17, N. Y. 


Please send me, free, your “Review of Tests”. 


Name saieineediteeni cntsbineneiabel 
Firm iain meuaseiitaaiias 
, Address — 
City Zone__State oie 
THE UPHOLSTERY LEATHER GROUP, INC. 141 East 44th St., New York 17, N. Y. © 99 West Bethune, Detroit 2, Mich. 
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‘Dream Cars’ Protect Market 


(Continued from Page 2) 
Garwood, D. R. Kinker and J. J.|L. Stevens, J. S. Laird, and V. L. 


Manganello, of Chrysler. They said 
that accelerated tests indicate that 
lubrication is a minor factor in 
cam scuffing, whereas cam lobe 


surface finish can be highly impor- 
tant and camshaft material of | 
excellent | tention to surface finsh and treat- 


higher hardness is an 
preventive. 


The meeting was informed by C. 
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more automobiles. 


households. 


YES, | want a copy of The Oregonian's 
Consumer Inventory of TOP TEN BRANDS. 


Firm — 


Find Out These Facts About Portland— 
Marketing Center for 13/4-Million Consumers 


1. Estimated number of buying households having one or 


Iles, all of Ford, that camshaft and 
tappet problems are peculiarities of 
different engines. They recom- 
mended the use of carburized and 


hardened steel tappets with alloy | 


iron camshafts, plus adequate at- 


ment. 
Modern body designs provide 


This Coupon Brings You Facts 
on How Your Product 
Rates in Portland, 


Oregon 


th 


NOW! ccsorn' 


SECOND ANNUAL 
PERSONAL INTERVIEW SURVEY 


TOP TEN BRANDS 


1954-55 CONSUMER 
INVENTORY 


Prepared by Dan E. Clark Il & Associates, Inc. 


2. Per cents of single-car, two-car, and three-or-more car 


3. Per cents of 1955 and 1954 models, 1953 models, 1950 
through 1952 models, and earlier than 1950. 


4. Distribution of various makes of automobiles owned 
among households having one or more. 


5. Per cent of cars bought new and used. 


PLUS This Information About Plans to 
Buy Automobiles in 1955: 


Per cent of those who will buy, won't buy, and undecided. 
RESERVE YOUR COPY NOW FROM 


the Oregonian 


Largest Circulation in the Pacific Northwest 
236,289 Daily — 294,216 Sunday 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 








challenges for body engineers, 
particularly in the way of achiev- 
ing body efficiency, or desired 


results, said William J. Clark, of | 


Chrysler. 


which supports the wraparound 
windshields of new-model cars was 
described by J. W. Richards, of 
Ford Continental, as a “dog-leg.” 
As a challenge to body engineers 
and once regarded as an extremely 
difficult structural problem, its re- 
quirements are similar to those of 
the older sloping pillar and call 
for a rigid bending member with 
firm attachments at each end, he 
said. 


J. J. Allen, of Firestone, de- 
scribed the numerous varieties of 
synthetic rubbers now available, 
predicted that others would be 
developed and proposed methods 
of standardizing by qualities and 
characteristics to facilitate appli- 
cation. 

Development of Hypalon, a 
rubber-like plastic which can be 

produced in color, and of an 
elastomer, polyester-isocyanate 
solid rubber, with great tensile 
strength and resistance to abrasive 
wear, was reported by W. J. Simp- 
son, of Chrysler. 


Dynamic properties of rubber 
were praised by Ralph P. 
Schmuckal, of Ford, who proposed 
dynamic testing to reveal these 
properties and how to control them. 
He said that not only motor 
mounts, but radiator hose, belts, 
and bushings act dynamically, ex- 
plaining that rubber bushings di- 
rectly can affect the performance 
of a vehicle’s suspension system 
and the riding qualities of the 


vehicle. 
* * * 


Electronic Brains Test 


New Army Vehicles 


CENTER LINE, Mich.— Elec- 
tronic computers are making it 
possible to ascertain and evaluate 
the performance of military vehi- 
cles in advance of construction, it 
— revealed at a meeting held in 

nnection with SAE Automotive 
olen Day in the Detroit Ar- 
senal here last week. 

The possibilities of electronic an- 
alog computers in predicting vehicle 
performance during the design 
stage, and also of contributing to 
the development of new approaches 
and designs, came from Thomas A. 
Wood, research and development, 
Detroit Arsenal. 

Continuing tests with tracked 
combat vehicles are leading to the 
development of superior air clean- 
ers, the meeting was informed by 
Edward Blackburne and C. R. Den- 
ton, of the Arsenal. They said that 
efficiencies as high as 99 percent 
had been achieved even with the 


minute and abrasive dust particles | 
found in the vicinity of Phoenix, | 


Ariz. 
Arsenal plans for development of 


Fortune Analysts 
See Price Cuts 


In Auto Future 
NEW YORK.— Having reached 


|its maximum annual market, the | 
auto industry ‘ ‘may have to indulge | 


in price cutting” to offset a likely 
five-year slump, say the editors and 
|analysts of Fortune Magazine in | 


| the 1955 edition of their book, “The | 
| Changing American Market.” 
was published last week by Han- | 


It 


over House (price $4.50). 


The analysts say annual new-car | 
sales in the 1955-59 span will decline | 
to a 5,000,000 ceiling and may sink 
as low as 3,850,000. The 1954 total 
was approaching 5,500,000 on the 
basis of nearly-complete registra- 
tions, compared with 5,730,000 in 
1953. Concensus of 1955 sales fore- 
cast by auto executives is 5,750,- 
000 cars. 





Mackaig’s Hat in Ring 
LOS ANGELES.—M. R. Mackaig 
jr.. son of M. R. Mackaig, presi- 
dent of Mackaig & Sons (DeSoto- 
Plymouth), is a candidate for coun- 


cilman in the 20th district of Los | 


Angeles. 


|nicians may be 
The oddly shaped pillar structure | 


an atomic-powered tank were dis-| since ground troops still are nee led 
closed by Col.. George P. Peterson, | to take control of subjugated te cri- 
chief of research tory, pushbutton warfare “is an 
and development. impractical dream.” 

Nuclear power- “Indeed,” he said, “the suggested 
plants now in re- capabilities of some of the power. 
search are too ful new weapons known to exist 
large for Army are such as to indicate that they 
purposes, but might never be used—lest entire 
Atomic Energy civilizations be destroyed.” 
Commission Tech- Cummings suggested the possi- 
bilities that future Army vehicles 
might not need wheels, use dual- 
purpose propellants as fuel and 
|missile power and have miniatur- 
E. L. Cummings | ized guidance and propulsion sys- 
declared that | tems. 


working on this 
problem, he said. 
Maj.-Gen. E. L. 
Cummings, Army 
chief of ordnance, 





Quantity 
PRODUCTION 





7 Jj 
GREY IRON. GASTINGS 


at 
— 


“ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


Pe) 


s 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND netic STAs OSS bs- 
CHATTANOOGA 2, TENNESSEE 


ot A WAGON PARTS 


FOR ALL MAKES 


WOOD PARTS 
HARDWARE 
Refinishing 
Materials 
PROMPTLY SHIPPED 
ANYWHERE 


WOOD BODY REPAIR 
REFINISHING DECAL WORK 


Send for Price Lists and Literature 
JERSEY CITY, N. J. e DElaware 3-6898 





The Nation's Auto Market Place 


Want an insight into what's doing in the auto industry across the nation? 
Read the Want Ad pages of Automotive News for clues. 


And as for selling—we've even sold horses to the men who deal in modern 
|| horsepower . .. not to mention yachts, country estates, brainpower, ancient cars, 
used cars, parts, tools and shop equipment. 


If you have a service or a product to sell, use the want-ad pages of the 
Automotive News. They are read regularly by a hundred thousand men in the 
retail auto ——- across the nation. 


| 








| Want Ad Dept. 
Automotive News, 
2666 Penobscot Building, Detroit 26, Mich. 
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| No. of insertions———————. Figure cost at 22 cents a word. (Position wanted at | 
111 cents per word.) $1 for box number. Display ads: $12.30 per column inch, per | 
| insertion. Please mail check with order. Closing date: 6 days in advance of | 
publication date. Frequency Rates available on request. | 
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As States Score Gains... 








NADA Starts to Move 
On Legislative Front 


(Continued from Page 1) 


will depend on buyer demands to 
see origin certificates. 

A new vehicle under the Ar- 
kansas law is one “transferred 
for the first time from a manu- 
facturer or importer, or dealer 
or agent of a manufacturer or 
importer, and which motor ve- 
hicle has heretofore not been 
used.” 

In connection with an anti-boot- 
legging bill before the Minnesota 
Legislature, the Minnesota Auto- 
mobile Dealers Assn. called the at- 


tention of its members to an im-| 


portant tightening of the proposed 
enforcement provision. 

Dealers claiming injury under 
the bill, which bans bootlegging, 
would be permitted to seek injunc- 
tive relief in state courts. The only 
enforcement provision in present 
state law, makes possible de-licens- 


i ti by th ecretar f | 
Se _ ie | Act, rather than the Fair Trade 


state. 


* * * 


I FLORIDA, Gov. LeRoy Collins | 


signed into law an act authoriz- 
ing issuance of drive-out license 
plates for vehicle purchases by 
non-residents. 

Installment sales control and 
annual vehicle inspection bills 
stirred up controversies in Min- 
nesota and Tennessee, respec- 
tively. 

The Minnesota dealer association 
raised objections to a proposal] that 
dealers handling time sales be li- 
censed, although agreeing that fi- 
nance charges should be limited 


year. NADA is not likely to get 
behind this legislation because it 
calls for a permissive anti-boot- 
legging clause rather than a man- 
datory one, which NADA now 
| believes is necessary for its pur- 
poses. 

Hinshaw’s bill, re-introduced from 
last year, probably will be sup- 
ported by the new-car dealers as 
far as it goes, but NADA is be- 
| lieved to want a more far-reaching 
measure of this nature. 
| The Whitten bill, also re-intro- 
| duced, did not have NADA backing 
|last year, but may be supported in 
|this session in view of the recent 
note handed to this correspondent 
|by Rep. Whitten, who said: 

“With further reference to my 
bill, H.R. 1857, I offered it to 
amend the Clayton Anti-Trust 


Practices Act, because by adding 


provisions providing for the in- 
dividual aggrieved to file suit for 
injunction to prevent cancella- 
tion, and in the event of can- 
cellation to sue for damages, 
would apply to the provisions of 
my bill.” 

The Whitten bill would declare 
it an unfair trade practice for a 
manufacturer, in granting distribu- 
tion to a dealer, to require the 





dealer to accept goods not spe- 
cifically ordered. 


The bill also would make it 


and finance companies licensed. A| unlawful for a manufacturer to 
substitute bill without the dealer| withdraw a franchise or distribu- 


sections to the act, its present | 


licensing feature has been drafted|tion right from a retail dealer! 








by MADA. 

Fearful that some _ inspecting 
garages might suggest unneeded 
repairs resulted in a reconsidera- 
tion motion for a Tennessee inspec- 
tion bill— after several favorable 
votes. An amendment was advo- 
cated requiring inspectors to refer 
repairs to another garage. 

* * * 
ym Williams bill, introduced by 
Rep. John Bell Williams, Mis- 


News to Note... 


AUTOMOTIVE NEWS, MARCH 7, 1955_ 


refusing to accept goods or prod- 
ucts in excess of his need. 

While the bill is general in 
character, its author specifically 
mentions automobiles and farm 
machinery. 

+ * * 
i... support or non-sup- 
port of the Williams, Whitten 
‘or Hinshaw 


|this year but they were all dis- 
cussed by the National Affairs 
Committee, it is understood, and 


|forth for the Executive Commit- 
| tee’s approval or disapproval. 
Conclusions drawn by this corre- 
spondent are based on dealer 
opinion expressed during the recent 
annual] convention. No one at 


call them right or wrong. Final 
action depends on the Executive 
Committee. 


legislation may be developed by 
NADA for introduction in both the 
Senate and House after the Execu- 
|tive Committee meeting. That is 
| what is likely to happen unless the 
| present bills can be re-constituted 
|to express exactly NADA’s wishes. 


Colbert Foresees 
No Price Cuts 


BOSTON—L. L. Colbert, president 


|of Chrysler Corp., says he doesn’t 


think auto prices 
will drop from 
present levels. 

He made the 
statement on a 
visit here last 
week with New 
England auto 
dealers, who re- 
ported Chrysler 
sales during Jan- 
uary and Febru- 
ary have gone 
more than 70 
percent above those for the same 
period last year. 





L. L. Colbert 





Auto World in Brief 


(Continued from Page 8) 





sissippi Democrat, is identical with major step in a previously an- 


the Crumpacker proposal of last 





Sales Organization 
Realigned in Big 
Studebaker Drive 


(Continued from Page 2) 


nounced expansion program. Ueber 
will operate as a wholly owned 
subsidiary. 

* 


= 
NADA to Meet the Press 


At Washington Lunch 

WASHINGTON. 
newsmen have been 
Meet with the NADA headquarters 
staff next Tuesday, March 8, at the 


companies in new and used-car /Statler for cocktails and luncheon 


sales. 
Keller also announced that 
Studebaker had established three 





P. J. Husting P. R. Davis 


U.S. sales divisions, with head- 
quarters in New York, South 
Bend and Los Angeles. 

Paul R. Davis, former Stude- 





L, E. Minkel 


baker sales manager, has been 
appointed eastern sales manager. 


and to get acquainted with Execu- 
tive Vice-President Frederick Bell 


and members of the senior council. | , 
| Trucks equipped with other en- 


Said the invitation: 


“NADA’s programs for 1955 are | 


of importance to every car pur- 


chaser in the country. We believe | 


you will be interested in these pro- 

grams and in our national associa- 

tion. We hope you will be with us.” 
* * * 


Court Orders Kaiser to Pay 


$202,846 in Steel Fees 
DULUTH. — Kaiser Motors 
Corp. and Kaiser-Frazer Sales 
Corp. must pay a total of $202,- 
846.64 in commissions to the es- 


tate of the late John A. Savage | 


of this city, Federal Judge Den- 
nis F. Donovan has ruled. 

Savage, who operated a mining 
firm, died June 14, the first day 
of a trial involving the commis- 
sions. The action was based on a 
contract making him exclusive 
agent and adviser in procuring 
iron ore from the Lake Superior 
district for Kaiser’s blast furnace 
at Cleveland in 1950-52. 


* ® * 


Federal Truck, Brewery 

Figure in 5-Way Merger 
MINNEAPOLIS. — Merger of 

Northwestern Auto Parts Co., Min- 


Lewis E. Minkel, previously di- | neapolis; Federal Motor Truck Co., 


rector of Studebaker sales training, 
will head the central division. 
Carl K. Revelle, 


sales veteran, will manage the| Wayne, 


Pacific division. 





Detroit, and two affiliated com- 
panies with Berghoff Brewing 


a Studebaker /Corp., has been approved at Fort 


Ind., by Berghoff stock- 


holders. The name Berghoff, the 


Washington | 
invited to| 


| 
} 
| 


surviving corporation, will be 
changed to Napco Industries, Inc. 
Northwestern Auto Parts and its 
affiliates, Federal Motor Truck Co., 
Napco-Detroit, Inc., and R. W. M. 
Investment Co., all of Detroit, be- 


|came operating divisions. 
~ * * 


Reo Gold Comets to Get 


100,000-Mile Warranty 


LANSING. — Reo Motors, Inc., 
plans to issue a 100,000-mile or 
one-year Warranty on all Reo 
Gold Comet engines, according to 
John C. Tooker, president. 


gines in the Reo line will con- 
tinue to be covered by a standard 
warranty. 


UAW Turns Deaf Ear 
To Plea for Pay Cut 
DETROIT. — In a unanimous 





| vote, 800 employes of Sparks- 


Withington Co., Jackson, Mich., 
last week turned down a com- 
pany appeal for an 18-cent hourly 
pay cut. 

The company had warned 





UAW-CIO Local 666 that if wage 
| rates were not reduced, it would 
move its radio-television division 
to another part of the country. 
| In Toledo, Electric Auto-Lite 
Co. asked the UAW to approve a 
pay cut for 6300 workers. A 
union spokesman said officials 
were opposed to the idea but 
“something might be worked out 
if the situation is serious enough.” 





Bristol Police Lease 


Fleet of Buicks 


BRISTOL, Conn.—The Bristol 
Police Department has leased five 
Buick sedans and a Buick station 
wagon from Equipment Lease & 
Sales, Inc., Waterbury, Conn., at a 
cost of $6,000 a year. 

The leasing firm will service the 
cars and replace them with new 
ones at the end of two years. 





legislative proposals | 
|has not been announced by NADA | 


|the proponderance of opinion set | 


NADA headquarters here would | 


It is just possible that brand new 
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NOW... Heavy-Duty 


for every 
service ! 











See chart at right 
for pay-load capa- 
cities in tons at var- 
ious body lengths. 


Based on standard operating conditions 


Introduction of the new twin 8” 
diameter Gar Wood A-260 and A-270 
hoists now enables you to offer your 
customers the superior advantages of 
heavy-duty Strong-Arm performance 
on every size chassis — including 
large 4 wheelers, 6 wheelers and 
single axle semi-trucks. 





MATCHING DUMP BODIES 
Husky new Gar Wood dump 
bodies give a perfectly matched 
combination to sell with new 
heavy-duty Strong-Arm hoists. 






See the new 






Hoists at your 
Wood Distributor 


GAR WOOD INDUSTRIES, inc. 


Wayne, Michigan Richmond, Calif, So" 







GW-H-5 


World's largest mfr. of hoists and dump bodies for trucks & trailers 





Builds GOOD WILL 
Builds 
REPEAT BUSINESS 
for You... 


* Install on door edge 
near lock, works FOR YOU 
for the life of the car. 





New Personalized 


BING Scorenute 


reflective 


NAME PLATES 


A BING permanent name plate keeps your name and address 
FRESH in the car owner’s mind, helps him remember your 
salesman’s name. Helps him to stay acquainted, encourages him 
to drop in, especially when he begins to think of dealing again. 
BING name plates are produced from ‘‘Scotchlite” Brand refiec- 
tive sheeting* and serve as a reflective safety measure when 
opening car door at night. 


Order a supply for every man on the floor and instruct him to 
affix one after each deal. These brilliant little business cards help 
you KEEP FRIENDLY CUSTOMERS FRIENDLY. 


*A product of Minnesota Mining and Mfg. Co., St. Paul, Minn. 
WRITE TODAY FOR SAMPLE, PRICES AND FURTHER INFORMATION. 


BING TRANSFER SIGNS - Berkley, Mich. 












/§t. Paul 


HYDRAULIC 


---Oldest name in hydraulic hoists 
newest in cost-saving features! 





Anyway you look at it, St.Paul is 
the easiest hoist to sell. Older buyers 
prefer the familiar St.Paul name be- 
cause it's never let them down in 
over 40 years of operation. Younger 
buyers prefer St.Paul because it's 
the most modern hoist on the mar- 
ket, with over 50 improvements that 
insure better performance, lower 
net cost per payload-hour. New 
St.Paul units are also easier to in- 
stall . . . cause less strain on your 
truck chassis. See your St.Paul Dis- 
tributor or write: 


® 6 Standard Duty 
models, from 6 to 
10-ton capacity 


10 Heavy-Duty 
models from 9 to 
30-ton capacity 


7 Dump-it conver- 
sions for farm and 
platform bodies. 





St.Paul Hydraulic Hoist, Wayne, Mich. 
$-HD-2 


Hoists @ Dump Bodies 
-Frate-Gates ~ 
Pax-all Refuse Loaders 






The original ... and still the leader 


ee 





THE 1955 BORGWARD "1500" 
WESTERN GERMANY'S GREATEST CAR VALUE 


Put out by one of Europe's soundest and most progressive manufacturers, 
headed by Dr. Carl F. W. Borgward, world-famous automotive engineer. 

The latest Borgward is the greatest car in its class we have ever handled at 
any price. 

Having been in the European Sports Economy Car Business for over 50 years, 
we (Fergus Motors) can confidentially affirm above statement. 

Pride of Ownership ¢ A delight to handle © Much greater economy 
in operation © Sparkling performance with the famous Borgward 
Sports Engine ¢ Superior riding with 4-wheel independent suspen- 
sion, and a host of other exclusive features. 


Price at Ports of Entry............ eidictonsieiaas imal $2350.00 
at Bremen for European use?...........0..-.ss--0-000-2 1575.00 
Mr. Dealer-Distributor: There are a hundred and one prospects in your neigh- 
borhood for just such a car. A car that will bring credit to you from every sale. 
Every dealer is allotted a liberal exclusive territory assuring a fair deal to 
buyer and seller and the dealer orders just what he requires. 

A truly great franchise and the longer held, the more valuable it becomes. 


Also Importers for Daimler and Morgan Cars, the latter now the challenging 
leader being established as the leader in the under $3,000 Sports Class. 


FERGUS MOTORS, INC. 


(Since 1901 at the Birth of the Motor Car) 
WHOLESALE 
444 West 55 Street 


West of 9th Ave. 
New York, N. Y. JU 


dson 6-4045 








AUTOMOTIVE NEWS, MARCH 7, 1955 


Auto Personnel 





(Continued from Page 37) 


the supervision of J. W. Fall, for- 
merly credit supervisor in Fargo. 
The Mason City branch will be 
headed by C. R. Benson, formerly 
territorial manager in the Des 


Moines branch. 
* 


* * 


Ford Appoints Three 


In Boston District 


Two new positions in Ford’s Bos- 
ton sales district have been created 
and a new appointment has been 
announced by Robert R. Leonard, 
manager. 

John F. O’Brien is dealer replace- 
ment manager and Rudolph F. 
Conti is sales promotion and train- 
ing manager. Thomas J. O’Halloran 
succeeds O’Brien as assistant gen- 
eral field manager. 

- ad 


Firestone Sets Up Division 


In Midwest; Names Sewell 


Firestone Tire & Rubber Co. has 
organized a sixth sales division, 
the Midwest division, with head- 
quarters at 2706- 
40 W. Seventy- 
ninth St., Chica- 
go, according to 
Earl B. Hatha- 
way, sales man- 
ager. 

P. B. Sewell, 
formerly central 
division manager 
and recently with 
the general sales 
department, has ; 
been named man- P. B. Sewell 
ager of the new division. 

P. C. Dykstra, formerly Indian- 
apolis district manager, has been 
appointed assistant division man- 
ager. Replacing him in Indianapo- 
lis is R. C. Brown, formerly super- 
visor of stores in the Buffalo dis- 
trict. 

A. G. Anderson, of the sales op- 
erating division, becomes division 
operating manager for the Midwest 
division. 


* 





* * 


Parker Heads Committee 
Russell M. Parker has been 
elected chairman of Ford’s Boston 
community relations committee for 
1955. He is manager of the com- 
pany’s parts depot at Natick, Mass. 
* ” oe 


* 


Ford Names Buckminster 


In Dealer Development 


Appointment of Philip N. Buck- 
minster as executive assistant in 
the dealer development office of 
sales and advertising has been an- 
nounced by Walker A. Williams, 
sales and advertising vice-president 
of Ford Motor Co. 

Buckminster will assist H. F. 
Riley, dealer development director. 

+ = * 


GM Ups Burpee 

E. F. Bentley, general sales man- 
ager of the Detroit Diesel Engine 
division of General Motors, has an- 
nounced appointment of R. L. Bur- 
pee as merchandising manager, a 
newly created post. Burpee for- 
merly was Detroit Diesel’s sales 
promotion manager. 

* * 7 


National Carbon Names 


Fischer Sales Manager 


National Carbon Co., a division 
of Union Carbide & Carbon 
Corp., has announced appoint- 
ment of W. P. Fischer to be 
national account sales manager 
of automotive products. Fischer 
had been eastern zone manager. 

* * x 


Quaker Ups Lamond 


Appointment of A. J. Lamond as 
manager of packing sales for 
Quaker Rubber Corp., a division of 
H. K. Porter Co., Inc., Philadelphia, 
has been announced by G. A. Dau- 
phinais, general manager. Lamond 


formerly was assistant to the belt- 


ing sales manager. 
* x 7 


Goodrich Chemical Appoints 


Plastic Product Sales Chiefs 


Appointment of three plastic 
product sales managers has been 
announced by B. F. Goodrich 
Chemical Co., Cleveland. They are: 

W. D. Lahey, manager of extrus- 
sion and molding materials; E. B. 
Osborne, manager of calendering 





and coating materials, and H. L. 
Wuerth, manager of wire and cable 
materials. ; 


+ * * 
Glod Appointed 
James M. Glod has been ap- 


pointed director of cargo services | 


for American Airlines, replacing 
Frank W. Jones who has resigned 
to enter private business. 

aa * * 


Wood Named Director 


Gen. Robert E. Wood, retired 
chairman of Sears, Roebuck & Co., 


has been elected to the board of | 


Globe-Union, Inc., Milwaukee, man- 


ufacturer of auto batteries and! 


electronic components. 
a * * 
IH Names Proctor 
G. A. Proctor has been appointed 
truck branch manager in the Otta- 
wa district by International Har- 
vester Co. of Canada, Ltd., succeed- 
ing R. E. Warren who has been 
transferred to Montreal as assist- 
ant district manager. 
. cd 


Pesco Names Vinicombe 


R. G. Allen, president and general 
manager of Pesco products division 
of Borg-Warner Corp. has an- 
nounced the appointment of J. M. 
Vinicombe jr. as industrial rela- 
tions director. 

* 


* * 


Ford Picks Bosworth 


Charles E. Bosworth has been 
appointed assistant general pur- 
chasing agent of Ford division, ac- 
cording to A. E. Conn, general pur- 
chasing agent. Bosworth succeeds 
James O. Wright, who has been 
appointed director of purchasing 
for Ford Motor Co. 


* * * 


Chrysler Ups Fowler 


Appointment of Don G. Fowler 
as chief of the industrial hygiene 
section in the central medical de- 
partment of Chrysler Corp. is an- 
nounced by Dr. Marion W. Jocz, 
medical director. Fowler has been 
with the industrial: hygiene section 
since he joined Chrysler in Au- 
gust, 1953. 


* 


Wolverine Tube Rep 


Robert M. Fritz has been ap- 
pointed sales representative for 
Oklahoma and South Texas by 
Wolverine Tube, division of Calu- 
met & Hecla, Inc. He will head- 
quarter in Wolverine Tube’s Tulsa 
office, 304-A Daniel Bldg. 

- 2 + 


* 


Gilbert Earns Boost 


Mike Gilbert, manager of the As- 
sociates Discount branch in Jack- 
son, Miss., will direct operations of 
the firm’s newly created Mississippi 
region, Associates President Wil- 
liam F. Gaunitz announces. Gilbert 
will supervise seven Mississippi, 
Louisiana and Alabama branches. 

Ed * * 
Pin for Hudgins 

Maywood S. Hudgins, stock su- 
perintendent of Ford division’s 
parts depot near Richmond, Va., 
has been awarded a 30-year service 
pin. 

* * 


Raybestos-Manhattan 


Lists 4 Promotions 


The following appointments by 
the directors of Raybestos-Manhat- 
tan, Inc., have been announced by 


| J. F. D. Rohrbach, president. 


S. R. Zimmerman jr., formerly a 
director and assistant general man- 
ager of the U. S. Asbestos-Grey- 
Rock division, now vice-president. 

R. J. Gorecki, formerly factory 
manager of the Manhattan rubber 
division, now director. 

H. H. Burrows, formerly sales 
manager of the industrial rubber 
products division, now rubber sales 
vice-president. 

R. B. Hazard, formerly sales man- 


|ager of the packing division, now 


sales manager of rubber and pack- 
ing. 
* 7 . 


Krasoff Graduated 


Constantine A. Krasoff, Beaver- 
ton, Ore., automotive sales repre- 
sentative of the Johns-Manville in- 
dustrial products division, has been 
graduated by the Johns-Manville 
training center in Manville, N. J., 








from an advanced training course 
in modern sales technique. 


Ford Names Henke 


Irvin Henke has been appointed 
manager of the New Orleans paris 
depot of Ford Motor Co. 

+ + * 


Allen Electric Appoints 


6 Divisional Sales Aides 


Allen Electric & Equipment Cu., 
Kalamazoo, Mich., has appointed 
six divisional sales managers. They 


are: 

Joseph Bellino, Boston; Charles 
Bowers, Atlanta, Ga.; George Ho- 
lum, Kansas City; Orvalle Boggs, 


| Chicago; M. H. Miller, Salt Lake 
| City, and A. T. Schutz, Los Angeles. 
| * * * 


'Kent-Moore Names Walker 


| prior to joining 





Executive Vice-President 


Election of T. F. Walker as ex- 
ecutive vice-president of Kent- 


| Moore Organization, Inc., has been 


announced by J 
D. Adair, presi- 
dent. 

Walker served 
as a tool designer 
with Buick and a 
chassis engineer 
with Pontiac 


Kent - Moore in 
1940. 

He has served 
as experimental 
engineer, chief 
plant engineer, general factory 
manager and production and man- 
ufacturing vice-president. 

* * 7 





T. F. Walker 


Riss Promotes Young 


Russell Young has been appointed 
director of operations for Riss & 
Co., Inc., Kansas City. Young had 
served since 1951 as regional man- 
ager at Louisville. He joined Riss 
in 1947. 


* a” * 

Bauchat and Hickey 
Named by Ford Unit 

James L. Bauchat has been 
named controller of the Parts & 
Equipment Mfg. division of Ford 
Motor Co., according to John S. 
French, division general manager. 

French also announced that Ed- 
mond Hickey had been appointed 
to Bauchat’s former position as 
controller for the division’s Michi- 
gan plants at Ypsilanti, Brooklyn, 


Manchester, Milford, Northville and 
Waterford. 


Moore Named by L-M 


W. W. Moore has been named 
parts and accessories manager of 
Cleveland’s Lincoln-Mercury office. 

* = a 


McMeans Succeeds Porter 


Appointment of William E. Mc- 
as assistant Denver zone 
manager for Oldsmobile has been 
announced by C. W. Guempelein, 
zone manager. McMeans, who for- 
merly served in the zone office in 
Oakland, Calif., replaces the late 
John W. Porter. 


oa * = 
Wenzlau Named Rep 
William D. Wenzlau has been ap- 
pointed West Coast representative 
for the Fiber Glass Products divi- 
— of Bigelow-Sanford Carpet 


a * * 

Seiberling Names Heydinger 
Sales Statistics Manager 

Norman F. Heydinger has been 
named manager of the sales sta- 
tistics department at Seiberling 
Rubber Co. Heydinger succeeds Ed- 
ward Ahern who will continue with 
the company on a part-time basis. 

Heydinger joined the firm as as- 
sistant manager of the department 
in 1953. He previously was associ- 
ated with Libby-Owens-Ford Glass 
Co., Toledo. 


GMAC Promotes Richards 
To Head of Credit Operations 


Carroll P. Richards has been 
elected vice-president in charge of 
domestic and overseas credits for 
General Motors Acceptance Corp 
He succeeds William H. Baldwin 
who has retired after a career of 
35 years. 

Richards joined the corporation 
in 1919. He became assistant man 
ager of branch operations in 1926 

+ * + 


Sunderland Transferred 
Benjamin F. Sunderland, forme 
district manager for GMC in Den 
ver, has been appointed assistan' 
zone manager in St. Paul. 





AUTOMOTIVE NEWS, MARCH 7, 1955 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


Current Rate Augurs 770,000 for March... 


Car Production in Peak Month 























U. S. PRODUCTION ONLY) (Continued from Page 1) its capacity last week with the); Saturday, a jump of 407 units over 
Week Week Jan.1  Jan.1 | short lived as the company pro- | opening of the San Jose (Calif. | its postwar record of 35,128 set dur- 
Ended Same Ended to to duced 9,690 units of all types on plant. The new plant has a daily |ing the week ended Sept. 18, 1954. 
ne bern ee” . ty F . March 1. capacity of 440 cars. Ss S 
AMERICAN MOTORS 4,850 1,870 4,580 15,757 19,108 26,991 Production totals for Ford and Although the California plant MEFcury, which set a weekly 
Mercury cars, Ford trucks and to-| was producing in the neighbor- record of 9,477 during th k 
HUdSON  «...0.....00---eeeeseeoe 1,995 880 1,875 6,059 3,780 = 10,484 +.) cars and trucks in both Febru-| hood of only 200 cars daily last ecord of 9, uring the wee 
a 2,855 990 2,705 9,698 15,328 16,507/ary and the first two months of| week, division records were ex- |@"ded Jan. 19, upped its schedules 
CHRYSLER CORP. .... 33,450 12,114 33,225 130,530 131,171 285,312 | 1955 also were the highest for those | pected to fall as Ford continued | again last week and was expected 
\ periods since the company’s alltime | with 15 plants working a six-day |to produce an estimated 9,600 cars 
COIN si cressciterieicnncmnds 4,800 2,163 4,147 17,063 23,531 38,560 
408 30,156 peak year of 1923. week. before the lines closed Saturday. 
RIO. Sasinnstvencrrsviassvcnsis 3,400 1,124 3,676 14,007 16, , * * © | If the early week pace continued, | Lincoln, which produced 833 cars 
DICED. cesssscservssssnsseeseosive 7,500 2,322 7,656 31,392 22,246 70,214 Fore division, gradually gaining Ford would produce an estimated | quring the week ended Feb. 26, was 
Plymouth 20.00.0000... 17,750 6,505 17,746 68,068 68,986 146,382 on Chevrolet in output, upped 35,535 cars before the lines closed | .. nected to increase its output to 
FORD MOTOR. .............. 46,085 37,820 43,256 175,754 336,816 392,936 around 950 units last week. 
EE shorteiceesdeubee .. 35,535 29,931 33,603 137,175 264,473 310,366 GM, after its record-breaking 
ee 950 1,042 833 3,709 9,440 7,398 February, eased up its division 
PEE, scetigcivainincemncsaiels 9,600 6,847 8,820 34,870 62,903 15,172 schedules last week, producing 
GENERAL MOTORS $381,567 ‘54,245 83,790 330,966 491,909 725,276 an estimated 81,567 cars, or ap- 
BE eek cede 16,595 10,404 16,393 64,117 91,135 140,377 proximately 47.7 percent of the 
SII, isscticscnsininicmnen 3,190 2,266 3,212 13,497 15,829 30,176 on 8 “aa This a drop 
CRUE ONCE ones seccsccisesss... 37,100 26,256 38,512 153,493 254,318 338,723 hue ie. redueen 38 a 
Oldsmobile .................... 12,582 7,965 12,945 50,257 60,053 108,910 Pp y 
Only Buick, which began produc- 
ND ® Seesivcons dvsinisesvicvicks 12,100 7,354 12,728 49,602 70,574 107,090 tion of its four-door hardtop 
KAISER MOTORS ...... S71 548 400 1497 3,246 2,902 scheduled increases last week, 
SE "(J ctccataribustiavuncsiarvs. -wormaiale SS re ee usa jumping to an estimated 16,595 
IE scsiiscessSish vesinstiisen 371 338 400 1,497 2,019 2,902 from the 16,393 produced during 
EG seiscsvesssseserisnes 5,265 2,207 5,253 21,142 28,023 41,721 cen os rar Gaal oo ae 
opp ; off its previous week’s 
NUL éndse cavkssseorssivisess oe 1,691 6,230 4,717 12,111 production with an output of an 
Studebaker oeveseccesecoosene 3,520 2,207 3,562 14,912 20,306 29,610 estimated 37,100 last week, while 
— ee Pontiac and Oldsmobile each sliced 
_ Total Cars, U. S. ........171,588 108,804 170,504 675,646 1,010,273 1,475,138 a few hundred off their week’s pro- 
aoa jections. Cadillac remained steady 
in the 3,200-a-week bracket. 
COMMERCIAL CARS —_ 
(U. S. PRODUCTION ONLY) A*®™ INCREASE of close to 800 
on. atin pan aed —* = 1 co - cars .* Chrysler division, helped 
Mar.5, Week, Feb. 26, ‘Total* Mar.6, Mar. 5, rysler rp. build an estimated 
1955 1954" 1955" Feb. i95t* 1955" | If Catches the Eye— 33,450 cars last week, or approxi- 
CHEVROLET ................ 2,000 6,513 409 2,910 66,530 30,897 An umbrella of light bathes this new DeSoto at the 1955 Detroit Auto Show,|mately 19 percent of the total in- 
DIAMOND T .................. 85 59 83 317 611 697 | enhancing its appeal and providing a striking display setting. Twelve tons of equip- aa a. ae Dodge 
ment were used by the Jack Frost organization to illuminate the show's exhibits. | an eSoto continued at the same 
ED sictvs sianvenduaivaivieciens 60 80 60 240 720 528 pace set during February. 
IE dels cise iosiaiy: - se hvenaeae 1,913 1,230 5,326 17,175 12,679 American Motors registered a 
I IIIIRS asvsedcsetieconsszeees,, uiatins Ge ° sass ~ wank a aseesis C l l d S h J m e d. e sli 
ght increase last week, jump- 
= rato 2187900 hand nae evelan ow Jam 5 | slight merense last week, Jump- 
80 1 9 ’ a 4,580 registered the week ended 
INTERNATIONAL. 2365 220 288 see sae 230/ LOnger Run Considered Feb, 26, while. Studebaker-Pack- 
eee 250 160 165 854 1,110 1,920 ard and Willys remained steady 
NN saris cave vcasscsante 100 184 | 99 326 2,100 781| CLEVELAND. — A record at-, Dowd, co-chairman, said that | in the 5,200 and 400 brackets re- 
STUDEBAKER ............ 420 396 453 1,816 1,779 2,473 | tendance of 103,115 for the abbrevi-| “total attendance was almost as | spectively. 
WHITE onc cocccccccceeeee 250 148 238 921 2,151 2,187 | ated ote a red Show se ag for the nine-day 1937 Truck production was expected 
|not only resulted in a large num-| show. to jump to 15,169 last week from 
RIED tscevtakitsccecincscdsn 1,659 779 1,743 6,233 10,845 13,747 | hor of new-car sales, but elicited Of even greater significance, he | the 14,947 produced the previous 
MISCELLANEOUS 100 178 90 453 1,767 — — wt —, eee said, was the large number of sales; week despite a shutdown for 
oO OO | evXtend over two weekends to meet | consummated on the floor, and in- | changeovers at Dodge. Helping take 
Total Trucks, U.S. .. 15,169 20,828 14,947 62,077 204,118 164,121 snenenaed, eneeninnte Sonat, creased dealership floor traffic with | up the slack, however, was Chevro- 
nsidering tha’ e show was | resulting sales. Exact sales figures |let, which upped its production to 
Total Cars, Trucks, Cleveland’s first in 18 years, E. S. | were not disclosed, but an on-the-|an estimated 2,000 units last week, 
ee ae 186,757 129,632 185,451 737,723 1,214,391 1,639,259 spot show survey indicated that|and continued brisk operations at 
° * dealerships could trace “several” |Ford, Willys and International. 
Total Cars, Trucks, Oper ations Begin immediate purchases and “dozens telecine 
RID: shnbiensaccason 8,925 11,623 8,813 24,155 98,084 72,183 ag ef het cemtacie” G6 & teat. 
Grand Total, At White’s Second | Te Civelana Automobile Deal-/ Hudson Ups Hogan 
ers Assn.’s board of directors is 


Cars, and Trucks, 


U.S. and Canada....195,682 141,255 194,264 761,878 1,312,475 1,711,442 


Chicago Branch 


expected to approve show plans for 
1956, with an extended time period. 


In Distribution 


aes I Toe Pi ee me . DETROIT.—Appointment of L. J. 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel| CHICAGO, — White Motor Co., ee tae 
Drive, Sterling, Nash, ete monatactaner of truens, erenens | $500,000 Sales Reported | Screg ues tom eemaeael a 
N.B.: All U. 8. totals include and trucks for military orders. its sales and service facilities 

ui cars rucks for ry rs. by 40 percent with the opening last At Syracuse Show N. K. VanDerzee, 


sales vice-presi- 
dent. Hogan suc- 
ceeds George H. 
Dow, who has re- 
tired. 

Hogan joined 
Hudson in 1950, 
and in 1952 be- 
came manager of 


| week of a $400,000 plant on the 
|northwest side. The firm has an- 
lother service plant on the south- 
west side. 

Business prospects for 1955 were 
viewed with optimism by L. B. Gil- 
bert, regional manager, who said 
that January sales showed an in- 
crease of 17 percent over January, 


SYRACUSE. — Robert J. Purcell, 
general chairman, has reported 39,- 
379 attended the Syracuse Automo- 
bile Dealers Assn. auto show and 
bought over $500,000 worth of cars 
during the eight days. 


British Lead 54. Exports 


U.S. Vehicle Shipments Abroad Last Year 
Total 6.1 Percent of Factory Sales 


DETROIT. — Britain was the 





from Germany, 131,970 from 


leading automotive exporter last 
_ year among the main car-produc- 
ing countries of the free world, ac- 
cording to latest figures compiled 
by the British Society of Motor 
Manufacturers & Traders and the 
Automobile Manufacturers Assn. 
British vehicle exports in 1954 
totaled 492,816, compared with 
401,476 from the U. S., 298,122 


Canadian Warns 


Of Sales Chaos 


MONTREAL.—Chaotic conditions 
in auto sales were predicted for 
1955 by the president of Studebaker- 
Packard Corp. of Canada. 

D. C. Gaskin, of Hamilton, said 
although there is a probable mar- 
ket for 325,000 sales in Canada this 
year, cars are being turned out at 
a rate of 10,000 a week. 


He told the 22nd annual meeting 
of the Garage Operators of On- 
tario: “I don’t know what you're 
ong to do with them, I wish I 





France and 44,186 from Italy. 

U. S. exports in January 
amounted to 40,240 units, or 5.5 
percent of total factory sales, com- 
pared with 32,067, or 5.9 percent, in 
January, 1954. 

U. S. vehicle exports for the year 
accounted for 6.1 percent of all 
sales. 

Britain’s shipments overseas 
consisted of 366,084 cars and 
126,732 commercial vehicles; 
United States, 206,544 and 194,832; 
Germany, 230,972 and 67,150; 
France, 101,323 and 30,647, and 
Italy, 40,758 and 3,378. 

January exports from Britain 
were estimated at 50,000 vehicles, 
including more than 36,000 cars, or 
12,000 more than in January last 
year. 


Record Months 


(Highest Car Output Months) 





MI I ssa cs cocsnccotoks ocanesaratt 717,343 
August, 1956 ................... 681,854 
February, 1955 ...................... 675,646 
January, 1955 ...................... 659,705 
October, 1950 ...................... . 659,371 





1954, and that the firm’s backlog 
of orders was bigger than at any 
time last year. 

Gilbert attributed the increase 
in business partly to White’s serv- 
ice centers, stating that one-third 
of the firm’s business is now in the 
service field. 

“When other service installations 
are closed, operators find our cen- 
ters open at any hour day or night,” 
he said, “and get fast work.” 

The new center covers an area of 
25,000 square feet under roof and 
has 18 repair stalls. 


Motorama Mark 
Expected on Coast 


LOS ANGELES.—General Mo- 
tors’ 1955 Motorama will close here 
next Sunday (March 13) after a 
nine-day run at the Pan-Pacific 
Auditorium. 

Officials said attendance would 
likely top last year’s total of 469,- 
767 


In other 1955 showings, Motor- 
ama has attracted 215,000 in New 
York and 364,073 in Miami. 


20 
VS iced, 


Pontiac Milestone— 


C. O. Johnson (left), assistant to Pon- 
tiac’s general manufacturing manager; 
A. F. Johnson (center), manufacturing 
manager, and H. A. C. Anderson, V-8 en- 
gine plant superintendent, inspect the 
200,000th Strato-Streak engine produced 
by Pontiac since the introduction of the 
1955 models. A total of 100,000 engines 
were built in two months, setting a new 
record, 








the statistical de- 
partment. Prior Po 
to becoming as- — 
sociated with L. J. Hogan 
Hudson, Hogan was associated 
with Ready Power Co., Detroit. 


Ford Plans Plant 
Near Sandusky, O. 


DEARBORN. — Ford Motor Co. 
has announced plans for a 600,000- 
square-foot parts manufacturing 
plant near Sandusky, O., which will 
employ about 2,500. 


R. H. Sullivan, vice-president and 
group executive, said the company 
is negotiating with Pennsylvania 
Railroad to buy approximately 180 
acres south of the city as a plant 
site. 

The new plant, said Sullivan, will 
be the latest in Ford’s $1,700,000,000 
post war expansion and moderniza- 
tion program. Since 1946, the com- 
pany has built 24 new plants, 19 
parts depots and seven engineering 
buildings. Construction is under 
way on 14 other projects. 











‘Cap’ Williamson, 
Pioneer in Dealer, 


Association Fields 


AUSTIN, Tex. — W. A. (“Cap”) 
Williamson, 80, died at his home in 
Austin last Tuesday. 


founder of the 
Texas Automotive 


served for 35 
years as its only 
executive officer 
before illness 
caused his retire- 


ago. 

Born in Rich- 
mond, Va., “Cap” 
had an illustri- 
ous career in the legislature, trade 
association work and civic affairs. 





W. A. Williamson 


For five years he was president | 


of the Automotive Trade Assn. 
Managers. For 22 years he was a 
member of either the House of Rep- 
resentatives or the Senate in Texas. 


During that time he “fathered” | 


many automotive bills, among them 
being the certificate of title law in 
Texas and the Texas Motor Patrol, 
now the Highway Patrol of the 
Texas Department of Public Safety. 

He was a pioneer in the automo- 
bile retailing field, having had deal- 
erships as far back as 1901 in San 
Antonio and other cities in Texas. 
He also had a great interest in 
boating. 

Two years ago “Cap” was made 
an honorary lifetime member of 
ATAM, and at his death bore the 
title of honorary vice-president of 
both TADA and the San Antonio 
Automotive Trades Assn. 

* + * 


John A. Miles 
MONCKS CORNER, 8. C. — John Allen 
Miles, 58, who operated the Miles Pontiac 
Agency here for 15 years prior to his re- 





HELP WANTED 


“Cap” was the | 


ment three years | 


bile) was killed in a plane crash south of 

Hugo, Feb. 17. His partner in the dealer- 

ship, his brother Truitt Smith, was seri- 

ously injured in the 
* 


former field sales executive in the Midwest 
for both General Motors and Dodge, died | 
here of a heart attack Jan. 
retired, Mr. 








- - Classified Want Ads - - 


Jerrue - DeBusk Pontiac, 
dealership headed by his son, R. A. Jerrue. 





Obituaries 


tirement a short time ago, died Feb. 26 
at his home following a heart attack. He 
served for 10 years as Southern representa- 


tive for General Motors. 
* * * 


George H. Perry 
ATLANTA.—George H. Perry, 


27. 
* * 


Newton Wallace 
McALLEN, Tex.—Newton Wallace, 


sales manager of Burns Motor Co., 
killed Feb. 10, 


a ok ok 
John Rector 
LOS ANGELES. — John Rector, sales 
manager of MOC Products, Inc., died 
Jan, 17, 


* * * 


Frank E. Smith 


ELMIRA, N. Y.—Frank Edwin Smith, 
81, founder and former president of Black- 
stone Motor Co., died Feb. 24, 1955, of a 
Smith had retired from 
the automobile business several years ago. 

* * 


heart attack. Mr. 


* 


Mayard Shelby Alford 


ROCKINGHAM, N. C.—Mayard Shelby 
Alford, 34, former manager of Alford Mo- 
tors Co., Hamlet, N. C., was killed Feb. 
26 in an auto accident. More recently Mr. 
Alford had been associated with a dealer- 


ship in Monroe, N. C. 
* * * 


John H. Bradley 
TACOMA, 


Bradley 


Motors, died at home of a heart attack. 
* * 


Henry W. Brinkmeyer 


WAPAKONETA, O.—Henry W. Brink- 
meyer, 85, former St. Marys Ford dealer, 
died at the home of his daughter here. He 


also was a former county treasurer. 
a © 
Cecil L. Smith 


HUGO, Colo.—Cecil L. Smith (Oldsmo- 


crash. 
* * 


Paul A. Jerrue 


ABINGDON, Va.—Jaul A. Jerrue, 68, 


26. Though 
Jerrue was a consultant for 
Inc., Abingdon 


36, man- 
ager of the parts and accessories depart- 
ment of the Ford division here, died Feb. 


42, 
was | 
1955, when his car over- | 
turned near Falfurrias, Tex. 

Dealers Assn. and | 


Wash.—John H. Bradley, 74, 
for many years senior partner of Dunn & 
Motors and later associated with 
Tacoma Nash Sales and Bradley-Sanford 


CLASSIFIED WANT ADS: 





Reaching an 150,000 
RATES: TWENTY-TWO CENTS 


estimated 


regular rates 


| 
| 
and address at 


TEN DAYS 
WANT AD DEPT., 


HELP WANTED 


GENERAL MANAGER 





This firm does a national business with 
the automobile dealer. They have an op- 
portunity as General Manager for a man 
who has proven his ability to sell mer- 
chandise to the automobile dealer. 
must be familiar with the office procedure 
and sales promotion needs of the dealer. 
A background of direct by mail selling 
and salesman training is essential. 

Salary and ample profit sharing bonus to 
man who is successful. 

Apply in writing with full explanation of 
experience and background. 


He 


Box 4646, c/o Automotive News, 
Detroit 26 





USED CAR MANAGER for Detroit new 


car dealer. Must be aggressive and well 
recommended, Must be willing to take 
complete charge. Salary plus percentage 
of profit. All replies will be held confi- 
dential. Box 4652, c/o Automotive News, 
Detroit 26. 





WILLYS JEEP AND 4 wheel drive retail 
salesmen. Willys Florida distributor, Box | 


| tomobile 


630, Miami, Fila. 


POSITION WANTED 


To encourage this classification for the 


benefit of those 
i cone o»n Wonted 
half eke r 


word 


seeking employment 


Ads ore occepted at 
a 
$1.00 per in 


arora 
opply 


reqular 


cola tele ered a) 


sertion for use of a box number 
Lali h eta hee: 


in this section 


in advonce not 


ice Melee 10s hale! 


ACCOUNTANT, PRESENTLY employed 

seven years as assistant manager of au- 
finance company, desires to 
make change; five years General Motors 
experience as office manager, familiar 








HELP WANTED 


OPPORTUNITY: Mah wanted with experi- |\WANTED—SALES MANAGER capable of | 


ence operating used car auction to set 
up auction in very heavily populated 
eastern area. Should be fine financial op- 
portunity for right man. No investment 
required. Must be under 45, aggressive, 


experienced and be of unquestionable | 


honesty. Box 4632, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER wanted for GMC 
truck dealership in fastest growing com- 
munity in the southwest. Excellent op- 
portunity and pay for young, aggressive 
man with several years’ experience as a 
service manager. In replying, please give 
full particulars and enclose r2cent photo- 
graph. Box 4595, c/o Automotive News, 
Detroit 26. 


SALESMAN OR DISTRIBUTORS can now 
avail themselves to exclusive rights in 
your state for amazing, revolutionary tire 
truing machine for both passenger cars 





and trucks. Enviable margin of profit to| 


both dealer and user. Contact H & H 
Engineering Co., 3886 Merrill Ave., River- 
side, Calif. 





perience necessary. Opportunity for ag- | 


gressive men plus living in colorful Colo- | 


rado plus paid employe insurance plus 


vacation with pay plus demonstrator plan | 


plus guarantee plus no Sunday or night 


work. Apply Jim Paugh, Goffe Motor | 


Co., Pueblo, Colo. 


America’s Best Business | 
Opportunity — Protected Territory | 
State Size — No Competition 


We want to call to the attention of former Dealers, including Car and Truck 
Dealers, who desire to get out of the Highly Competitive Fight, and good 
Sales Managers who would like to get into business for themselves, the ideal 
We manufacture the Meteor 


proposition offered here. 


Injector that entirely replaces the carburetor and is easily applied in the after- 
market at low cost for all cars, trucks and tractors. There is nothing like it in 
the world. Our Fuel Injector pays for itself in what it saves in a short time 


... then pays the owner dividends. 


Only territories open east of the Mississippi River are Maryland, Pennsyl- 
vania, Kentucky and the western half of New York. Western territories available 
are North and South Dakota, Michigan, Minnesota, Utah, Wyoming, Colorado, 
Oklahoma, 
Arkansas. If desired we will join some of the sparsely populated western states 


Nevada, Montana, Kansas, 


into one territory. 


Here is a business opportunity that allows you to get in on the ground 
floor of a terrific impact product as an exclusive distributor without any 
competition in each territory. Write or Wire: 


METEOR FUEL INJECTOR CORP. 


1050 BROAD STREET, PROVIDENCE 5, RHODE ISLAND 





eS: en NEED TEN LIVE WIRE MEN to start 
DODGE NEW CAR selling salesman, Ex- | 


hiring, training, directing and supervis- 
ing salesmen for Lincoln-Mercury dealer- 
ship. Must be experienced with proven 
record of sales ability. Salary and profit 
sharing proposition to the right man. 
Excellent opportunity. Write to Hamm's 
Sales and Service, Inc., Highway & Mc- 
Kinley St., Bristol, Pa. 


SERVICE MANAGER to take over well | 
equipped, modern service department z 
| 


midwestern Pontiac-Cadillac dealership. 
Excellent salary with bonus based on 
actual performance. Best deal ever for 
top flight, experienced man. Box 4607, 
c/o Automotive News, Detroit 26. 


AUTOMOBILE DEALER wants to hire a 


sales manager. Must be capable of hir- 
ing and training sales staff. But most | 
important he must be a good heavy 
closer. Start immediately. Salary and 
percent of net sale. P. O. Box 206, New- 
ark, Ohio, or Phone DI 4-1010. 


with nationally advertised chemical spe- 
cialty line, spring program. Experience 
contacting automobile dealers. Can earn 
upwards of $10,000 per year. Commis- 
sions up to 50%, drawing account, fringe 
benefits. Need good car. Line established. 
Write to Liquid Glaze, Inc., Lansing, 
Mich. 


low Pressure Fuel 


East Texas, Nebraska, lowa and 





with daily controls and auditing. Age 43. 
Prefer Pacific Northwest. Box 4659, c/o 
Automotive News, Detroit 26. 


AVAILABLE, SOLID background all | 


phases automobile factory business and 
zone management; dealer investments in- 
cluding operating and liquidating retail 
outlets. Age 39, married, aggressive, per- 
sonable, executive caliber, seeking real 
opportunity in management. Reply Box 
4660, c/o Automotive News, Detroit 26. 


EX- FACTORY SERVICE representative, 
formerly with one of “Big 3,’’ desires 
to get back on road. Familiar with all 
phases automotive service, customer com- 
plaints, technical training, etc. 38 years 
of age. Best of references. Qualified 
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| 





readers 


Orie) 


“BIG 3° FR 


engaged in all 


PER WORD FOR EACH 


Dollar ($1) per 
unopened. Display ads 


rates 


DEALERSHIPS AVAILABLE 


Tittle nals 
$12.30 per column inch. CLOSING:? 
supplied upon 


use of a box number 


branches of the nation's automotive industry. 
INSERTION 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads 
Add One 
Box Number ads are forwarded to advertiser 


IN ADVANCE OF PUBLICATION DATE. Contract 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


POSITION WANTED ADS,: 


may be signed with full name. 


Replies to: 


aa eS 





DEALERSHIPS AVAILABLE 





FRANCHISE AVAILABLE in 
mid-south area. Expanding hub city of 
over 150,000. 2 decades... 
ership. Modern and complete set-up. This 
is most unusual opportunity, if you can 
qualify with factory and are financially 
able to handle an established, most 
highly respected dealership in splendid 
liquid position. No used cars. Your reply 
comes direct to owner, who will 
pletely protect your confidence. Wire or 
write Box 4676, c/o Automotive News, 
Detroit 26. 





DEALERSHIP AVAILABLE handling 
Modern | 


Dodge-Plymouth, 250 potential. 
facilities heart East Texas oil field. Ex- 
cellent service on major U. 8S. highway. 
Box 4677, c/o Automotive News, Detroit 
26. 





AUTO AGENCY FOR SALE, 


handling 
Chrysler-Plymouth. 200-250 car fran- 
chise. Near large military base. New, 
modern building with adjoining used car 
lot under lease. No used cars or accounts 
receivable to buy. $23,000. Owner's ad. 
Box 4673, c/o Automotive News, Detroit 
26. 


GARAGE HAVING OLDSMOBILE agency. 


Very fine central Kentucky city. About 
100 unit. 100% shop absorption. Nets 
$25,000. Experienced party will need only 
small amount of cash. Box 4674, c/o Au- 
tomotive News, Detroit 26. 


com- | 


same own- | 





DEALERSHIP HANDLING 
CHRYSLER-PLYMOUTH 


Rocky Mountain City of 50,000 with trade 


| area of 125,000. New building and equipment 





| alone will appraise in excess of asking price 
| of $222,000. Successful owner to retire. 


Box 4680, c/o Automotive News, 
Detroit 26 





| DEALERSHIP HANDLING CHRYSLER- 


PLYMOUTH in New Jersey south sec- 
tion. Industrial, poultry and farming 
section, growing community. New car 
sales 200. Large used car lot, large show- 
room and building 8 years old, Fully 
equipped. Want to retire. Factory ap- 
proval necessary. Cash required, $30,000 
balance as rental. Telephone number and 
time requested. Box 4641, c/o Automotive 
News, Detroit 26. 


ONE OF THE “BIG 3” in Rocky Moun- 


tain area. 600-car potential. Well estab- 
lished, moderate overhead, all depart- 
ments operating profitably. Owner has 
other interest. Will lease building, used 
car and storage lot. $75,000 will handle. 
This is one of the finest deals in the west. 
Box 4643, c/o Automotive News, De- 
troit 26. 








AUTO AGENCY — Handling DeSoto-Plym- 
parts | 


outh, 60 car franchise. Will 
and equipment. Low rent. 


sell 
Established 


business in thriving Kansas community. | 
Box 4675, c/o Automotive News, Detroit | 


26. 





established agency handling 
Mercury—in highly desirable northern 
Indiana city. Leased building, excellently 
located. Complete service 
including body and paint shop. No used 
cars. Box 4661, c/o Automotive News, 
Detroit 26. 





| DEALERSHIP HANDLING Chrysler-Plym- 


outh for past 30 years. Has good trade 


clientele, a beautiful town of 4,000 with | 


trade territory of 25,000. Good farm 
area and manufacturing. Modern equip- 
ment, inventory on latest parts. Building 
for sale or lease. Retiring. Box 4662, c/o 
Automotive News, Detroit 26. 








within past year zone service manager— | 


one of ‘‘Big 3’’ divisions. 


Full particu- | 


lars upon request. Box 4669, c/o Auto- | 


motive News, Detroit 26. 


CHRISTIAN USED CAR BUYER desires 
contract to furnish high quality, hand 





picked used cars to select, well financed | 
car dealers. 33 years’ experience, best of | 


references. Transportation arranged by 


haulaway or driveaway. Phone or write, | 


Glenn Walraven, P. O. Box 25, Marion, 
Ohio, 2-4135, nights 2-5708. 


SERVICE MANAGER, Fifteen years’ ex- | 


perience successful service 


operation. | 


Know estimating, service promotion, cus- | 
tomer relations, modern shop procedures. | 


Best references, Prefer Chicago or vicin- 
ity. Box 4670, c/o Automotive News, De- 
troit 26. 


OFFICE MANAGER, Eight years’ experi- 
ence in General Motors dealership as top 
accountant. Capable of managing an 
office so that it can give out minute in- 
formation with the least possible help. 
Familiar with car papers and can han- 
dle customer with tact. 
with first class dealership. Box 4671, c/o 
Automotive News, Detroit 26. 

FORD OR LINCOLN MERCURY. Parts 
Manager or counter. Several years’ ex- 
perience. Will move anywhere. Box 4658, 
c/o Automotive News, Detroit 26. 











| NEAT, AGGRESSIVE YOUNG man work- 


ing as used car manager for Buick deal- 
ership would like same position in larger 
dealership. Can supply excellent refer- 
ence. For full particulars write Box 4636, 
c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


Wish to locate | 





DEALERSHIP HANDLING Chevrolet — 


200 units. In central Indiana. Near met- 
ropolitan area, in fine agricultural and 
factory community. Same owner twenty- 
five years. Will sell new building or 
lease. Must have factory approval. 
ply Box 4663, c/o Automotive News, De- 
troit 26. 


department, | 


WILL SELL AT REASONABLE price well | 
Lincoln- , 





DEALERSHIP WANTED 


INTERESTED IN BUY-OUT or substan- 


tial financial participation in GM dealer- 
ship. Nine years’ experience general 
manager Chevrolet deal. Have factory 
approval and sufficient cash for 500 car 
deal. Single city deal preferred. Reply 
Box 4665, c/o Automotive News, Detroit 
26. 





WILL PURCHASE General Motors, Ford 


or Chrysler product dealership, any size, 
southeastern or southwestern ccast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4681, c/o Automo- 
tive News, Detroit 26. 


OLDS, BUICK OR CADILLAC dealership 


of 100 to 200 cars wanted on southeast- 
ern or southwestern coast of Florida. 
Have had GM agency in Ohio tor many 
years. Box 4672, c/o Automotive News, 
Detroit 26. 


SMALL OLDSMOBILE OR Cadillac deal 


in Florida. Just sold my G.M. deal. 
Plenty of cash. Factory approval abso- 
lutely assured. Box 4644, c/o Automotive 
News, Detroit 26. 





' BUICK OR CADILLAC agency wanted. 


Re- | 


150 to 250 units. Have $100,000 cash. 
Factory approval assured. Write Box 
4664, c/o Automotive News, Detroit 26. 


AUTOMOBILE 
BUYERS WANTED 


TO PURCHASE NEW AND 
USED CARS IN VOLUME 


We want capable representatives in every 
large city, within a radius of 1,000 miles of 
New York City 


PLEASE DO NOT APPLY IF YOUR REQUIRE- 
MENTS ARE LESS THAN $25,000 PER YEAR 


BOX 4668, c/o AUTOMOTIVE NEWS, 
DETROIT 26 





YOUR OPPORTUNITY - - UNLIMITED 


If you are between the ages of 28 and 42 and have had retail 
experience, one of the largest automobile manufacturers in the 
industry has an opening for a district manager that may interest 


you. 


Experience in contacting dealers will be helpful. If you can 
qualify — if you are ambitious — here is your opportunity. 


Address application to Box 4679, c/o Automotive News, 
Detroit 26. 

















Tree0e0@ 


DEALER SERVICES 


INVENTORY SERVICE 


Parts and Accessories 
@ CERTIFIED REPORTS @ 








1} 


e€ 
€ 
° 
Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or Write for Service Details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


| 

TS 
WHY GIVE AWAY ALL OF YOUR 

NEW CAR PROFITS? 
Use the successful | 
Drew Over-Allowance Control 
$12.50 Complete 

DEALER MANAGEMENT SERVICE 

P. O. Box 1622 Oakland 4, Calif. | 

oe Ooo | 

BUSINESS OPPORTUNITIES a 


ATTENTION FLORIDA new and used car 
dealers! Do you want more gross? Add | 
the non-competitive Willys jeep and 4 
wheel drive vehicle franchise to your 
present operation and watch your gross | 











go up. Write Florida Willys Distributors, | 
Box 630, Miami, Fla. 

FOR SALE. AUTO PARTS business ‘‘sal- | 
vage.’’ Growing business in a growing | 
city. Central Texas. Box 4666, c/o Auto- 
motive News, Detroit 26. 


PARTS FOR SALE 


BUICK PARTS 








All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S$. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 





NEW MORRISON SNOW plows for jeeps 
and 4 WD Willys. Complete Hydraulic, 
heavy blade. List $328. Disposing below 
distributor cost of $175 due to change 
of dealer franchise. 


3601-21 W. Grand Ave., Chicago 51, Ill. 





70% OFF ON COST 
LINCOLN-MERCURY PARTS 


1938 thru 1951 
SHEET METAL - BODY 
_ MOTOR PARTS 


WRITE WIRE PHONE 
US YOUR NEEDS NOW 


HARRIS MILLER 
LINCOLN-MERCURY 


1491 Jerome Ave. Bronx 52, New York, N. Y. 
LUdiow 8-2323 








WE ARE DISMANTLING FOR PARTS 
THE FOLLOWING 1955 CARS 
Mercury Hardtop Monterey, Pontiac 4-door 
sedan, Chevrolet Bel Air 2-door sedan, 
body perfect, Ford Fordor Fairlane town 

. bedy good. 
We carry a large selection of late model 
cars for parts. 
H. KAUFMAN AUTO PARTS 
P. O. Box 233, Montrose, N. Y. 
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PARTS FOR SALE 


LINCOLN - MERCURY 
PARTS 


30c on the’$ 
1938 thru 1951 


SHEET METAL BODY 
and MOTOR PARTS 
WRITE WIRE PHONE 
us your needs now 
LAKE PARK 


LINCOLN-MERCURY 
5600 Lake Park 
CHICAGO 37, ILL. 
HYde Park 3-3445 








CARS FOR SALE 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


EVERY MONDAY AND THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auctions 


Sam Giordano, Auctioneer 
KE. 1-9694 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
bth & LINDBERGH BOULEVARD 
PHILADELPHIA 43. PA. 
SARATOGA 7.2300 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion. 


Robinson Auto Rental, Inc. 
229 $. Hansen St. Philadelphia, Pa. 


1. E. Spetig, Used Car Manager 
Sherwood 8-1500 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 





RUBY HAS THE PARTS! 

1933 and up — Chevrolet 
Sees mie, Soden, foe. bearings, 
- tas tel 7 wens in genuine parts 
A RUBY CHEVROLET 

807 N. Broadway Milwaukee 2, Wis. 








EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





Durham Auto Auction 


WILL OPEN WED., MARCH 16, 1955 


NEW BUILDING — 1315 E. GEER ST. — RT. 15 
86,000 Square Feet Inside — 500 Car Capacity 
No Registration Fee Opening Day 


Write or Phone Reservations Now 
Free Dinner for Dealers First Day 


$500 CASH PRIZES OPENING DAY 


DEALERS ONLY ALLOWED IN SALE 


DIAL 4-7832 — 2-9997 
J. B. LEATHERS — DURHAM, N. C. 

















CARS FOR SALE 


R.A.V.P. MEANS THE 
R.A. VALUE PLAN 


In Addition It Means 
The largest indoor display of used 
Fords, Plymouths and Chevrolets. 
Strict ‘‘Dealers only’’ wholesale 
policy. 
Guaranteed Titles. 
Large assortment colors and models 
always available. 
All cars excellent condition. 
Insured transportation service avail- 
able. 


20 YEARS OF EXPERIENC 
SELLING TO DEALERS ONLY. 


THE R.A. COMPANY 


4038 Chestnut St. 13315 Brookpark Kd. 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7660 
Write or call your needs 
or for our brochure 





| FOR SALE TO DEALERS or individuals— 
| geven brand new 1954 Packards—one '55 
Clipper. Dealer cost. Two each Patri- 
cians, Super Clippers, Sportsters, Cava- 
| lier, Clipper ’55. Dealer Liquidating. Box 
4667, c/o Automotive News, Detroit 26. 


AUTO AUCTION 
TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30" P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half Few west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best'’ 
Phone: ARdmore 6-4720 








CARS WANTED 


WANTED —7 PASSENGER, 6 cylinder 
cars. Must be clean and low mileage. 
No taxicabs. 1951's, 52’s and 53’s. State 
price and condition and what cars were 
used for. Ahern Charter Service, 1103 
West Sprague Ave., Spokane, Wash. 


WE WILL BUY state, county, city and 
fleet owned cars — any quantity. What 
do you have to offer? Keller’s Automo- 
tive Service, R.D. No. 1, New Cumber- 
land, Pa. 


50 DeSOTO, CHRYSLER and CADILLAC 
eight passengers. 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-0513, Lansing, Mich. 


SHOP EQUIPMENT FOR SALE 


GARAGE 
EQUIPMENT 


Dynamometer, cost over $4,000; will take 
$1,500. Automatic car washer, cost $982, 
will take $395. 12 parts bins, bargain. 
Complete set Diesel tools, bargain. Large 
neon GMC truck sign, less than one-half 
price. New GMC truck accessories, less 
than dealer's cost. 


KING MOTOR COMPANY 
Fort Lauderdale, Fia. 











ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 
by bringing your wants to the 
attention of manufacturers. 
An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


Automotive News 
Classified Want Ad Department 








55 





TRUCKS FOR SALE 


MISCELLANEOUS 








Holmes Traffic King—Model 5158 


WRECKER 


1948 Chevrolet—Series 6100 
GMC Engine 
2 Ton - 2 Speed 


8.25 x 20 10 Ply Tires 


8 Ft. 


Axle - 158" WB 


Holmes Service Body, Running Boards, 


Fenders, Towing Crane, and Misc. Equipment. 


STOCKBRIDGE MOTORS, INC. 
— OLDSMOBILE — 
STOCKBRIDGE, MASS. 





MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 
Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW - GUIDE 


BRAKE-MOBILE 


TOW - PILOT 


with Automatie Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illastrated Cataleg 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 





1000 BUSINESS CARDS, raisea printing 
(1 color) $3.50; (2 colors) $4.50. Cuts 
inserted: 50c extra per 1000, Samples 
free. Business Specialties, Dept. A - 3, 
1422 Rosemont, Chicago, Ill. 

REPLACEMENT: 3-ply convertible tops— 
$18.95. Auto headliners—$12.50. Civilian 
jeep tops—$70.20. Rush service, Boston 
Big Buck, 278 Cambridge St., Boston, 
Mass. 


WANTED — CASH REGISTER with full 

key board to handle complete break- 
| down, All departments, retail automobile 
business. Box 4678, c/o Automotive 
News, Detroit 26. 
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“How to DOUBLE Your 
Used Car Sales!" 


The 66 most successful used-car 
8 tions of all time are outlined in this new a 
brochure. Tells how an Alabama dealer 
put up a sign that brought 3,000 customers @ 
inside in 5 days; how a postcard sold 
700 cars for a W — lot; how a series @ 
of unusual classified ads costing $3 each 
sparked a Michigan firm's sales sixfold 
in 2 years; how an lowa dealer, using 
telephone operators, aes his turnover 
by 40% in one month! And many more. 
New ideas are tried daily. Few succeed. 
These are the ‘cream'': the business- 
stimulating, action-inspiring, sales-produc- 
ing plans that CONSISTENTLY win cus- 
tomers! Here are merchandising methods, 
publicity plans, “tricks of the trade," 
showmanship gimmicks, dramatically pav- 
ing the way to hit the JACKPOT . . . to g 
win customer gratitude . . . to sell higher- 

§ priced units . . . to create excitement g 
lor your cars . . . to save money being 

B wasted. OUR GUARANTEE: 25% IN-@ 
CREASE IN BUSINESS IN 90 DAYS, or 
money refunded, s 


a Price: only $4.95, Send today—you can't 4 
lose! 

a _- oer rr er area area a 
H. K. Simon Co., Dept. AN-3 

8 48 Fifth Ave., Pelham, N. Y. 


Send at once "How’ to DOUBLE Your 


¥ 
promo- 


© Used Car Sales!" Check for $4.95 is en- ® 

g closed. ‘ 

y ADoness \ 
city 

é 


a | 





BUSES FOR SALE 


SCHOOL BUSES. Write for literature on 
1955 models. Available now, two 1954 
Chevrolets 54 pass. Never used — good 
buy. Frank T. Mee, Jr., Transit Sales 
& Service, Inc., 23 South Street, Dan- 
bury, Conn. Tel. Pioneer 3-4437. 


AMBULANCES FOR SALE 


AMBULANCES — 1951 Cadillac 8S. & 8. 
body. 1950 Cadillac superior. Two, 1946 
Cadillac ambulances—$650 each. 1948 
Packard flower car. Located near New 
York City. Box 4656, 
News, Detroit 26. 
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8821 Fenkell Street 


ATTENTION: Men of Top Calibre Capable 
of Earning $30,000 to $40,000 per Year 


NEW BRICK PROCESS 
Franchises Now Available 


%"" brick or ledgerock process applied over siding, 
shingle, concrete, cement block and stucco. Insulates 
against moisture, heat and cold. Life-time guarantee. 
Protected territories. Franchise investment dependent 
| upon size of market. For full particulars write— 


Life-Brik and Stone Co. 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


oe 


COP OREeEHEEEEEEEEHEEEEEHEEEEEHEEEEEEEHEEHEEEEEHEEEEEEEEEEHEEEHEHEEEEHEESE 


SE OR ook od oo ck Weendineebekdéancesnnes dbanns Tene Pie asicaes 
OMicxitaaae csniweneee Mevinaieea re errr er CMON és c050 as aaeeoel 
TRADE CONNECTION: 

Car Dealer [] Truck Dealer [] Manufacturer [) 
Jobber (J Insurance (] Financial () Supplier [) 
Mieke Of Gil. cosscwavssene sesosanehénesane Diss nae eaiuaeasdiannmee 





Detroit 38, Michigan 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [] 
for which check is attached [[] or send bill [] 
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Before your 
OCTORSO Mm SMITE 
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Every truck owner is a prospect for the INTERNATIONAL Dealer 


The INTERNATIONAL Dealer offers the 
world’s most complete truck line, from 
¥-ton pickups to 90,000 pounds GVW 
off-highway models. He offers 32 en- 
gines, with the widest choice of gasoline, 
LPG or diesel fuel systems. He has 
trucks that are exactly right for every 
hauling job. For the INTERNATIONAL 
Dealer, every truck owner is a prospect. 


INTERNATIONAL all-truck quality has 
kept INTERNATIONAL the heavy-duty 
sales leader for 23 straight years, 6-wheel 
leader 20 straight years, leader in multi- 
stop trucks 17 straight years. 

It is this kind of quality that keeps the 
INTERNATIONAL Dealer’s customers with 
him, year after year, for greater profits. 
Only INTERNATIONAL Offers all these ad- 


vantages that assure a reliably profit- 
able business operation throughout the 
years. 

Franchises are available in a few 
choice locations. Before you decide on 
any change, write your nearest district 
office or: 


INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Avenue ¢ Chicago 1, Illinois 


International Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 





Watch “The Halls of Ivy,” with Ronald Colman and Benita Hume, CBS-TV, Tuesdays, 8:30 p.m., EST 


INTERNATIONAL TRUCKS 
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